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WOOSTER FOSS-SET NYLONS 













Go ALONG with popular 


acceptance. Feature Wooster 









- Foss-set nylons. Display them. 

Sell them. Your brush depart- 
Pa ment will grow both in profits 
—_ NTS a iercrion TO BE FOUND and importance. Stocked in the 





NW WOOSTER FOSS-SET °nylon BRUSHES more popular sizes by your 






(1) Lower first-cost 

(2) 3 to 5 times greater life. 

(3) Better holding and spreading. 

(4) Full conformity to Wooster’s high standards of 
quality and experience gained through 96 years 
of brushmaking. 


WOOSTER W3:2:R BRUSHES 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE 1851 


Wooster Distributor. 
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HERES A PUMP YOU CAN GET 
































Gone are the days when you merely 
hoped for shipment on the pumps you ordered. 
We've remedied this situation by developing the 
UNISYSTEM No. 48 which we are producing 
in such quantities that we are making imme- 


diate shipment on all orders for this model. 


How did we do this? The Dayton 
UNISYSTEM No. 48 was designed to 
take full advantage of all available materials, 
at the same time maintaining Dayton’s 
high standards of quality and efficiency. 

It is priced right, too. 


The new Dayton UNISYSTEM 
No. 48 is a 350 gallons per hour shallow 
well pump, mounted securely on a 
17-gallon horizontal galvanized tank. 
It is equipped with a % H. P. motor, 
automatic pressure switch and relief valve. 
Also inchides automatic air volume 
control with pressure gauge. It has all the 
features desirable in a water system for 
smaller farms, suburban homes and general 
residence water supply. 


For complete information use coupon. 
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a 
THE DAYTON PUMP & MFG. CO., DAYTON, OHIO 
e Please rush me complete information, including price, 
ée & on the DAYTON UNISYSTEM No. 48. 
® 
NAME____ 
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BIRD & SON, inc.— ENAMEL SURFACE RUGS & YARD GOODS 


EAST WALPOLE, MASS - 295 FIFTH AVENUE, N.Y. + 13-118 MERCHANDISE MART, CHICAGO 
SOUTHERN FURNITURE EXPOSITION BUILDING, HIGH POINT, N.C 
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~ . Again, greetings to the 
| -ndependent Hardware Trade of America from the 
e folks at Master Lock... may this New Year bring 
~ pean greater strength, progress and prosperity. 


~ Master Jock Company 
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WORLD'S LEADING. PADLOCK MANUFACTURERS 
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Nos. 812 and 813 TROLLEY GARAGE DOOR SETS 


Trolley Garage Door Sets 





Scientifically designed and built to eliminate fric- 
tion and wear for a longer and more efficient 
service life. 


The hangers serving these popular trolley garage 


door sets employ steel roller bearings to carry 
the weight of the doors with effortless ease. 


Simple, positive mechanisms such as are incor- 
porated in these sets promote accelerated door 


oe eee manipulation to better serve the streamlined motor 


Three-Door Trolley Garage Sets 


No. 855 


cars of today. Doors glide open and close with- 
out need of extra exertion or strength to operate them, re- 
sulting in a faster get-away—or entrance into your garage. 


The Nos. 812 and 813 Trolley Garage Door Sets are designed 
to carry doors around the’corner. The No. 855 Hanger used in 
these sets has both a lateral and vertical adjustment feature. 


The Nos. 815 and 816 Three-Door Trolley Garage Sets include 
the No. 853 Swivel Hanger which also can be adjusted either 


laterally or vertically. 


Both of these sets are enjoying wide popularity with the trade 
through their dependable service records. 


Swivel Trolley Hanger 








NATIONAL MANUFACTURING CO. 
STERLING, ILLINOIS 
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Amazing 
Ratchetor 


Provides ratchet action 
for any socket wrench handle 


Makes the toughest bending as cone 

; . e 
Sensational Flare Nut 
Wrenches 


Exclusive features 
’ simplify tubing work 


Miracle Plastic-Tip 
Hammers 


Nuplaflex tips recover 
shape and outlast other types 
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Preway household lines are short lines in themselves, but they're 
long on everything that adds up to success at retail. Take eye appeal 
for example .. . Preway models give your display floor a lift, provide 
more “see” in magnetic beauty that puts a focus on customer atten- 
tion. Preway lines, too, have more to “show” , , . are power-packed 
with engineering features that deliver greater convenience and, im- 
proved performance. That means there’s more live “sell” in Preway, 
more merchandising bounce, more easy-to-get mark-ups than you'll 


find anywhere else in the industry. 


Investigate Preway yourself — at the Winter Market or write today. 


PRENTISS WABERS 
BEd SECOND STREET, N.. WISCONSIN RAPIDS, re ~4-10) 3) 0, oy w Co. 
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Nothing sells like a demonstration. Turn on 
the faucet! An actual water system in operation. IN WATER SYSTEM PROFITS 
Demonstrates how the New Barnes Self-Priming TODAY! 

Jet Water System operates, quietly and automati- 
cally, to keep water supply and pressure adequate 
for full use. 

An attention-getting, sales-impelling display! market—if you want a water system that 
Your customers actually see for themselves. Self ee ne SE Ee eae 

, ‘ a you can really merchandise—if you want 
contained. Requires no outside water source — no 
outside piping. 

SPECIAL TO BARNES WATER SYSTEM 
DEALERS — Barnes provides this demonstrator at all sincerity — "Get the Details on the 
a low, likeable cost to all Barnes Dealers. The nr 

a Barnes Dealer Franchise.” It’s the hottest 
factory stands majority of the cost. Write today 
for details. 


BARNES MANUFACTURING CO., MANSFIELD, OHIO 


If you are really hot after your share 


of the 100 million dollar water system 


to work with a manufacturer who will 


really work with you—then we say with 


thing in water system profits today! 


coat 





MAIL THIS COUPON TODAY! 


BARNES MANUFACTURING Co. 
615 North Main Street 
Mansfield, Ohio 
Please mail me full details on the Dealership for the new profit- 


is 
_<« y increasing line of Barnes Self-Priming Jet Water Systems and the 
_— possibility of my taking on the Streamluxe Line of Fixtures and Port- 
ne able Pumps. 
— aes 





(Individual) Fon (Title) 


(City) (State) 





























WHEN YOU HAVE TO CHANGE ‘DRIVERS’ 
. +. YOU HASTE TIME 


High-speed railroading on crack cross-country trains requires 





frequent changing of “drivers” —the huge locomotives that 


furnish the driving power. Each change of “drivers” means time 


wasted. 


Modern streamline assembly work also involves high speed, but 


there is no time wasted changing drivers when Reed & Prince 


equipment is used. Why? Because 


OWE REED & PRINCE DRIVER FITS ALL 
SIZES OF REED & PRINCE SCREWS AND BOLTS 
There is no longer any need to stop work, search for another Pe 
driver, change to it, whenever there is a change in screw sizes. 
The Reed & Prince ONE driver method is the fast efficient time- & 
R 


and-money-saving method of modern production. 


All recessed head screws and bolts have definite ad- 


























vantages over the older slotted head, but the Reed & EE D ¢ PRI NCE 

Prince type Recessed Head is the only one which can be Ca head 

fitted and driven throughout the entire size range with KOs ; 
SCREWS 


a single driver. 








REED & PRINCE MANUFACTURING CO., Worcester, Mass. and Chicago, Ill.,_ manufacturers of 
Recessed and Slotted Wood Screws, Sheet Metal Screws, Machine Screws, Stove Bolts. Also Cap Screws, Set Screws, Machine Screw Nuts, Wing Nuts, Rivets 





and Burrs, Rods, Screw Drivers and Bits, Specialties. 


10 HARDWARE AGE * DECEMBI 

































































ishes — 


st w 


, 


Mour sincere 


-_ 


ora 

































































1947 


DECEMBER 18, 











The place where customers can really make sav- 
ings is in assembling their products. 

Any economies in purchase price resulting 
from “sharpening the pencil” are infinitesimal 
compared with what is saved by using a brand 
of fasteners that delivers True Fastener Economy 
(see RB&W ad opposite). 

The distributor of RB&W products offers 





Russell, Burdsall & Ward Bolt and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill, Los Angeles, Calif. Additional sales offices in Phila- 


delphia, Detroit, Chicago, Chattanooga, Portland, Seattle. 














such savings. The uniformly high quality of the 
RB&W complete line saves assembly time by 
giving the operator fasteners that are accurate, 
rugged. 

To get and hold good customers . . . to make 
a good profit on an important volume item... 
to avoid the cost and nuisance of returned 


goods — sell “T.F.E.” along with “RB&W”. 


PICTURE OF DEPENDABILITY 


These two identical bolts — the same clean- 
cut heads, accurate well-finished barrels, perfect 
threads, high physical properties — illustrate 
the uniform quality of RB&W fasteners. These 
bolts were selected at random from fwo dis- 
tributors’ stocks — one in Cleveland, one in 
Kansas City. Such dependability means True 


Fastener Economy. 


RBaw 


Lhe Comp lele Quality thine 
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RUSSELL. BURDSALL & WARD BOLT & NUT COMPANY 





102 YEARS 
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WHEN YOU SAVE PRODUCTION TIME BY 





USING FEWER TYPES AND SIZES...THAT’S 


It’s the cost of using a fastener that counts 


And an important part of the cost of using a fastener is 
the cost of maintaining inventories, requisitioning from 
stock, handling many different styles and sizes. Careful 
analysis of fastening requirements and standardization on 
fewer types and sizes will help to speed up production 
and lower costs. 


RB&W Machine and Carriage Bolts 
Offer You Unlimited Variety 


RB&W engineers are available to help you determine the 
minimum variety of types and sizes of bolts and nuts 
which will meet your needs. And RB&W offers the maxi- 
mum range of product, a choice of many special metals, 
and the facilities of a versatile finishing department— 
from a single source of supply. 


True 

Fastener ' 

1 Economy: 
» 











You Get T. F. E. When You 


1. Reduce assembly time to a minimum by savings through 
use of accurate and uniform fasteners 

2. Make your men happier by giving them fasteners that make 
their work easier 

3. Reduce need for thorough plant inspection, due to confi- 
dence in supplier's quality control 

4. Reduce the number and size of fasteners by proper design 
5. Purchase maximum holding power per dollar of initial cost, 
by specifying correct type and size of fasteners 

6. Simplify inventories by standardizing on fewer types and 
sizes of fasteners 

7. Save purchasing time by buying larger quantities from one 
supplier's complete line 

8. Contribute to sales value of final product by using fasteners 
with a reputation for dependability and finish 





RUSSELL, BURDSALL & WARD. BOLT AND NUT COMPANY 


102 years making strong the things 


thal make wtmerica strong 


RB&W bolts, nuts, screws, rivets 
and allied ey! products are 
manufactured in a broad range of 
styles, sizes and finishes. 


. * o 

Plants at: Port Chester, N. Y., 
Coraopolis, Pa., Rock Falls, Ill., Los 
Angeles, Calif. Additional sales 
offices at: Philadelphia, Detroit, 
Chicago, Chattanooga, Portland, 
Seattle. Distributors from coast to 
coast. By ordering through your dis- 
tributor, you can get prompt sere 
vice from his stocks for your normal 
needs. Also—the industry’s most 
complete, easiest-to-use catalog. 








Appearing currently in Modern Industry, Factory, Mill & Factory, Purchasing, 
Machine Design, Product Engineering, Iron Age, Steel, Engineering News Record. 


102 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA 
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Chrome 
Queen 
Sparkling, dur- 
able. Heavy- 
govee steel plated 
y copper, nickel : 
and shining chrome. ry 
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LEE ELD eG oa! 
Nt eli giaader 
ae "New best-selling number with 
highland plaid center. 
Choice of five colors on white. 





Refresher \, 
Popular design +) :.\/. 
of our kitchenware \:).)! 
set. Five smart colors. 

on white. ; 







Stove and table mats with the Aristo-mat label} 






Cup i 
°*m”’ Saucer ~ .:)) 
Fast-selling Colonial , ° 
design. Red, black, 
blue or green on white. « 


‘their favorite magazines. And they’re the 






4/j}'are the only ones your customers see in | 
t 







‘best quality that money can buy! No 












«> wonder Aristo-mats sell faster, more 
“easily, give greater satisfaction! Your trade 
ADVERTISED IN knows and appreciates these exclusive Aristo-mat 

* Good Housekeeping Vv ie features: 1. New, heat-tested ‘‘Quad-coat” process 
* Ladies’ Home Journal . pe : baked enamel finish. 2. Extra heavy asbestos padding. 
e 3. Patented, rounded ‘‘Kant-Kut Korners.” 4. Underglazed design 
guaranteed not to chip. Check your Aristo-mat stock today! 













* Woman's Home Companion 







* Better Homes & Gardens ° 
* McCalls 


eoeereeve fmeeeo ec eee eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee ee 













Ariste-ware Hitchen Set 
“Refresher” pattern stove mat, hot 
pad, canister set, cookie can, 
oval waste-basket. Durable 
quolity, smart colors 


Phoenix Table Mat Company 


1315 WEST CONGRESS STREET 
CHICAGO 7, ILLINOIS 
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cA ppealingly colorful 
design on gleaming white. 
Appealing. ee 

aked-on finish oes notchip : 
or peel and is easily kept . A ppealingly decora- 
clean. Choice of three io | = finish keeps canister 
selling types — the two-door, colorful, good-looking- All 
two-compartment box; the covers are bright red wit 
hinge cover box; the drop plastic knobs. Matched set 
door box. of four containers includes 

suitable sizes for 1 lb. tea, 

2 Ibs. coffee, 5 lbs. sugar an 
5 Ibs. flour respectively. 

















step-on cans 


cA ppealingly good- Sec c, 3 

receivers of : i J yer 

i d et 8 is: cAppealingly hand- 

strong en ‘o ‘ae ‘ £ some round tapered baskets 

under daily us 0 of & in two sizes. In addition to 

quart size. Decor ; — y the sound design and color- 

matches other Pro ucts in ful finish, oval tapered bas- 

line. Can be washed with kets are available in blue, 
d pink with attrac- 


soap and water. 














basket is available in yellow, 


umber with “ 
ter. : 4 
ison white. ‘ 4 : 
— =A ink or blue, 4 different 
floral design for each color. 


9-mat label 
ers see in 
hey’re the 


n buy! No ‘ 
ster, more »y cA ppealinsly color- 
Y ful pan with re handle 
ytd trade and dust tray and florally- 
sto-ni “ 
~ nat = , decorated hood. Well de -Appealingly stylish, 
t” process . signed fo " ‘ 
: they blend with the color 
s paddi to keep clean. Improve 4 
padding. : : : schemes of other items 19 the 
wed dutian ti xo Keep Cyesturdily built | National line. Bakes litho- 
zed design for long service a - 
Nea bal graphed finish does not chip 
Ocay- or peel even if dented. Pro- 
vides safety as well as 
convenience for today’s 
attractive kitchens. 
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Sell the RIGHT aluminum paint 





to get the RIGHT job every time 





and your customers will come back for more! 
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You cai 
profit —if 
Be sure 1 
Shield on 
tised trad 
when buy 
commercia 
for free co 
Paint It R 
1984 Gulf 


Sales office 


POWER 
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large volume. 





3 ALUMINUM PAINTS—3 USES 


Aluminum pigment alone will not make The Alcoa National Program is solidly 
one paint a “jack-of-all-trades”. That’s behind “3 for 3”, promoting 3 types of 
why it is important for you to sell aluminum paint made by paint manu- 
your customers the right kind of alumi- facturers—sold by profit-wise dealers 


num paint for the surface to be covered. —_ who want to give their customers results. 
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ALCOA’S "3 FOR 3” 


NATIONAL ADVERTISING HAS REACHED 
OVER EIGHT MILLION 


ORDER TODAY! A big market has opened up for first- 
quality aluminum paints. We at Alcoa have the evi- 
dence—thousands of letters from people all over the 
country telling us they want “3 for 3” aluminum 
paints. They’re ready to buy! Many of them can be 
new accounts for you. 

You can sell these paint customers—at a neat 
profit—if your store is headquarters for “3 for 3”. 
Be sure to buy a brand with the Alcoa Albron 
Shield on the packages. It is the nationally adver- 
tised trademark your customers will be looking for 
when buying aluminum paint for home, farm, or 
commercial use. Write PAINT SERVICE BUREAU 
for free copy of 24-page booklet “Paint It Bright— 
Paint It Right”. ALUminum ComMPANY OF AMERICA, 
1984 Gulf Building, Pittsburgh 19, Pennsylvania. 
Sales offices in principal cities. 


POWERFUL SELLING AIDS FOR YOU 


Suppliers of “3 for 3” first-line aluminum paints are making 
available to their dealers these colorful sales aids: Big counter 
merchandiser. Window displays and streamers. Newspaper ad- 
vertisements. Farm, home, and general literature. All geared to 
tie your store to this national program—sell quality paint in 
large volume. Ask your supplier for details. 
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ALUMINUM HOUSE PAINT : 
Rich in oil, elastic, durable— ~ 
for priming or painting outside ~ 
wood, i 

























ALUMINUM METAL 

AND MASONRY PAINT 
Hard, protective, waterproof 
finish for metal, brick, and 
concrete surfaces. 


ALUMINUM ENAMEL 


Fast-drying, chrome-like, satin- 
smooth, heat-resisting, for 
coating interiors. 


ALUMINUM PAINT 


PN Wee). 
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Latest addition to the Youngstown Manufacturing family is ing line is a complete line and offers many opportunities to in- 






Shell-Pli, an attractive new sink counter covering. If you’re not crease your business and step up your profits. Get in the habit 
already acquainted with this outstanding group of products, of ordering these fast-moving SUPERIOR products—it’s the 
better get to know them now, for the Youngstown Manufactur- profit-wise thing to do! 






& CURTAIN RODS 






SUPERIOR METAL TRIM 






ro) LINOLEUM KNIVES 


@ Ready for shipment in all popular 
makes— Dexter, Hydex, and Har- 
° rington. Round burnt handles 


with 214" blades, and Rubberoid 
handles with 2" blades. 













Decorative, eye-appealing, finished by the ex- 

clusive Schuler luster process, and True-edged . : 
. f fine finish, col lled st teel, 

for perfect straightress. There’s a wide range of @ Made of Ene Gajsh, cold celled ctvip ston 


: 2 and hand-sprayed. The steel is of heavy 
& CAPO Se ae ore ae. a gauge to assure strength and long life. To 


avoid loss of accessories and facilitate sales, 
each rod is individually packed with brack- 
ets and nails. 










GROUP OF 
PRODUCTS 














CLINCO ADHESIVE NO. 1407 
















SEAM BINDINGS 
AND EDGE BINDINGS 


Available in Brass, Stainless Steel, and White 
Metal. Light, medium, and heavy weights, 


The best adhesive to use with Shell-Pli 
sink counter covering. Furnished in 





» gallon, -gall > 
ee a ee @ & packed in neat dispenser packages. 25 differ- Ev 
& ent widths and gauges, shipped in 25-yard 
&y @ rolls. Necessary nails are furnished. and 
ry quick 
& ® says, 
° = Th 
e BULLET SCRIBERS == “3 © 
es SHELL-PLI SINK : o popu 
COUNTER COVERING ae make 
@ Come complete with 8" bar. Car be used for @e « 
The best-looking, easiest - workin i i 1 ibi ; ;: Behir 
aoe i ——— aS seam cutting, irregular scribing, scoring cir- & 
4 ng oe A. hy eon Sime gS cles, inlaying feature strips in a solid field, and every 
and fits beautifully. Durable, long- for corners on a cove base. Extension bar and & signe 
lasting Shell-Pli i ilable in attrac- q : : 
= —— 7 i - —— wd em @ extra needle lugs are available G) e ell 
—in red, blue, or tan. P 
& i. 
‘i , . ioc 
Other Youngstown Manufacturing products include Sink Well — 
Ne, ° , x steel | 
Dept. 4 Please send us literature and prices on —_ Frames, Strip Cutters, Metal Shears, Mitre Boxes, Linoleum ye sina 
ou 





: Rollers, Cove Base Corners and Stops, Linoleum Paste, Insula- 
Check G) (:) (:) (4) (s) (s) G) » tion Tile Adhesive, Waterproof Linoleum Cement, Nails and 


Screws. Catalogs and price lists are available at all times. Send 





today for literature covering the products in which you’re most 


Company. interested. 


Your Name. 


Address YOUNGSTOWN MANUFACTURING, INC. 


City. State. 66-76 S. PROSPECT ST. . YOUNGSTOWN 6, OHIO 
MAKERS OF SUPERIOR METAL TRIM SINCE 1930 
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"You Can't Beata MASTERSrearnl 


for Quick, Accurate, 


Measurements!” 


says MR. CONRAD GRUBER, 
SHOP FOREMAN * 
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406-6 ft, 
RETAILS AT 


$900 


6 ft. spare blade....80¢ each 
408 Streamline 8 ft. ..$2.50 , 
8 ft. spare blade...85¢ each 















“The more often | use my Streamline, the more | appreciate its many convenient 


BINDINGS 

BINDINGS time-saving features and its versatile, dependable accuracy.” 

el, and White 

eavy weights, ‘ ‘i s ° ° 

ges. 25 differ- Everywhere, in shops, factories, among engineers, mechanics, builders and carpenters, handy-men 

ined. _— and hobby-workers . . . even among modern housewives... Master Streamline finds many uses. Where 
quick, accurate measurements need be made, as Mr. Gruber 

) says, “You can’t beat a Master Streamline!” 


There’s a reason for the Streamline’s steadily increasing 
popularity: It is carefully designed and painstakingly built to 
make it... and keep it... America’s No. 1 Steel Tape Rule. 
Behind this reason lies our ceaseless efforts to incorporate 
every single practical feature in the Streamline, each de- 
signed to make this the most useful steel tape rule it is 

e possible to build. 

That's why the Master Streamline is the right rule to sell 

... the right rule to buy. Identify your name with the best in 








we we steel tape rules ... MASTER RULES. Write for full information medeatuen - ices ccnrenaee teens 
arene about the complete line of wood and steel tape Master Rules. Fe RE Se aS SN Fe 

e, Insula- for dealers everywhere ........ 

Nelle and *Nygren-Dahly Company, Chicago, Ill. Send for full information...NOW! 

1es. Send 

u’re most 


MASTER RULE MFG. CO., INC. 


201 MAIN STREET ® WHITE PLAINS, N. Y. 
General Field Sales Office: i i 
105 W. ADAMS ST. e CHICAGO 3, ILL. a] 
BRANCH: P.O. Box 1587, Oakland, Calif. fa 
















i, INC. | RADE MARK} | . — 
| 6, OHIO OQOD,AND, TAPESRULE _ pee | og 
1930 Lr Lil 
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CONTROLS WATER SEEPAGE 
IN POROUS MASONRY 


BALL- BEA 
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STAY ROLLE 
) Water Seepase | 
1* oa | Codd Loa. 
MASONRY 4 = MASONS ; ” 





~ CINDER BLOCK WALLS 
~ CEMENT BLOCK WALLS 

v STUCCO SURFACES 

Vv PUMP AND BOILER PITS 

vY FIELD AND QUARRY STONE 
~ CONCRETE MASONRY 


END STOP 


~ CELLARS wv RETAINING WALLS 
~ RESERVOIRS vw ROUGH MASONRY 
v COPINGS Vv UNGLAZED TILE 

~ BRICK WALLS ~ SWIMMING POOLS 
~ BRICK PIERS Y CISTERNS ~ SILOS 
~ FISH PONDS v ELEVATOR PITS 


~ HAY-TITE CAN BE USED ABOVE OR 
BELOW GRADE, INSIDE OR OUTSIDE 
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Send for your counter 
and window displays to: 
KAY-TITE COMPANY ° WEST ORANGE, N. J. 
HARDWARE AGE DECEMI 
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No 2 END BRACKET No 12 STOP BRACKE! 


BALL- BEARING HANGER 


¢ 


STAY ROLLER & GUIDE STRIP 


ov - 


END STOP & BUMPER SHOE 
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LOCK- JOINT SIDE BRACKET 
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FLUSH PULL & BOW HANDLE 


CENTER FLOOR GUIDE 
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package 
that’s 

welcome 

anytime! 


Packaged Door Hardware 





Reliable old St. Nick himself couldn’t do a better 
job . . . a complete packaged set of hardware for 
every size of sliding door! Yes, everything needed 
for installation and operation. And so easy, too. . 
the customer gives the door size and he gets 
exactly what he needs. 

Richards-Wilcox Packaged Door Hardware is 
packed to specific order and delivered complete. 


RICHARDS 
WILCOX 


DECEMBER 18, 


ready for installation. Even lag screws, bolts and 
expansion shields are included. And, your cus- 
tomer is extra pleased, because there’s no guess- 
work, no need for exchanges, and no waiting for 
additional pieces. Get all the facts about R-W 
Packaged Door Hardware today . . 
nearest Richards-Wilcox office or write for free 


. call your 


folder containing complete information. 


Richards aa AALS Co} 


AURORA, ILLINOIS, 





FRESH’ND-AIRE COMPANY 
Dept. H.A. 1247 

221 N. La Salle St. 

Chicago 1, Ill. 


Gentlemen: Without obligation, please send me com- 
plete details about the new Fresh’nd-Aire Humidifier. 


Name 
Address 


City 


| FRESHND-AIRE 


Ce MP AREY 


HARDWARE AGE 
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TO MY 
ALL YO 


Man 


With delive 
appliances 
slightly be 
Christmas 

for dealers 


Manning, 


In Canada: 


DECEME 


Merry Christmas 4 


TO MY FAVORITE HELPERS... 
ALL YOU WONDERFUL 
Manning Bowman DEALERS!” 


With deliveries of famous Manning-Bowman quality 


appliances now better than before the war (though still 
slightly behind current record-breaking orders) ...this 
Christmas promises a brighter opportunity than ever 

for dealers who feature The Line That’s Always In Demand! 


Manning, Bowman & Co., Meriden, Conn. 
In Canada: Manning, Bowman & Co., (Canada) Ltd., Oakville, Ont. 


DECEMBER 18, 1947 
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JUST THE WEIGHT : 


THE GASKET ’ 


AND THE PAN 























feature !— 








Knock it! Drop it! Douse it in soapy dish- 
water! You can’t hurt the sturdy Nesco 
pressure weight because it is so simple 
and .rugged that 
structible. No delicate mechanism to ‘‘go 


it’s practically inde- 


haywire’; no glass or moving parts to 
break. Housewives like the Nesco weight 
because it doesn’t get out of order or re- 
quire expensive repairs or replacement 


Simply 





eet OR 4 OiFung oF 


9” Guaranteed by 
_ me 


45 aoveansto Wiad 


and safety mark the beautiful new 


NESCO 


Pressure Pan 


OMPARE the Nesco with ordinary 
pressure pans. Notice its freedom 
from complicated weights, gauges and 
locking gadgets that get out of order and 
require replacement. It’s easy to see, isn’t 
it, why the Nesco is known as “the 
simplest pressure pan on the market”! 
To open or close, you just turn the 
easy-grip handles in opposite directions. 


The Nesco’s outwardly flared pouring lip 
makes emptying and cleaning easier—the 
gleaming surfaces retain their luster in- 
definitely—and the double-lip sealing 
gasket is impervious to grease, needs no 
stretching or reversing. 

If it’s profits you want, it’s Nesco you 
want! See your Nesco distributor today 
or write us for full facts! 


NATIONAL ENAMELING AND STAMPING COMPANY 





SALES OFFICES: 


270 N. TWELFTH STREET, MILWAUKEE 1, 


1430 CANDLER BLDG., ATLANTA ¢ 1166 MERCHANDISE MART, CHICAGO ¢ 200 FIFTH AVE., 
NEW YORK ¢ WESTERN MERCHANDISE MART, SAN FRANCISCO ¢ 901 AMBASSADOR BLDG., 


WISCONSIN 









ST. Louis 





HARDWARE AGE 





DECEMBE 
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e SHR 


Cabbx 
Bread 

Dry C 
Choco 
Bar Sc 
Carrot 


e SLIC 


Potato 
Onions 
Cucum 
Apples 
Carrot 


any 




















VEGETABLE SHREDDER. eee |N ORIGINALLY 
(4 . ©& $5.95 


and SLICER... . for 
EVERY KITCHEN 


vy wal) Paes 
Advertised Products 


“SOME USES: 


e SHRED 
Cabbage—for cole slaw 
Bread Crumbs—for every purpose 
Dry Cheese—au gratin dishes 
Chocolate—for fudge or frostings 
Bar Soap—to make soap chips 
Carrots—raw 


e SLICE 
Potatoes—chips or country fried 
Onions—with a minimum of tears 
Cucumbers—for salads or pickles 
Apples—for sauce or puddings 
Carrots—for cooked dishes 
or 
any other firm fruit or vegetable 


NOTHING TO RUST—Aluminum body—Stainless 
Steel blades 


—Hold under water faucet. a tae 
EASY TO CLEAN—Hold under water fauce ee Holds contents of #2 


SLICER OR SHREDDER BLADE—Can be changed os Es , can One dozen to 
in an instant : - . ° 
’ ‘ : % e 1 
uring lip CLAMPS ON ANY TABLE—Without tools, screws piney 3 cen 
ier—the ; or nails y welg: t Ss. 
pace ine . FOOD NOT SCATTERED—No waste—No muss Factory. 
il d , 
eeds no er Sone Rest food on guard an e Ricer and Colander 
eScO you STAINLESS STEEL STRAINER 
or today THESE POINTS MAKE FAST SALES SURE! Light 
Rigid ¢ Easily cleaned * Long life * Precision 


built © Uniform straining * Sanitary. 


PANY 


IFTH AVE., 
Louis 


AGE | DECEMBER 18, 1947 
tf 








WICKWIRE SPENCER 
HARDWARE PRODUCTS 







“Clinton” Brand Hex Mesh Netting 
has a strong selvage. It hangs well 
and handles easily. In standard 


gauges, 12" to 72" widths. 










“Clinton” Brand Hardware Cloth 
—first in the field and the last word 
in quality. Galvanized after weav- 
ing. In standard widths agd meshes, 












Wickwire Spencer Music Wire — 
Made of finest quality spring steel, 
perfectly surfaced and uniformly 
high in tensile strength. Sealed in 
moisture-proof cellophane envel- 
opes. In 14, !¢ and 1 Ib. packages. 



























Any homeowner who makes his own screens considers quality, convenience 
and cost. The fact that “American” Brand Insect Wire Screening satisfies 
customers on all three counts is your assurance of fast, profitable sales. 

Consider Quality: American Brand Insect Screening is made of wire. It 
won’t burn, melt or sag. Customers know it will give long, dependable 
service. You don’t have to spend your time “‘selling’’ prospects untried 





substitutes. 
Coburn Sliding Door Hardware — Consider Convenience: Even the amateur can make or repair his own 
Our #500 Swing-Over Hardware Set screens, for wire screening lays flat across the frame—requires no stretching 
is adaptable to practically all types or pulling—assures a smooth, clean-looking job with less tacking. 
of garages—economical; easy to 
erect and operate; does not interfere Consider Cost: American Brand Insect Wire Screening is made in standard 


with usable floor space. Send for “4 2 . 
mesh and in metals to suit every purse and purpose—bright or antique 


bronze, galvanoid, aluminum and other non-ferrous metals. 


catalog. 





AMERICAN WIRE FABRICS INSECT SCREENING MADE BY 









A DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 
500 FIFTH AVENUE NEW YORK 18, N. Y. 


Boston + Buffalo + Chicago « Dallas + Denver « Philadelphia « Pacific Coast Subsidiary — The California Wire Cloth Corp., Oakland 6, Cal. 
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“The latchstring is out’—was the old-time familiar 





expression of hospitality. Today, Sacer achieves 














nience much the same feeling with solid brass and bronze 
itisfies ’ . ; 
* —strikes a new note of welcome with period and 
oe Be modern stylings that are as practical as they are 
are a beautiful—and always artistically correct in design. 
mntreee When it comes to swift installation, effortless opera- 
tion, or long life, Sacer easily stands up—and stands 
S own 
tching out—as any builder well knows whose homes are 
Sacer-Equipped. There’s real satisfaction for the man 
ndard who buys Sacer, prestige for the dealer who sells it, 
ntique 







and convenience and quality-plus for the architect 
or builder who specifies Sacer Bumpers HARDWARE. 













RATION 
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RE AGE 


Read about the [1401 TETCO 
3-PLACE FIRE PROTECTION PLAN | 


and WHY it means Profits for You 





Ovriciat FIRE STATISTICS show that the 
most common sources of fires are in the 
home, the garage and the car. The reason 
most families do not protect ALL THREE 
of these fire hazards is because most fire 
extinguishers are TOO EXPENSIVE. 

ONLY TETCO, because of its low price of 
$2.50 each, retail, gives every one of your 
customers the kind of fire protection he 


needs at the price he can AFFORD TO PAY. 


Three Tetcos actually cost less than just 
one of the average fire extinguishers. 
And nothing has been skimped or elim- 
inated to bring the cost of TETCO FIRE 
PROTECTION down to this low cost. Each 
TETCO contains 16 ounces of fire extin- 
guisher fluid. TETCOs are filled with 90% 


carbon tetrachloride combined with other 
chemicals and charged with COz gas. 

TETCO is handy to use. Even a child can 
operate it. Simply take TETCO from its own 
wall bracket which comes with it, lift the 
handy ring, and then point the spray at 
the base of the fire. Spray extends approx- 
imately 17 feet. 

Always ready to use. TETCO is hermeti- 
cally sealed so that no extinguisher fluid 
can escape or be used for other purposes. 
When you lift the ring of a TETCO you 
KNOW it is always full and ready to use. 

TETCO is packed six per carton with six 
cartons in a shipping case. Liberal trade 
discounts mean this is a PROFIT LINE 
for you. 


ONLY TETCO PROTECTS $4950 
ALL THREE AT THIS PRICE * RETAIL 






Install Tetco in the 
kitchen and upstairs. 
Keep it in a handy 
spot so that you can 
stop that fire when 
it is still small. 





Rags, boxes and other 
things accumulate 

in the garage and are 
always a dangerous 
source of fires. Every 
garage should have 

a Tetco. 


Tetco is so small and 
compact, you can 
easily keep a Tetco 
in the glove compart- 
ment. Worn wiring 

is the common source 
of auto fires. Tetco 
extinguishes electri- 





fires with ease. 


TETCO co. 458 So. Spring Street, Los Angeles 13, Calif. = 


Also Manufacturers and Distributors of Gl (Gets Insects) Aerosol Insecticide 






cal as well as gasoline 
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Cuts 2 
Inch Lumber 












PRICE 
2 
Solid Cast $47>5° 
iron Construction F. O. B. 








Minneapolis 








3 
| 16 Inch Throat 
Cuts 32 Inch Circle 








& 4 


Three-Point 
a Mounting 5 
-- 45° Tilting Table 
Size 10%2” x 10%2” 




















Here’s a Precision Built Jig Saw 
That Gives the Quiet and Smooth 
Cutting Action Customers Want 


The precision construction of this TOMLEE Jig Saw shows up 
in the quiet and smooth efficient cutting action. It has the weight 
to give that sturdy feel. Carefully engineered, the TOMLEE Jig 
Saw is long lived and gives that top performance so necessary 
to meet the requirements of particular customers. It has quality 
at a price within range of everyone. One look at the original 
equipment and the eye value would class it as a “good buy”. 
The TOMLEE Tool Line is built by a manufacturer who has wide 
experience and know-how for precision work. This know-how 
is behind the basic design and features that have made TOM- 
LEE the BIG VALUE Line. 

The “Line” is nationally advertised and is handled by Hard- 
ware Jobbers. For the name of the jobber nearest to you, write 
to the address shown below. 


Selective Jobber Arrangements Are Available 





TOMLEE Tool & ENGINEERING CO. 


740 No. Washington Ave., Minneapolis 1, Minnesota 
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6 
One Inch Stroke 
Adjustable Foot 













Runs in Crank 
Case of Oil 












Chrysler 
I Oilite Bearings 


dl 












TOMLEE TOOL No. 31 BENCH SAW 





Top quality and precision built describes the 
TOMLEE Tool Power Saw for home work- 
shop, farm, contractor or factory use. It has 
the sturdiness and precision to meet manufac- 
turing requirements. 


* 
TOMLEE TOOL No. 60 SANDER 





Solid cast iron construction and 21 Ibs. in 
weight makes this sturdy sander a workshop 
asset. Smooth running and free of chatter. 
Table tilts 90°. 


TOMLEE TOOL No. 11 LATHE 


The TOMLEE Lathe has those fine features ex- 
pected of higher priced tools. The tool rest is 
grooved to fit the hand... spindle is ball bear- 
ing and standard threaded .. . it can be con- 
verted for simple metal working. 




































No. 355 (One of four 
sizes) Stanley Plug 




















Tip Iron A far 

anytl 

But | 

those 

heate 

yet I 

Te 

No. 340 (One of eight listen 

sizes) Stanley Screw ical — 

Tip Iron any ‘ 

wate 

stock 

, ‘ , ‘ Th 

@ There’s a correct size iron in the Stanley farms 
line for every soldering job. Help your cus- $10.5 
’ tomer choose the right size and he'll have an anihe 
iron that will perform quickly and expertly HU 
for continuous or intermittent soldering. With 
Available now from your Stanley jobber. a - 
Made with screw tips and plug tips to satisfy prosp 
customer’s preference. Make 


you- 


STANLEY TOOLS, New Britain, Conn. 





Reg. U. S. Pat. Off. 
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$1022 PROFIT 


STIONS 
OR ASKING A FARMER THESE TWO —s fue eee 
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TANK 
ockT 
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. your “« 


















ONLY WHEN NEEDED 




























A farmer comes into your store — for nails, wire, ‘ * 
anything. Maybe he’s not thinking of a tank heater. Leletrile - Heer 
7 But just bring up the subject — with questions like 
those quoted. Mention that you have a stock tank AUTOMATIC ELECTRIC ; 
heater that keeps tanks ice-free all winter long TANK HEATER 
yet NEVER NEEDS ATTENTION. STOCK 
Tell him about the Hudson Lektrik-Heet. He'll * Great Labor Saver 
ight listen as you tell him it’s automatic. It’s econom- e Never Needs Attention 
ew ical— uses electricity only when needed. It fits 4 ical —D dabl 
any stock tank... is dependable, safe... keeps es ae ‘ 
water at the uniform temperature that makes © Tested and Proved by Farmers 
stock drink more, eat better, produce more. in Coldest Climates 
There’s a sales-making story about a product 





7 farmers really need — right now. It will earn you 
3- $10.50 profit over and over again. Order now— 
n make every possible sale! 4 
oo* , et* 
y HUDSON Tells and Sells Today »* 5o® 
With millions of advertising messages que®™ vt 
-, on the Hudson Lektrik-Heet appearing <@ S ~°o Pree 
in leading farm magazines, your best or” ,o™ LOOR DISPLAY 
y prospects already know this labor saver. 7 Sintientie®: dias eniiie every 
Make this advertising earn profits for farmer's attention to Lektrik- 
you—stock Lektrik-Heet now. “ Heet. One in every carton. Big 
~ ! returns for little floor space. 
© 1947 #. b, H. MFG. Co = *nEG. U.S, PAT, OFF 





Sprayers and Dusters Poultry Equipment 


Hay Tools and 
Barn Equipment a Farm Ventilation 


Livestock Equipment Equipment 


TESTED AND PROVED EQUIPMENT 





RE AGE DECEMBER 18, 1947 $1 





@ inflammable vapors have a way of lurking in empty 
steel drums, defying detection by sight or smell. But 
welders now can work in perfect safety because of a 


scientific vapor detector which makes a positive, thor- 


ough check . . . to be sure. 


In chain buying, the Hodell label is the mark which 

assures absolute dependability. Hodell is the name worn To be sure... 

by chains of the highest quality since 1886. In the 157 SELL HODELL 

Hodell varieties, welded and weldless, with or with- ++-to be SURE! 

attac “hai i To be certain of maximum “3am 
out attachanente, ae buyers have found the right chainsalesdisplayHodell 
answer for every chain need . . . because there’s a chains. Their reputation 
: : ? | 

Hodell chain to fit every job and because dependability — Fdentify ar aoe 

in every link is a Hodell standard. So they have no el ee semen ¢ 
uying center for quality 


need for guesswork. They say “Hodell” .. . to be sure. merchandise. So sell 
Hodell for their sake 


. . and for yours! 





JACK + SASH + SAFETY - LADDER - PUMP + LIBERTY MACHINE - PROOF COIL - STEEL LOADING 
LIBERTY COIL + PASSING LINK - BULLDOG - SAMSON + FLAT LINK + REGISTER » DREDGE 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 2, OHIO 


RIPPIN 


HARDWARE AGE 





IN U.S.A. 


7%" Blade, 24" Cutting Capacity 
Also 2", 2%" and 42" Capacities 


The speed, power and versatility of the MallSaw 
bring more customers and profits to you... 
greater satisfaction and savings-to the purchaser. 
Master-of-all cuts, the MallSaw cross-cuts, rips, 
bevel cuts to 45 degrees, multiple cuts, dados, 
grooves and cuts light gauge metals. Comes 
complete with combination blade, lubricant, 
wrench and metal carrying case. 





tn 


CROSS-CU T j ght 7: Immediate Delivery—Order Yours Today. 


Fags 
« 


RIPPING ON THE BEVEL 


> 


“ct icago 19, Illinois 


DECEMBER 18, 1947 


















because it makes my 
paint jobs look better 
and last longer!” 





S, writes W. R. BRuNER of Minneapolis, Minnesota, a master painter 
of 30 years experience, one of thousands glad to see Pol-mer-ik back . . . 
for its smoother brushing... for its better glossing ... for its finer 
leveling qualities. 

The reason: Pol-mer-ik is Supertreated. It is 100% pure linseed oil 
that has been given a special processing and blending to strengthen its 
molecular structure. It is easier to use and forms a tougher, better 


looking paint film. 


Pol merik 


100% PURE LINSEED OIL 


Available in 
Factory Sealed Cans 


EXTRA VALUE 
AT NO EXTRA COST 










I 
Product of ARCHER-DANIELS-MIDLAND CO. 


MINNEAPOLIS, MINNESOTA 


Send additional information on Supertreated Pol-mer-ik Linseed Oil. 


Name_ 





Address___ 








oe Gee ane eae eee ane eee ee cme eee em ond 





' 
! 
| 
! 
| 
| Firm 
| 
| 
| 
| 





HARDWARE AGE DECEMB 


WARE AGE ~— DECEMBER 18, 1947 






















Made for Water Paint - 


This Fine 


Five-inch 


Brush 
by Baker 











BARRETT 





You've seen how Water Paint sales jumped in the last few 
years. Now watch your Brush profits grow — with Baker's 
new specially-made-for-water-paint Brush! Baker builds 
this brush so it holds thin paint, saves trips to the pail, gives 
professional results every time. Full five inches wide and 


priced so everyone can affdrd it — it's a tremendous value! 


Leading jobbers carry Baker Brush No. W-4055. Ask for Popula 
it today. — a 
increas 


These 
thing f 
farmer 
Stock ° 
nice st 
regula 












BAKER BRUSH COMPANY, INC., 83 GRAND STREET, NEW YORK 13 BARRE 
INSULA 





HARDWARE AGE DECE 


BARRETT LIQUID ELASTIGUM®* Roof Coating 









+% 4 
4 % % 
Fr“ “A ? x 


Cis 








Barrett specialties 
increase unit of sale 
per customer 


Popular Barrett Protective Products—scarce during 
war years and always in demand—are now available in 
increasing supply. 

These money-saving Barrett Specialties are just the 
thing for scores of repair jobs every home-owner and 
farmer has been putting off. 

Stock ’em! Push ’em! You’ll soon find you’ve got a 
nice steady source of extra income—right from your 
regular customers. 


BARRETT SHINGLES AND SIDINGS . .. ROLL ROOFINGS . .. ROCK WOOL 
INSULATION . . . PROTECTIVE PAINTS . . . OTHER BUILDING PRODUCTS 


WARE AGE DECEMBER 18, 1947 


BARRETT PLASTIC ELASTIGUM* Roof Cement] BARRETT EVERJET* Paint 
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BARRETT HYDRONON} Paint 





THE BARRETT. DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6 ,N. Y. 
2800 So. Sacramento Avenue Birmingham 
Chicago 23, Ill. Alabamo 
36th St. & Gray's Ferry Rd. 
Philadelphia 46, Pa. 





* Reg. U.S. Pat. Off 
+ Trade-mark of Allied Chemical & Dye Corporation 
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Dry fire Pte mediate for coal stove linings limit you to 
one small sale. Fireline, a moist, plastic refractory, is not 
only a better material for stove linings—but it sells in 50 and 
100-lb. quantities for heating stoves and warm-air furnaces. 
There’s nothng to mix, nothing to . 
add when Fireline is used. It’s 
pounded into place with a hammer or 
moulded by hand. When baked out j -FURELINE | 
by the fire, it will withstand temper- 
atures up to 3,000 deg. F. — higher LINING: 
than any domestic stove or furnace a 
can attain. Your customers can readily 
replace any firebox casting or stove ; 
brick in cook stoves with Fireline. They will in buy 
it to line firepots in heating stoves and warm-air furnaces. 


COOK STOVES—Fireline replaces cracked 
and burned-out stove brick and firebox 
castings. It is readily moulded to any 

















M1 @ shape, then baked out by the fire. No ~~ 
need to stock all kinds and sizes of cast- 
ings and brick—instead sell Fireline in — 
convenient tins right off the shelf. Aver- , 
age sale 5 to 10 Ibs. ' 
HEATING STOVES—In heating stoves, cir- H AVE 0 Ue S CC i) 
culating heaters, base burners, etc., Fireline 
repairs cracked firepots and protects good 
firepots from burning out. It forms a gas- ; 
tight lining entirely around the firepot this presentation On OHY 
which seals all cracks = —- No wait- c — 
ing for castiugs—instead quick turnover and - M . . SOFTE 
profit for you. Average sale 30 to 50 Ibs. Partnership Plan foi Py ofit please 
FURNACES — Repairs cracked firepots — mn the domestic coment 


protects good firepots. Installed 1 to 114 
in. thick entirely around the firepot, a Fire- 


and y 
line lining prevents the escape of gas, water Syste MW business ied rt 
{ Z 





odors, and soot into the building. 100 Ibs. 
required to line average 22 to 24 in. fur- , owe 
nace, resulting in a sizable sale—and profit. | Get ready for 1948 profits by finding 


Also used for replacing fire tile in steel : 
furnaces, for setting stokers, for oil burner out the full details of the Peerless Plan. ie 


combustion chasshers, Write to our nearest office today. — 
ra 
More 





Fireline is available immediately from jobber stocks. Mail 
coupon below for prices, discounts, and descriptive litera- 
ture. You will also receive information on these quick- | 





profit Fireline products. coe 
IRONSET ASBESTOS FURNACE € ie dish 


CEMENT —The high-quality cement for : _ 
setting and resetting furnaces and stoves. 
Withstands higher temperatures. Will not IRONSET 
crack, shrink, bloat or blister. Makes the 
work more permanent. Gives greater cus- 
tomer satisfaction. 


LCALO 
FURNACE CEMENT 
FIRE-HEARTH CASTABLE —The ideal © “9m -_. 
refractory for stoker hearths. Easily in- © 
stalled: Just mix with water, pour into % 
place, and trowel smooth. That's all there - oh 
is to it. | 


FIRELINE STOVE & FURNACE LINING CO. —- 
1859 Kingsbury St., (Dept. L), Chicago 14, Ill. | vous 
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8 FIRELINE STOVE & FURNACE LINING CO. 

1859 Kingsbury St., (Dept. L), Chicago 14, Ill. 

Please send full information, prices, and discounts on Fireline 
heating specialties. 


Peerless Pump Division sorn 
Food Machinery Corporation 
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OVER 40 
HOMES WANT “SOFTEE” 


= THE 
K PORTABLE AUTOMATIC 
WATER SOFTENER 








Soft water banishes drudgery of 

household chores, cleans floors, 

tubs, sinks, windows, woodwork 
in half the time. 




















SOFTEE will also remove the un- 
pleasant chlorine taste from water 
and condition the woter at the 
same time. Merely run unpleasant 
tasting woter through SOFTEE, 
and you have spring-clear soft 
water that tastes better. 

















More luxurious bathing, easier 
shaving, glorious hair shampoos, 
dishwater kind to your hands 
with SOFTEE’s soft-as-rain water. 























You'll actually save upward of 
$150 a year (by actual super- 
vised tests) when you use 
SOFTEE water softeners in your 
home. 





Mt S 
THE SOFTEE 43 UNCONDITIONAL ESE y 
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3 @ Retail price $9.95. 


@ Packed 12 to a carton. 


@ immediate delivery. 


@ Weight approximately 
2 pounds. 


a @ Dealer's discount 40%. 


SOFTEE —the sensational new soft water discovery! Revolu- 


tionary new filter action INSTANTLY softens HOT or COLD 


water right at faucet. SOFTEE will last many years with proper 


care. Mass design brings SOFTEE’s cost (only a fraction of 


other, less efficient softeners) now within reach of EVERY- 


ONE! SOFTEE is a thrilling new experience for millions of 


American housewives who have longed for the pleasure, con- 


venience, comfort, efficiency of rain-soft water. 
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Name 





Street_ 


Cie... 


NATIONAL MANUFACTURING COMPANY 
Foot of S.W. Gibbs St., Portland 1 ,Oregon 

] Please send me additional information on SOFTEE. 

] Please send me one sample SOFTEE. Enclosed is $6.50. 


] Please send me sample order of 6 SOFTEES. 
Enclosed is $35.82 ($9.95 less 40 


SEND 
>>. ALL ORDERS 
POST PAID 


) 








Zone State____ 





GUARANTEED 


MAIL TODAY! 
oe 























Announcing 


the Hottest Idea in 
Housewares Merchandising! 








aes CA 7 . € Pi the new “Triple-Thick”’ line 
fi; :) Lp of Reynolds Lifetime Aluminum the nearest thing to 
s | “pressure cooking, without the pressure! actuat Tests Prove It! 


| Well known home economists have proved many recipes and commend 
the practical value of CAPTIVE HEAT. They acclaim results with enthu- 
siasm ... Housewives will love it! 


ere AT 
CA will capture the housewives’ im- 


agination...in striking displays, in dramatic advertising! 
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comon na uncer wvusconme REYNOLDS Lifetime ALUMINUM —TRIPLE-THICK BOTTOM— Guaranteed for Life |  Reynol 
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for Life ; Reynolds Metals Company « nousewares pivision + 2000 south Ninth Street # Louisville 1, Kentucky 
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SENSATIONAL 
THREE-POINT 
ADVANCE IN | 
COOKING UTENSILS 


Lome" 


—steam is captured and held by the 
Steam -Trap Lid . . . tongue-and-groove 
seal so finely finished that the lid always 
sets true and tight. 


2 came ar 


—heat is captured and held by the Triple- 
Thick Bottom ...spreads instantly and 
evenly... cooks over entire bottom area 
...no hot spots to scorch or burn. 
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TRIPLE-THICK BOTTOM 
‘a ; 


3 Come Hear 


—flavor-laden juices are captured and 
drip back because the walls and lid con- 
dense the steam faster... for “waterless” 
cooking at its best! 


REYNOLDS 
al} 


CA 
AaLuminum 













FEATURE THE TORCH WITH 





TURNER 
ww DVED A 
TORCHES 


Turner’s exclusive “Carburetor Control” feature (only 
on models 206-A and 39-A) is made possible by the 
design of the adjustable air syphoning tube. This tube 
can be moved back and forth in the burner . . . permits 
instant balancing of the gas and air mixture to meet 
widely varying fuel and job conditions. A really out- 
standing feature that means greatly improved operating 
efficiency, it is one more important reason why dealers 
(and their customers, of course) prefer Turner Tested 





Torches! See your jobber for complete details... 
THE TURNER BRASS WORKS 
s¥cAmore ea ea «34 


Since 1871 











DIAMOND 


DIAMOLLOY 


Featherweight Adjustable 


WRENCHES 





A tool for the particular mechanic. Drop 
forged from special alloy steel carefully 
hardened and tempered, individually tested, 
wrapped and sealed in individual cartons. 


WRITE FOR CATALOG 


DIAMOND CALK 
HORSESHOE CO. 


4610 Grand Ave. Duluth, Minn. 
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Wherever scythes, mowers, shovels and 




















cutting implements are used, there is your 
steady, profit making market for Simonds 
Abrasive Borolon and Electrolon Scythe Stones. 
Cash in now on the powerful selling stimulus 
of instantly recognized Simonds quality by 
displaying these quick selling utility items 
prominently. Packed in attractive counter 
display boxes of one dozen scythe stones each.. 
6 boxes to a package. Borolon Scythe Stones 
come in 2 sizes, Electrolon in 3 sizes, both in 


superior grit and grade to keep your customer’s 





edged tools in top condition. For details on 
these and other fast moving Simonds Abrasive 


SIMONDS ABRASIVE COMPANY specialties send for your copy of Simonds 


is a division of 


SIMONDS 


SAW AND STEEL CO. 


Abrasive’s Hardware Catalog today. 
Fitchburg, Ma’ 
; Saws, Machine Knives, Files 


Other Divisions 


ey SIMONDS 


ABRASIVE CoO. 


Special Steels 
PHILADELPHIA, PA. 





SIMONDS ABRASIVE COMPANY, TACONY & FRALEY STREETS, PHILADELPHIA 37, PA. 
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is profitable — sei -prerroit” 
Float Valve equipped water 


and house heating units— 


The modern child, bathed daily, knows 
nothing of the discomforts of the old time 
Saturday bath in the washtub by the kitchen stove. It was 


never warm enough — there was never enough warm water. 


Modern parents insist on a warm bathroom and plenty of 


hot water for their children and themselves. 


Modern comfort standards demand modern heating devices 


“Detroit” CRC-239-W — . . : 
” > ? _ —adevices c are Clee rellable ; ( ro ae steé r., CV 
sniien Wate tan Mention ¢ levices that are clean, reliable and provide steady, even 
Beaters. Power element avto- heat. It’s profitable to sell this kind of comfort. People want 
matically regulates oil flow to bur- ; 
ner to keep water hot. Easily oper- it and will buv it. 
ated adjustment enables user to ‘ . 
regulate water temperature. ‘Fails e 
oy So ata ee Sennen ai’: Ses “Detroit” Float Valve equipped space heaters, water heat- 
No electrical wiring needed. 
ers, furnaces, and ranges provide this profitable comfort. 
“Detroit” Float Valves are well known for their reliability. 
“Detroit” CRC-239 = : | y 
Manual Float Valve 
For Space Heaters. 
Has a wide reputation for 
providing dependable con- ‘ , 
nll 60: eon ft wen simple, durable, easy to clean and service. 2828 
heater applications. 


Temperature compensated, they maintain constant oil flow 


at any given setting, regardless of oil temperature. They’re 


“DETROIT”: Float Valves — Guardians of The Home Fires 


Detroit LuBRIcATOR COMPANY “iit tong oot nsigeaion court + tain 


Safety Controls + Float Valves ond Off Burner 











(AX General Offices: 5900 TRUMBULL AVENUE, DETROIT 8, MICHIGAN Accessories * “Detroit” Expansion Valves and Refrigera- 
re Division of Amrnicay Rapuaror & Standard Sanitary coxrorstion tion Accessories * Stationary and Locomotive Lubricaters 


Cenedian Representotives — RAILWAY AND ENGINEERING SPECIALTIES LIMITED, MONTREAL, TORONTO, WINNIPEG 
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e/ Uonarcn full-line dealers can con 
look ahead into 48 with high optimism. For Monarch’ complete lit 
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every range market with a top-flight performer “+ 





“MOTO-MOWER” 


Gest huown uame tt POWER-LAWN-MOWERS 


gets SIXTEEN MILLION circulation 


Since 1919 we have been one of the pioneers in Power- known to automotive - progressive - conveyor - production, 





This sir 
unit is | 
sales av 

Lawn-Mowers and while our market then was a compar- msure maintaining “MOTO-MOWER” as a top value hice 
P g P tree to | 


ative few thousand .. . the potentials now product and as the best known name in 
may be estimated in the hundreds of Power-Lawn-Mowers . . . Models range 
thousands . . . Our advertising to ing from nineteen to seventy - one 
millions; together with an expansion inch cut... If your jobber has not 
complete information get in touch 


program thot included the building 


with us direct. ... 





and equipping of a _ completely 


name in pewer-lawn-mowers 


. ""MOTGO-MOWER*’” 
new and modern plant, employing Why push a hand mower when you can The e+. sizes 19” to 71”, 


drive a “Moto-Mower” ... builders of 
quality power mowers for twenty-nine years M ©] T °o ad M @) WwW E R 
‘ , £f:-: ‘ . .. write for literature and the name of DETROIT 1, MICHIGAN 
all of the ingenuity and efficiencies the nearest dealer age ose siaee 1999 Company 


is worth 


rea 





tae NATIONA 


}. GEOGRAPHIG 


, MAGAZINE ’ if | 


Fil 
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— HOW TO INCREASE PROFITS 300% 
on | ... SEND FOR FREE DISPLAY MATERIAL TODAY’ 


This simple, quickly arranged display will treble your sales and profits on Gem Dandy Electric Butter Churn. Profit per 


roduction, eens : , : ; . ; ; 
unit is big enough to deserve your best display space. Dealers using this display in window or store report increased 
sales averaging more than 300%. Prove it to yourself. Mail coupon today for our package of display material sent 
op value free to dealers handling Gem Dandy Electric Churn. Mail that coupon right now! 


NATIONALLY ADVERTISED ...BIG PROFITS 


Gem Dandy is the world’s largest selling electrie 

churn. Our national advertising in leading farm 

els range magazines reaches a rural readership of 16,500,000. 

, ee Re - This nation-wide advertising is spearheaded by ad- 

: a wae 4 8 “ vertisements in FARM JOURNAL, CAPPER’S 

' FARMER, THE PROGRESSIVE FARMER, 

SOUTHERN AGRICULTURIST, ELECTRICAL 

MERCHANDISING, HARDWARE AGE, HARD- 

WARE RETAILER and SOUTHERN HARDWARE. 

Dealers who tie-in with this powerful advertising 

by displaying Gem Dandy Electric Churn say, “It 

f sells like hot cakes.’”” Remember the profit per unit 

' has nof : 8 ‘ 2 is big enough to deserve your best display space. 
: s . : Figure it out for yourself. 


DELUXE MODEL $I 995 


Retail Price 
Recommended Dealer's Cost $12.49 


STANDARD MODEL $I 695 


Retail Price 


enty - one 


in touch 


Recommended Dealer's Cost $11.02 
Gem Dandy Electric Churns are ad 
justable to fit crock or jar up to 6 gals 
Gem Dandy Duraglas jars, made es 
pecially for use with Gem Dandy 
Electric Churns, are sold separately 
3-gal. list $1.95. 5-gal. list $2.45. 
ge Be Get set for a big Gem Dandy year. Order 
renay MOREL Gem Dandy Electric Churns and Gem Dandy 
* Duraglas Jars from your distributor today. 
GEM DANDY Mail coupon direct to us for free display 
y Pe material. 
REL FAS , 
CHURN ALABAMA MANUFACTURING CO. 
Ming Birmingham 3, Ala. 
VISIT OUR BOOTH NUMBER 835 


NATIONAL HOUSEWARE AND MAJOR APPLIANCE 
EXHIBIT 


INTERNATIONAL AMPHITHEATER 
CHICAGO 


JANUARY 15th to 220d 


FREE! MAIL COUPON TODAY 


ALABAMA MANUFACTURING CO. 
Dept. A-26, Birmingham 3, Alabama 





Fill the churn 4/Sths full of water. Put in pieces of colored 
Gentlemen: Please ship today your free pack 


film and turn on the motor to show churning action. ane of Gem Dendy Giasley euterial, We oi 
use it. 


2 our or 3 
Address. . 


My distributor is: 


BUY GEM DANDY jieas, 
WORLD’S LARGEST SELLING ELECTRIC CHURN 
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DUSTERS > | 


AVAILABLE THRU LEADING JOBBERS 


OX ripre Brusu CO., 


INCORPORATED 


FREDERICK, MARYLAND 


FOUNDED 1884 








Booth No. 830 — Chicago Housewares Show 























ARE YOU PUSHING YOUR REPEAT 
WAX SALES INTO THE GROCERY 
NEXT DOOR? 











CONSIDER THIS: A housewife visits a super-market or 
grocery store at least twenty times more often than she 
visits a hardware store. Every time you sell her a brand 
of wax also carried by grocery stores, don’t you throw 
away your repeat sales??? 


YES! And that’s why so many smart hardware dealers 
push Beacon Quik-Gloss. Display Beacon Quik-Gloss. 
For Beacon is the only big-selling wax that’s not sold 
through grocery stores . . . the wax that housewives buy 
,again and again because it 

wears longer! Get on the 

Beacon Bandwagon! Build 

your repeat sales for your- 

self. Ask about the Beacon 

guaranteed sales plan to- 

day. Write to... 


THE BEACON COMPANY 
97 Bickford Street 


Boston, Mass. 
se ED 


Beacon Quik-Gloss is 
Fair Traded 


HARDWARE AGE 








The fascinating Dumore* Carvit makes 
your customer a skilled wood-carver in 
twenty minutes 








z . & ie A delightful hobby complete in one tool! Reproduces 

; models (from dime store or gift shop) in beautiful 

tEPEAT 7 mahogany and other fine woods, Just trace the model. 
The Carvit does the rest, It’s great fun — and profit- 

FRY c . t+. Ff J ¢g able. Amazingly easy to use. The Carvit is the ideal 


gift for anyone — man, woman, boy, and girl — every- 
one loves it! It’s a natural for your hobby trade. 


ecwent OR REFUND OF 





G Mo, 

*" Guaranteed by @ 

Good Housekeeping 
r-market or a f woy mS 
\ AS p tHe . e 
nega / ) tee The Dumore Duplex gives your customer 

er a bran ee ; : ‘i 
paeiney e-aeced | “aes : more power, more capacity than any other 
homeshop handgrinder 

— dealers r Here’s the handgrinder workshop fans have been wait- 
Quik-Gloss. 5 en ing for — the powerful Dumore Duplex. Its full 1/14 


H Ont Dy . 
’s not sold — eS ' hp. motor has extra no-stall power for heavy jobs 
(50-500% more power than other available homeshop 
handgrinders). Its extra-capacity chuck takes all 3 
tool sizes — 44", 4%”, 3/32”. Attachments convert it 
instantly for bench, lathe, and flexible-shaft duty, Be- 
3 F a 4 cause the Duplex makes work faster, easier, and twice 
URAC Es : 7 J be ** ; j , 
: aie ' the fun — it is twice as easy to sell: 


sewives buy 


These famous national magazines carry sales- building 
Dumore advertising into 6,000,000 homes every month — 
hundreds in your own city. Dumore gives you effective 
direct-mail follow-up and local advertising and promotion 
material to tie in with this national campaign — to bring 
the customers into your store! 

*Trade Mark Reg. U.S. Pat Off. 


Don’t wait to cash in on this profit opportunity! Stock up 
now — and watch the sales roll in! Qualified dealers can be 
stocked immediately, Write for complete details today! 


The Dumore Company, Dept. M-56, Racine, Wis. , Oe ee 
RACINE, WISCONSIN 
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on QUALITY-PACKAGE DESIGN 


and 


HOME MAKER’S ACCEPTANCE 


PROMPT DELIVERY 


vipa 


MERCHANDISE MART 
CHICAGO 54, ILLINOIS 


THE BIGGEST NAME IN HOUSEHOLD FABRIC UTILITIES 


50 HARDWARE AGE » DECEMB 








SEASONS 
GREETINGS 



















FROM —————————— = — : SS 


| TECHNICAL GLASS CO., INC. | 


LOS ANGELES ll, CALIFORNIA 



















]. HARRY CATTS ROBERT ]. HIRD 
1018 Woodland Avenue 3445 W. 34th Avenue 
Fort Worth, Texas Denver 11, Colorado 

















































a W. G. CLINE & COMPANY HARRY A. HOFFNER 
812 - 12th Street P. O. Box 4346 
Denver 4, Colorado Jacksonville 1, Florida 
| CRANDALL-RICKER SALES CORP. F. WAYNE LARSON & JOSEPH 
1169 Paul Brown Building HOFFMAN Be, 
St. Louis 1, Missouri 408 Security Building 
} St. Louis 2, Missouri | 
W. W. DAMEL 
1276 West 3rd Street LEON R. LE CLAIR 
Cleveland 13, Ohio 28 Annapolis Road 
West Newton 65, Massachusetts i 
| 
DANN HANDIE COMPANY J. B. LOEWENSTEIN 
383 Talbot Street 
: 192 North Clark Street 
London, Ontario, Canada : a 
Chicago, Illinois 
ARTHUR FORST 
158 W. Third South B. baci tga 
Salt Lake City, Utah New York City 7, New York 
| ARTHUR R. FRIEDLANDER DON SEAL 
55 West 42nd Street 1505 S. Glendale Avenue 
| New York City 18, New York Glendale 5, California I 
» GEORGE A. GREGG ADAM N. STARK 
se Hy 9344 Woodward Avenue 205 Lumber Exchange 
Detroit 2, Michigan Minneapolis, Minnesota | 
GUILLERMO M. HINRICHS MORRIS YEAGER i 
iI] Apartado Postal 796 2111 Market Street i] 
ts | Mexico, D. F. Philadelphia, Pennsylvania } 
Sy | = - oo $$$ = 
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You can't fill 


Builders’ Hardware Orders 


with Grock Gaps / 


The dealer who attempts to fill builders’ hardware 
orders with a scattering of specialty items often ends 
up with ‘‘spots before his eyes’’ —— those shadowy spaces 
on his shelves due to an incomplete line. And the busi- 
ness usually goes to the dealer who features a complete, 
standard, recognized line of builders’ hardware like 
RUSSWIN! Builders know they can get all the items at 
one stop from the Russwin dealer. They haven’t time 
today to shop around. Stock Russwin for larger orders. 
Russell & Erwin Division, The American Hardware 
Corp., New Britain, Conn. 





SINCE 1839 





DISTINCTIVE HARDWARE 











he 


FOUR FAST FACTS 


@ The complete Russwin line makes 
it possible for you to handie all 
builders’ hardware requirements 


for every type of building. 


@ You have the outstanding ad- 
vantage of the superior designs for 
which Russwin has long been 


famous. 


@ Every Russwin sales representa- 
tive is a trained builders’ hardware 
specialist ready and qualified to 
aid you in drawing off specifica- 
tions for hardware needed on 


large contract jobs, 


@ Solid selling goes with the line 
that has the finer finishes, the in- 
formative labeling — all the small 
but important Russwin details that 
aid choice and speed up sales. 











usswiN dealers always have the edge 
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Age : THREAD WELL TAP AND DIE COMPANY - GREENFIELD, MASSACHUSETTS, U.S.A. 


CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE., LOS ANGELES 21 
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DIE CASTINGS have sharp outlines; smallest details are exactly 
reproduced. Ornaments and lettering are equal to engravings. 


DIE CASTINGS have smooth surfaces which can be attractively 
painted, enamelled or electroplated. 


A toy pistol A toy pistol 
die cast sand cast 


Samples furnished through courtesy of Kilgore Manufacturing Co. 





DOEHLER-JARVIS CORPORATION 


-, The World's Largest Producer and Ginisher of Die Castings 
PLANTS AT 
TOLEDO, O. an on Boy Vclo pum | a 
GRAND RAPIDS, MICH. 
POTTSTOWN, PA. > BATAVIA, N. Y. 


Executive Office 


386 FOURTH AVENUE 
NEW YORK 16, N.Y. 
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Full-page color ads like this, a new one every month, keep re- 
minding our 3.7 MILLION quality-minded readers—men who are 
big buyers of tools and-hardware—that BRANDED merchandise, 
bought at the HARDWARE store, is BEST. 


... Popular Mechanics Magazine 
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DIE CASTINGS have sharp outlines; smallest details are exactly 
reproduced. Ornaments and lettering are equal to engravings. 


DIE CASTINGS have smooth surfaces which can be attractively 
painted, enamelled or electroplated. 


A toy pistol A toy pistol 
die cast sand cast 


Samples furnished through courtesy of Kilgore Manufacturing Co. 


DOEHLER-JARVIS CORPORATION 


The World's Largest Producer and Ginisher of Die Castings 
PLANTS AT 
TOLEDO, O. ° CHICAGO, ILL. 
GRAND RAPIDS, MICH. 
POTTSTOWN, PA. BATAVIA, N. Y. 


Executive Office 


386 FOURTH AVENUE 
NEW YORK 16, N.Y. 
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Full-page color ads like this, a new one every month, keep re- 
minding our 3.7 MILLION quality-minded readers—men who are 
big buyers of tools and hardware—that BRANDED merchandise, 
bought at the HARDWARE store, is BEST. 


... Popular Mechanics Magazine 
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Bou can save time, effort and cost by ordering Shinyheads and 
Hi-Carbs by name. No need to write up the order the long way : - 
giving unnecessary details. The Ferry Cap trade name, as indicated ail laidenent, ond 


plete without a : 


below, is its own specification and your guarantee. . yhe@ ; see withont @ 
Simply specify— | ShinyheadsNC  Shinyheads NF so 
left is Socket Boa 


Shinyheads mean hexagon head cap screws of high carbon C-1038 gegen 


steel—full .finished —bright, shiny heads—NC or NF thread. BED ME containing 14" s 
pi patted right is Socket B: 


Simply specify— Hi-Carbs NC Hi-Carbs NF le kets and parts. 
REAL H 
HAVE WRE 













above are desi¢ 
§ department, sma 


Hi-Carbs mean hexagon head screws of high carbon C-1038 steel, 
double heat treated, black satin finish, NC or NF thread. 





These Ferry Cap products are carried in stock in popular catalog 
sizes in bulk and in attractively labeled packages. 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD, DEPT. A23-2 CLEVELAND 13, OHIO 


CAP AND SET SCREWS * CONNECTING ROD BOLTS + MAIN BEARING BOLTS « SPRING BOLTS AND SHACKLE BOLTS » HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS » VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 





* Trade Mark Resistere| 
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The test of a real Hardware Store is its Wrench 
Department, and no wrench department is com- 
plete without a selection of sockets and parts. 
The three Billings Socket Boards illustrated 
cbove are designed to balance any wrench 
idepartment, small, medium or large. On the 
left is Socket Board C-48 containing 24” sockets 
and parts. In the center is Socket Board S-75 
containing 14" sockets and parts. And on the 
right is Socket Board H-24 containing 34" soc- 
Ze kets and parts. 


REAL HARDWARE STORES 
HAVE WRENCH DEPARTMENTS 


OHIO 


D BOLTS + SPECIAl 
ENTED ACORN NUTS 
SCRE Ae . Trede Mark Registered 
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Your Wrench Department 









he] <-_ * a -ae- 





with these 


The sockets and parts contained on these 
Billings Boards are made from Billings Vit- 
alloy Steel and conform to the extra high 
standards set by Billings wrenches since 
1869. Each piece is guaranteed free from 
imperfection. The 34" or ‘cub’ sockets are 
popular with mechanics and homeowners. 
The 14” standard sockets and parts are 
the general workhorses of socket use. The 
44"" sockets and parts are primarily for 


users requiring a heavy duty socker. 


ILLINGS 


WRENCHES 
_s 





THE BILLINGS & SPENCER CO,, HARTFORD 1, CONNECTICUT, U.S. A. 





SOCKET BOARDS 


Whether you have a small, medium or large 
store, Billings can furnish you with a balanced 
wrench department. You can choose exactly 
what you need to service your trade from seven 
basic boards containing the fastest selling 
wrenches and parts carefully screened from over 
1200 wrench items. The natural wood boards 
are small and compact yet carry only guvaran- 
teed best sellers. They are completely adapt- 
able to any type of display - wall, counter, post, 
island, etc. and they will make your customers 
think of your store as the place to go for 
good wrenches. 


ORDER FROM YOUR WHOLESALER 
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CUSTOMERS WILL COME TO YOUR STORE, 
again and again, to get the unusual con- 
struction features, found in no other shovel, 
of the Stuart Closed Back Shovel. The ex- 
clusive advantages of Stuart are Easy to see 
... Easy to Sell and Stuart Shovels are Cer- 
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A Few of the More Popular American Chains 


DOG and KENNEL CHAINS— 
These and also the HALTER and 
TIE-OUT CHAINS are made of 
Tenso Pattern Chain, the most 
popular weldless pattern made 
of wire. Dog Chains also made 
of Elwel twist link welded chain. 
SASH CHAIN— Acco No. 8 runs 
smoothly over any cord-pulley. 
TWIST LINK MACHINE CHAIN 
—A light, strong welded chain 
—one of the popular Elwel 
patterns. 

PROOF COIL CHAIN— Also 
called common coil chain. A gen- 
eral-purpose steel welded chain. 


AMERICAN 


-the COMPLETE Chain Line 


HEAVY DUTY CHAIN—Also 
called Dredge or Crane Chain. 
A wrought iron chain made in 
two grades. 


LOGGING CHAIN—Proof Coil 
or BBB Grade steel chain, made 
up into assemblies of 10 to 20 
foot lengths with grab hook and 
ring or grab hook and slip hook. 


LOADING CHAIN—Electric weld- 
ed steel chain with strength, 
flexibility and light weight. 


POCKET WHEEL CHAIN—Links 
formed, welded and gauged to 
exact dimensions. 








SAFETY CHAIN—Also called 
Plumbers’ Chain. Made of brass 
or steel stamped links. 

LOCK LINK COIL CHAIN—This 
pattern of weldless chain is par- 
ticularly good for operating 
over sprockets. 


e Look to your American 
Chain jobber for ail types 
of welded and weldless 
chain, fittings, assem- 
blies, hooks, repair links, 
cotter pins. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Merry Christmas to All Hardware Folks 
And Their Families From 


The Hardware Age Staff:— 


since hostilities ceased. Al- 

though it is quite clear that 
an actual peace has not been ar- 
rived at, and progress in that 
direction is most disappointing, 
all Americans (and a few of our 
allies) can at least take some com- 
fort and great pride in knowing 
that our own Nation has made 
every possible effort to effect a 
real and just peace. In fact, we 
have probably compromised too 
much and too long, and too 
readily, because of our great de- 
sire for a true and equitable peace. 
For this we may never need be 
ashamed nor have regrets. 

Despite the threatening dark 
clouds which beset efforts of in- 
ternational peace in some orderly 
fashion, the entire staff of Harp- 
WARE AGE does wish to take this 
opportunity to wish all hardware 
folks and their families a very 
Merry Christmas and hope that 
there will be many more such holi- 
days enjoyed by the American 
people, and that before another 
Christmas rolls around some more 
satisfactory and lasting progress 
may be affected in international 
circles. 

As the year 1947 comes to a 
close the American people, espe- 
cially the hardware industry, have 
enjoyed an active selling year with 


va is our third Christmas 
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some improvement in the avail- 
ability of hard-to-get merchandise. 
Prices for hardware lines, gen- 
erally, have not been boosted un- 
reasonably nor unfairly since the 
demise of OPA. Not if you take 
into consideration the current 
costs involved in producing hard- 
ware and distributing it—costs 
which are not entirely subject to 
control by those in the hardware 
business. Also remember that all 
during the OPA period practically 
everything in the hardware field 
was completely frozen which was 
not as true of soft lines, clothing. 
food, etc. 

We still have much to be thank- 
ful for as we review the year 1947. 
Percentage-wise, profits will prob- 
ably not be as great as they were 
in 1946 but early indications 
would suggest that, dollar-wise. 
both profits and volume have been 
very substantial and most encour- 
aging. 

We are still a long way from a 
better balance of supply and de- 
mand for most hardware store 
merchandise. The demand for 
many things, still hard to get, con- 
tinues and the American people 
still have the spending power to 
make these purchases. 

As we go to press, every indica- 
tion points to a record-breaking, if 
not smashing record. of increased 


Christmas gift selling volume 
throughout all retail channels with 
hard lines distributors getting a 
full and proper share wherever 
hardware men have sought this 
attractive and profitable business. 
There is no valid reason, at this 
writing, to have anything but rea- 
sonable optimism for 1948 for 
those who watch their costs, care- 
fully manage their businesses, and 
aggressively do a selling and pro- 
motion job. This is becoming in- 
creasingly important as supply 
more closely approaches demand 
and as the fight of many other 
competing factors, for the same 
consumer’s dollar, for kindred 
goods, becomes more acute. To 
those who will do a job, working, 
thinking, and, above all, selling 
and watching costs and watching 
methods, 1948 should hold no ter- 
ror. The only thing that can really 
mar the opportunities for a good 
1948 would be an international de- 
velopment leading to a war which 
we do not want and which we do 
not believe the aggressors, who 
would presumably be our oppo- 
nents, are in a position to wage. 
either financially or otherwise. 
While this is admittedly a 
rather serious approach to use in 
connection with a holiday greeting. 
we think it nevertheless important 
that we be somewhat serious in 
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thinking of the clouds that 
threaten us despite our most sub- 
stantial status at this festive season. 

Come what may internationally 
in 1948. the United States has 


shown integrity of purpose and 
has not broken faith. Nor will it 
do so. 

Again, from every member of 
the HARDWARE AGE organization 


(Acme Newspictures) 


goes, the wish to every hardware 
man and his family for a very 
Merry Christmas and a Happy 
and Prosperous New Year with 
good health. 


PEACE ON EARTH TO MEN OF GOOD WILL 


oa & 


Re: Taxing the Co-ops:— 


HAIRMAN Walter C. Ploeser, 

of the House Small Business 
Committee, is now recommending 
to the Ways and Means Committee 
that all corporations be exempted 
from taxation on the first $25,000 
of earned net income. This strikes 
us as a compromise effort to par- 
ttally retain for the Co-ops some 
measure of tax exemption. The 
news story is told in full on page 
66 by George H. Baker, one of our 
Washington representatives. It is 
worthy of thoughtful and careful 
reading. 

Please remember that Mr. Ploe- 
ser, with the help of Wright Pat- 
man, practically killed a previous 
effort to remove tax exemptions 
from the Co-ops. 

We think that this proposal will 
only add confusion to the public’s 
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thinking and possibly to the think- 
ing of members of the Congress. 

We are glad to note that in Mr. 
Baker’s strictly objective news re- 
port it does not appear that other 
members of Congress have as yet 
shown much support for the Ploe- 
ser proposal. I hope they don’t. 
And I hope our readers urge their 
representatives in Congress not to 
support this or any other compro- 
mise arrangement. 

Mr. Ploeser brings up several 
other phases of the tax exemptions 
enjoyed by the Co-ops for further 
and future study. 

We would like to again remind 
our readers of the best summary 
we have ever seen on the subject. 
It reads as follows: 

“The co-operatives are in 
business, competing directly in 


a great many lines of enterprise. 
They make money. Their earn- 
ings are profits, regardless of 
terminology. It is the law of the 
land that Congress has power 
‘to levy and collect taxes on in- 
comes, from whatever sources 
derived.’ 

“Therefore, co - operatives 
should pay taxes on their in- 
comes—as corporations if they 
have adopted the corporate form 
of organization; as partnership 
individuals only if they are 
partnerships. 

“Co-operative financial state- 
ments show that they have am- 
ple ability to pay taxes, which 
is the criterion set up under our 
tax laws. 

“There is no other issue in- 
volved.” 
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The LOCKWOOD Ball Bearing Closer goes all out against friction. 
It cuts opening force by nearly a third — boosts over-all efficiency 
better than twenty percent. An ingenious splaslr chamber does 
away with liquid leaks and creeps. There's no tight packing to 
bind the over-sized, one-piece main shaft . . . instead, it rides freely 
in two ball bearing collars, letting doors open at a child's baits 
closing them like a feather. 

Add in the regular LOCKWOOD qualities of workmanship and 
you have good reasons for featuring these frictionless sales-closers 


at a time when demand for them is on the swing toward you. 


HARDWARE MANUFACTURING 


Lock Company e« Fitchburg, Massachusetts. 
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Electrical merchandise, with an accent on items that keep you warm, is featured here. 


Basement Glamour Helped 
Put New Life Into Sales 


H ERB WESTPHAL 
glamorized his basement. He put 
in new flooring, batteries of fluo- 
rescents, bright paint and made it 
otherwise attractive and conveni- 
ently accessible to customers. Now 
he gets 80 per cent more sales out 
of his merchandise because he has 
two factors working for him; sala- 
bility of the items themselves and 
the type of display that stimulates 
the desire to possess it. 

Those are two powerful influ- 
ences to let loose upon merchan- 
dise-eager customers and with a 
55 by 90-ft. basement in which 
to exert sales effort, Mr. Westphal 
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A 55 by 90-#t. basement was transformed into a 
display room that sells in high gear—business 
is now 80 per cent better for Westphal's 


is making the most of his oppor- 
tunity to capture a larger share of 
his business potential in Manito- 
woc, Wis., a town of 25,000. 


They Like the Roominess 


Into his glamorized basement 
department, Mr. Westphal has 
moved principally those items of 
hardware, farm equipment, toys, 
appliances and electrical goods 
and some housewares which suf- 





fered in sales production from 
their former less auspicious sur- 
roundings. “Women and men like 
the roominess of the downstairs 
department,” he says, “because 
they have plenty of space in which 
to browse and because they also 
find a sizable amount of merchan- 
dise open to inspection.” 

One of the lines that now has 
been brought out into the “light” 
is toys and wheel goods. The more 
spacious display of those items has 
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brought him a larger volume on 
the line and led toward the devel- 
opment of a year-round toy de- 
partment. 


“Parents are always buying 
» toys for their children and they 
know that we now have a large 
display of such items the year 
’round. You can’t sell toys in the 
summer if they are tucked away in 
a back room,” is his observation. 
Wheel goods have their own 
display. It’s home-made and effec- 
tive in accenting the lines. This 
display arrangement consists of a 
long metal pipe fastened to sup- 
porting posts and since it raises 
the wheels off the floor, thrusts 
the models into full view of cus- 
tomers. 








In most of the basement wall 
displays, the lower merchandise 
shelves are well off the floor. This 
makes for neater appearance and 
eases the daily cleaning chore. 


' Indirect lighting in many of the 





wall displays sets off the merchan- 
dise by providing an extra light 
accent. 


Sporting Goods There 


Sporting goods have also been 

moved to the basement where sev- 
eral extensive wall areas are de- 

voted to displays of equipment for 
: tennis, golf, baseball and other 
4 games. Archery, croquet and 
other indoor and outdoor sporting 
equipment ranges down a center 
‘ aisle display. A large stock of 
f bamboo fishing poles is displayed 
ge horizontally between supporting 
pillars on a pipe and chain device. 


les 


On one wall, several specimen 
é of fish caught by Mr. Westphal on 
his annual Florida excursions, are 
displayed to lend a real outdoor 
atmosphere to the sporting goods 
and picnic department. 


Farmers and gardeners find 

many of their needs in this big 

= from ; glamorized basement. Steel goods, 

— = ; farm hardware, poultry equip- 

— like ment, electrical supplies, paint, 

penal roofing and a number of other 

“because items are on display, as well as 

in which lattice work for decorative-minded 
hey _ home owners. 

nies ’ The main basement wrapping 





— counter is right at the center near 
> “light” ? the broad stairway. Here the sales- 
people can watch most of the cus- 

(Continued on page 108) 
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The display of wheel goods stops the youngsters—and their parents. 
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Partial Exemption of Consumer 


Co-ops Urged By Chairman 
Of Committee 


Head of House Small Business Committee recommends 
that all corporations be exempted from taxation on the 


—_——- WALTER 
C. PLOESER, R., Mo., of the 
House Small Business Committee, 
recommended to the Ways and 
Means Committee on November 
24, that all corporations be ex- 
empted from taxation on the first 
$25,000 of earned net income. 
Mr. Ploeser’s proposed solution 
for removing present tax inequities 
between co-operative and corpor- 
ate forms of business was presented 
to the tax-originating Ways and 
Means Committee as that group 
drew to a close a month of hear- 
ings on tax-exempt organizations. 


Approval Uncertain 


It is doubtful that a majority of 
the Ways and Means group will 
approve legislation incorporating 
Mr. Ploeser’s $25,000 exemption 
proposal. The Missourian esti- 
mated to the committee that rev- 
enue losses to the Federal Govern- 
ment would run about $300,000,- 
000 under his plan. This loss in 
taxation makes most Ways and 
Means Committee members wary 
of the practicability—taxwise—of 
the proposal. 

Such an exemption, Mr. Ploeser 
testified, will “be a much-needed 
incentive for the birth and growth 
not only of small proprietary cor- 
porations, but small co-operative 
corporations as well.” 

“Such a proposal is just, because 
it gives equal competitive oppor- 
tunity to probably 80 per cent of 
all co-operative and small proprie- 
tary corporations,” Mr. Ploeser 
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first $25,000 of earned net income. 


By GEORGE H. BAKER 
Associate Washington 
Representative of 
Hardware Age 


a Oo 8 


stated. “When you have accom- 
plished this solution, you will 
eliminate most of the present day 
controversy,” he added. 

“This recommendation is direct- 
ly in line with the expressed belief 
of most co-operative leaders that 
the elimination of double taxation 
would solve the problem. I am 
proposing to eliminate double tax- 
ation with respect to the first $25, 
000 of net earnings which will give 
life and opportunity to grow to 80 
per cent of all corporate enter- 
prises whether proprietary or co- 
operative,” he said. 

Mr. Ploeser emphasized that his 
recommendation with respect to 
co-op taxation was not to be con- 
strued as a report of the House 
Small Business Committee. This 
group, he said, will not render a 
report until it has exhausted the 
subject. Mr. Ploeser’s statement 
to the Ways and Means Committee 
is significant, however, in that it 
offers a preview of recommenda- 
tions to be presented at a later date 
in the Small Business Committee’s 
final report. 

An earlier report on co-opera- 
tives, issued by the Small Business 
Committee under the chairmanship 
of Rep. Wright Patman, D., Tex., 
did not have the unanimous appro- 
val of the committee, Mr. Ploeser 
declared. (House Report No. 
1888, 79th Congress, Second Ses- 
sion). “I said I would go along 


with the report if there were no 
conclusions presented,” he stated. 
He added that he subsequently re- 
pudiated the report in a letter. 
“Some things in the report should 
be studied,” he said, emphasizing, 
however, that he did not consider 
the report conclusive. 

The Small Business Committee 
is studying tax-exempt features of 
co-operatives from two approaches, 
Mr. Ploeser said. These he de- 


scribed as: 


Two Approaches 


(1) Does tax exemption permit 
co-operative enterprises to grow 
more effectively than proprietary 
enterprises ? 

(2) Does tax exemption per- 
mit co-operative enterprise to mar- 
ket products, distribute products, 
manufacture products or perform 
services at prices which are more 
attractive to its customers than to 
the customers of competing pro- 
prietary corporations? 

Tax exemption appears to give 
co-operative corporations advan- 
tages other than those of capacity 
to grow and capacity to make cash 
payments, Mr. Ploeser said. “It 
appears also to give co-operative 
corporations two other important 
advantages,” he added, listing 
these as (1) tax exemption enables 
co-operative corporations in com- 
petition with proprietary corpora- 
tions in the marketing, distribu- 
tion, manufacture of products or 
the performance of services to 
give their customers better prices 

(Continued on page 84) 
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The Towner windows are large and are used to acquaint the public with its wide range of stock. 


Towner’s Knows Its Trade 


Michigan hardware firm, located in industrial 
area, has built large mill supply division by 
having adequate stock and giving fine service 


A LARGE and profit- 


able factory and mill supplies di- 
vision, housed in a building di- 
rectly across the alley from the 
large retail store, and with display 
windows on Western Avenue, 
gives the Towner Hardware Co., 
Muskegon, Mich. (pop. 41,390), 
an opportunity to capitalize on a 
number of merchandising advan- 
tages, namely: 

1, Considerable parking space 
for customers on two streets. 

2. Display windows on two im- 
portant, heavily traveled streets. 

3. Central location, enabling 
the firm to utilize retail store and 
mill supplies store traffic to the 
utmost. People who patronize the 
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Factory and mill supplies are seg- 

regated in this annex. It is just 

across the street from the hard- 

ware store and people can easily 
shop in both buildings. 


mill supplies store can easily make 
their way into the retail store to 
make additional purchases. 

The Towner Hardware Co. mill 
and factory supplies division em- 
ploys more than 50 persons, with 
salesmen covering a large area 
of eastern and central Michigan. 
Industrially, this section of the 
state ranks well with any in the 
nation, and thus many mill sup- 
plies are needed in the area. The 
firm’s sales and service staff are 
always on hand to aid many firms 
in choosing, maintaining and get- 
ting high production from suitable 
equipment. 

Demonstrations of various types 
of equipment are often held at the 

(Continued on page 106) 
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More than 2,600 major hardware dealers were asked 
their opinion of Regulation W—did they want it or didn't 
they?—Over 500 replied and 77 per cent of them were 
in favor of regulated instalment credit—44 per cent said 
they would try to retain the provisions of the Regulation 
while 32 per cent said they would wait and see what their 
competitors would do and conform to their policies—71 
per cent said instalment sales account for not more than 
25 per cent of their total volume and 71 per cent said 
they now planned more careful credit checks. 


controls, and perhaps soon to be 
revived. 


2,000 major hardware dealers 


[. not lamented, the end 
of Regulation W on Nov. 1 was 
certainly regretted by hardware 
dealers. That fact, suspected, has 
now been borne out by a survey 
made by HARDWARE AGE to dis- 
cover the attitude of dealers to- 
wards credit control specifically 
through the restriction of instal- 
ment buying and selling. 

With the returns in from the 


questioned by HARDWARE AGE, it 
is evident that at least one point 
of President Truman’s recently 
announced program for stemming 
inflation will meet with ready con- 
currence on the part of the retail 
hardware trade. That point is the 
revival of consumer credit control 
as was accomplished by Regula- 
tion W, lately laid to rest in the 
graveyard of war-time legislative 


Before presenting the results of 
the HARDWARE AGE survey, a 
glance at overall instalment buy- 
ing in the country as reported in 
the 1946 Retail Credit Survey will 
point up the hardware dealers’ re- 
lationship to the general picture. 
The following are extracts from 
the Retail Credit Survey as pub- 
lished in the October, 1947 issue 

















RETAIL SALES BY TYPE OF TRANSACTION 
AND BY KIND OF BUSINESS 
Stores Reporting in 1946 Retail Credit Survey 


agen 


Percentage Change, 1945-46 








| Percentage of Total Sales, 1946 j 





























Kind of Business a | | 
Number Charge Instal- | 
of Stores | Total Cash Account ment | Charge Instal- 
Reporting | Sales Sales Sales Sales | Cash Accounts ment 
———E—— a — - — | 
Department Stores........... 2a +27 +19 +42 +49 | 62 | 32 . 
Men’s Clothing Stores.............| 359 +25 +19 +35 +36 62 | 35 3 
Women’s Apparel Stores........... 359 +17 +9 +28 +11 50 47 3 
Furniture Stores.................. 1,032 +49 +56 +60 +42 28 | 19 53 
Household Appliance Stores. ...... 577 +134 +130 +117 +178 42 36 22 
Jewelry Stores................... | 388 +23 +12 +32 +38 48 | 24 28 
Hardware Stores.................. 557 +43 +39 +46 +69 5 | C42 2 
Automobile Dealers................ 764 +139 +191 +82 +100 62 27 11 
Automobile Tire and Accessory 
SE Pee eer ments terreene 904 +47 +46 +43 +85 | 49 44 rg 





Note: The 1946 Retail Credit Survey covers nine trades and is based on data from some 6,470 stores, all of which transact a 
part of their business on credit. Nearly 4,350 stores supplied data for selected balance sheet item. Totals include firms which 
submitted consolidated reports for multiple units which could not be classified by size, or in some cases, by Federal Reserve dis- 
tricts. Since stores operating on a strictly cash basis are not represented, the proportion of cash sales for individual trades is un- 
doubtedly understated. 

Coverage varies considerably among the several trades, ranging from around 63 per cent of total 1946 sales for department 
stores to around 5 per cent for household appliance and hardware stores. 


HARDWARE AGE 
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of Credit World. Copies of that 
survey may be obtained gratis on 
request from the Division of Ad- 
ministrative Services, Board of 
Governors of the Federal Reserve 
System, Washington 25, D. C. 


instalment Sales Expanded 


“Instalment sales expanded 
rapidly in 1946 as stocks of goods 


customarily sold on deferred pay- 


ment plans gradually returned to 
the market. Viewed in terms of 
the very low level of instalment 
sales in 1944 and 1945, the 61 per 
cent rise in 1946 appears very 
moderate and undoubtedly would 
have with 


been greater more 
plentiful supplies of passenger 
cars and standard models of 


household appliances, the items 
accounting for the bulk of instal- 
ment sales before the war. 

“All trade lines increased their 
instalment sales but the largest 
percentage gains were at house- 
hold appliance stores, automobile 
dealers, automobile tire and acces- 


sory stores, and hardware stores, 
where customary stocks had been 
abnormally low over a period of 
several years... 

“Gains in end-of-year instal- 
ment receivables roughly approxi- 
mated the increase in instalment 
sales volume, but with consider- 
able variation among the different 
trades. Household appliances. 
hardware, and furniture stores ex- 
perienced a greater expansion in 
instalment sales than in accounts 
receivable. With down payment 
requirements for major durable 
goods under Regulation W vir- 
tually unchanged and _ individual 
incomes high 
level, the amount of credit extend- 
ing in connection with instalment 
sales was held down and liquida- 
tion of accounts continued to be 
prompt. 


continuing at a 


1945-1946 Comparison 


“Retailers in a majority of the 
trades represented in the Survey 
sold about the same proportion of 





By R. S. WILD 


Associate Editor 
of Hardware Age 


their instalment paper in 1946 as 
they did in 1945. Household ap- 
pliance, hardware, and automobile 
tire and accessory stores increased 
the proportion sold, but none of 
these trade groups sold more than 
10 per cent of the instalment con- 
tracts they originated.” 


Clearly Manifested Trait 


From the HarRpwaRE AGE sur- 
vey, one instalment credit trait of 
hardware dealers clearly 
fested itself. That is conservatism 
in extending this type of credit to 
consumers. Also, there is a defi- 
nite aversion to turning instalment 
selling into a major store promo- 
tion of the dollar down, dollar-a- 
week variety. 

While often expressing an aver 


mani- 


sion to controls from government 
sources because of its possible 
political implications, the majority 
of dealers replying to the ques- 
tionnaire expressed themselves as 
having been in favor of retaining 
Regulation W. There were 77 per 


RETAIL ACCOUNTS RECEIVABLE 


| 
| 


| 


Stores Reporting in 1946 Retail Credit Survey 


Average Collection Period for 
Accounts Receivable 











| Percentage Change ES ce i ee 
Kind of Business In Accounts Receiv- Charge Account 
| able During 1946 (In days) 
eS, es : 
Charge Instal- | 
Account ment 1946 1945 
Department Stores................ +57 +63 48 | 47 
Men’s Clothing Stores............. +54 +47 61 55 
Women’s Apparel Stores........ +32 +26 56 | 57 
Furniture Stores.......... +59 +31 60 | 59 
Household Appliance Stores . +79 +116 44 59 
Jewelry Stores............ ; +25 +52 50 54 
Hardware Stores.......... Saco +51 +51 55 54 
Automobile Dealers................ +59 +64 36 41 
Automobile Tire and Accessory 
ks socacee chet sxea0s +3 | +12 | FT | & 
| { | 











| 
| 
| 
| 


instalment Paper 








Instalment Sold as Percentage 
(In mos.) | of Instalment Sales 
1946 1945 1946 | 1945 

8 9 1 1 
7 6 * > 
6 6 2 2 
8 9 1 1 
7 4 | 7 | 3 
6 7 *** ** 
7 8 | ce cl 
10 g 39 | 39 
7 7 10 7 





* Less than one-half of one per cent. 
** No instalment paper sold. 


1947 
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APPLICATION for CREDIT 

Dote. d by. R. ee 
ee a — pe SS 
Present Address — — en 
Former Address — - NN EE vintibetie 

Employed By ——__ —EE seicinciiiateailaieiaaiain eee 
Husband or Wife 

Employed By ceasnueseenaveniasteneesemnstGe How Long Licapahannateesi puenuee ae 














Own 1 Mase. Desired ———_______ 
Rent ) = Volue ——— 
Are you making instoliment poyments of any kind? If so to whom — 

















Amount per week__ 
Balances unpoid —_______ 


ee Pe 








ageinst you? ——______ 
If so, hos debt been discharged? —- peaclnteetincstecaas 
Have you ever had credit ot this store? —____ 














Have you ever been bonkrupt or had any judgments, Garnishees or legal action 








siicatenneniainiionjamaiiasinatmmnense Ie > ccasenoerectementeptinsteemeepemaatmnmpsastagin 
Open account? —. tract’ wenliege Di in 6 neh 
Do you have bonk eccount? —.__._.__ Check —— Savings ____.}_ with agreed terms if on contract. 
In whet Bank? a covervennenneoneoeneneetes sipieendapintepintiti 


—f | hereby certify thot oll stotements ore correct ond mode 
for the purpose of obtoining credit, and | promise to 









































GRANTED 


CREDIT DENIED =O 





CREDIT LIMIT OPEN ACCOUNT 











This instalment credit application form, with variations, is typical of those 

generally used by hardware dealers. Compact, it is not cumbersome for the 

dealer to keep on file and a quick glance tells him all he needs to know 
about an applicant. Front and part of back are shown. 


cent of the dealers who expressed 
themselves as favoring the Regu- 
lation as compared to 17 per cent 
against it. 

To a question of how dealers 
would handle instalment credit 
now that there was no floor under 
down-payments, there was a split 
in the ranks. However, the greater 
number, 44 per cent, said they 
would continue the “restricted” 
selling terms. Some, however, 
qualified their answers by saying 
their intentions may have to be 
modified if not entirely liquidated 
should this type of credit become 
competitive. In that event they 
would be forced to follow the 
credit policies of their competitors. 


35 Per Cent to Conform 


About 32 per cent of the dealers 
said they expected to conform 
directly to such policies as com- 
petition may force them into. 
This need not bring about any 
drastic change in terms for two 
of the largest commercial credit 
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companies have already an- 
nounced policies that they term 
“reasonable” and have set them- 
selves against practices that sell 
“terms” instead of merchandise. 














A third group of dealers, com- 
prising only 17 per cent of those 
who answered the question on in- 
stalment policy, said they planned 
to return to more liberal pre-war 
terms. 

A greater number of dealers 
estimated that instalment sales 
amounted to 10 per cent or less of 
their sales volume. This group 
amounted to 36 per cent of the 
number responding. About 22 
per cent estimated their instalment 
sales to account for from 11 to 20 
per cent of their volume, making 
a total of 58 per cent of the deal- 
ers who do one-fifth or less of 
their business in this type of 
credit. 


Major Appliances Lead 


Major appliances of all types 
predominate in the list of items 
sold on instalment terms, followed 
by plumbing and heating and farm 
and garden equipment. 

On the questionnaire we asked 
dealers to list the items that they 
sell on instalment terms along with 
the down payment required under 
Regulation W and the down pay- 
ment they intended asking after 
Nov. 1. There were 1182 men- 
tions of merchandise. On 670 
items or 56.68 per cent of the lot 
dealers were maintaining the one- 
third down payment; on 183 items 
or 15.48 per cent of total of items 




































































This type of payment book requires the customer to call at the store when 
making his payment. By keeping him coming in regularly the dealer is af- 


forded additional sales opportunities. 
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This type of time-payment book enables the customer to mail in his payment 
or call in person when due and also provides him with a complete record 
of the transactions. 


dealers were reducing the down 
payments from one-third to 25 per 
cent; and on 206 items or 17.43 
per cent, they were reducing down 
payment demands from one-third 
to 20 per cent. For 123 or 10.41 
per cent of the items, other vary- 
ing down payment percentages 
were mentioned. 

Thus, where reductions in down 
payments will be made—on the 
majority, or 32 per cent, of the 
items mentioned — they will 
amount to only from about 8 to 
13 per cent. On the other hand the 


one-third down payment require- 
ments of Regulation W will be 
maintained for 56 per cent of the 
merchandise mentioned. 

Asked if they planned to add 
other items to those already being 
sold on instalment terms, 37 per 
cent of the dealers indicated they 
did not while 29 per cent of the 
dealers said they would. Here 
again appliances appeared most 
frequently on the list with a mis- 
cellany of other items such as 
builders’ hardware, sporting 
goods, lighting plants, garden 


- <-> > 


tractors, power tools, kitchen and 
sinks, and others. 

The majority of dealers, 46 per 
cent, felt that 12 monthly pay- 
ments were sufficient to allow in 
the purchase of appliances on in- 
stalment terms. Terms strung over 
18 months were the choice of only 
14 per cent of the dealers. 

Seventy-one per cent said that 
they would henceforth check in- 
stalment credit applications more 
closely with local credit bureaus 
and associations heading the list 
of methods by which applications 
would be checked. 

Exactly how the dealers an- 
swered the questionnaire follows. 
Twenty-six hundred were sent to 
major hardware dealers; 658 or 
25.30 per cent replies were re- 
ceived. Of those, 89 dealers or 
13.51 per cent said they did not 
handle instalment sales, leaving 
569 or 21.88 per cent on which 
the results of the survey are based. 
Here is the break-down of the 
answers: 


The Break-Down of Answers 


QUESTION 1 


Did You Favor Retention 
Of Regulation "W"? 


539 dealers, or 94.73 per cent replied. 
439 dealers, or 77.14 per cent replied 


yes. 
100 dealers, or 17.57 per cent replied 





no. 
539 94.70 
30 or 5.29 per cent no ans. 
569 100.00 
© @ 
QUESTION 2 


Check Which of These 
You Will Do Now: 


Retain provision of Regula- 
tion W? 

Return to more liberal pre- 
war terms? 

See what your competitors do 
and conform to their, policy? 


532 dealers or 93.49 per cent replied. 
251 dealers or 44.11 per cent said they 
would RETAIN provision of Reg. W. 
98 dealers or 17.22 per cent said they 
would RETURN TO MORE LIBERAL 

PRE-WAR TERMS. 

183 dealers or 32.16 per cent said they 
would CONFORM to competitors‘ 
policy. 
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532 93.49 
37 or 6.51 per cent no ans. 
569 100.00 

QUESTION 3 


What Percentage of Your 
Sales Do You Estimate to 
Be in Instalment Sales? 





509 dealers, or 89.46 per cent replied as 
follows: 

% of Sales—No. Dealers. 

10% or less—208, or 36.56%. 

11-20% inc.—127, or 22.32%. 

21-25%, inc.— 70, or 12.30%. 

26-50%, inc.— 78, or 13.71%. 

Over 50% — 26, or 4.57%. 








509 89.46%. 
No answer 60 or 10.54%. 
569 100.00%. 


QUESTION 4 
What Items Do You Now Sell on Instalment Terms; What Per- 
centage Down Payment Do You Require Now and What Will 


You Require After November 1? 


422 dealers, or 74.16 per cent replied to this question, as follows: 


D.P. Pre- D.P. After No. of 


Nov. | Nov. |! Dealers 

Major Appliances 

1/3 1/3 97 

1/3 25 35 

1/3 20 21 

1/3 15 I 

1/3 10 4 

20 20 2 

40 40 2 

50 50 ! 
Small Appliances 

1/3 1/3 

1/3 20 I 

1/3 10 1 





D.P. Pre- D.P. After No. of 


Nov. I Nov. |! Dealers 
Radios 
1/3 1/3 67 
1/3 25 17 
1/3 20 22 
1/3 15 2 
1/3 10 1 
50 50 1 
50 1/3 2 
Vacuum Cleaners 
1/3% 1/3% 10 
1/3 25 2 
1/3 20 7 
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D.P. Pre- D.P. After No. of 


Nov. | Nov. | Dealers 
lroners 
1/3 1/3 10 
1/3 25 2 
1/3 20 7 
Washers 
1/3 1/3 64 
1/3 25 18 
1/3 20 22 
1/3 10 3 
40 40 1 
Refrigerators 
1/3 1/3 59 
1/3 25 18 
1/3 20 23 
1/3 15 ? 
1/3 10 a 
1/3 50 1 
50 50 2 
Stoves and Ranges, 
Gas and Electric 
1/3 1/3 90 
1/3 25 33 
1/3 20 33 
1/3 15 l 
1/3 10 5 
1/3 75 | 
1/3 50 ! 
50 1/3 I 
50 50 3 
Home Freezers 
1/3 1/3 3 
1/3 25 2 
1/3 20 3 
50 50 ! 
20 20 1 
Heaters, all types 
1/3 50 1 
1/3 1/3 48 
1/3 25 9 
1/3 20 16 
1/3 10 ! 
50 50 2 
40 40 I 
Pumps and Water Systems 
1/3 50 1 
1/3 1/3 23 
1/3 25 3 
1/3 20 7 
1/3 10 2 
50 50 ! 
40 40 3 
Plumbing, Heating and 
Alr Conditioning 
1/3 1/3 36 
1/3 25 6 
1/3 20 a 
50 50 1 
Furniture 
1/3 75 I 
1/3 1/3 18 
1/3 25 3 
1/3 20 5 
1/3 15 ! 
1/3 10 ! 
50 50 I 
25 25 3 
20 20 20 
20 10 3 














D.P. Pre- D.P. After 
Nov. | Nov. | 


Sporting Goods 


1/3 
1/3 
1/3 


Farm and Garden 


Equipment 

1/3 
1/3 
1/3 

50 

50 

40 

20 

10 


Kitchens and Sinks 


1/3 
1/3 
173 
1/3 
25 
25 


Industrial Equipment 


1/3 
1/3 
1/3 
1/3 
40 


1/3 
25 
20 


1/3 
25 
20 
50 

1/3 
40 
20 
10 


1/3 
25 
20 
10 
25 
20 


1/3 
25 
20 
10 
40 


Tools, including 


Power Tools 
1/3 
1/3 
1/3 
40 
20 


Heavy Hardware 


1/3 1/3 
1/3 20 
25 25 
25 20 
20 20 
Paint 
1/3 1/3 
1/3 25 
1/3 20 
Housefurnishings 
1/3 1/3 
1/3 25 
1/3 20 
1/3 15 
20 20 
Wheel Goods 
1/3 1/3 
1/3 25 
1/3 20 
1/3 15 
1/3 10 
10 10 
50 50 
40 40 
Automotive Equipment 
1/3 1/3 
1/3 25 
20 20 
10 10 
40 40 


1/3 
25 
20 
40 
25 


No. of 
Dealers 


17 
5 
2 


NNA—-KaWs 


——— Naw 


Nm mwa, 


—--N-Y 


9 We—w—o 


—~—-—--0es 


-—-——ww 





QUESTION 5 


Do You Plan to Add 
Other Items to This List? 


383 dealers, 


or 67.31 per cent replied 


to this question. 


169 dealers, 
yes. 

214 dealers, 
no. 


383 
186 or 


569 


9 


or 29.70 per cent replied 


or 37.61 per cent replied 





67.31 
32.69 per cent no ans. 





100.00 per cent. 


UESTION 6 


How Many Monthly Payments 


Should 


Be Allowed on 


Major Appliances? 
480 dealers, or 84.36 per cent replied 
to this question as follows: 
12 mo.—264 dealers, or 46.40%. 
15 mo.— 74 dealers, or 13.01%. 
18 mo.— 85 dealers, or 14.94%. 

















24 mo.— 28 dealers, or 04.92%. 
451 79.27 
6 mo.— 2 dealers, or 
10 mo.— 2 dealers, or 
6-12 mo.— 1 dealer,. or 
6- 8 mo.— 1! dealer, or 
8-10 mo— | dealer, or 
12-15 mo.— 10 dealers, or 
12-18 mo— 4 dealers, or 
15-18 mo.— 5 dealers, or 
18-24 mo.— 3 dealers, or 
29 dealers, or 5.09%. 
480 84.36 
no ans. 89 or 15.64%, 
569 100.00 
QUESTION 7 


Do You Plan to Check 
Instalment Applications 


re Closely? 


449 dealers, or 78.91 per cent replied 
to this question. 
404 dealers, or 71.00 per cent replied 


yes. 
45 dealers, or 07.91 per cent replied 


no. 





449 dealers, or 78.91 per cent 





120 or 21.09 per cent no ans. 
569 100.00 
QUESTION 8 


How Do You Plan to Check 


These 


Applications? 


321 dealers, or 56.41 per cent replied 
to this question, as follows: 


Credit bureau 
Credit assn. 
Banks . 


127 dealers 
55 dealers 
. 39 dealers 


Personal invest. and 


knowledge . 


Applicant's ref.... hee 


. 32 dealers 
37 dealers 


Exchange of inform. with 


other merchants 
Credit reports . 
Credit co. or agency... 





6 dealers 
.. 13 dealers 
. b2 dealers 
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“We believe buyers on the instalment 
plan must have a substantial equity in 
the article purchased to be a good risk.” 

* ¢ « 

“Our instalment sales are financed 
by our local banks on a non-recourse 
basis. We may sell anything we carry 
in our stock on this basis. The banks 
take the risk, check credits and pay- 
ments. Their interest rates are the 
same as bank loan rates and our cus- 
tomers prefer to deal with a home- 
owned bank rather than a_ discount 
agency.” 

* * & 

“We do not favor government regula 
tion as such. Conditions have made it 
necessary to the woe of America. Ws 
are being driven to socialism day by 
day. We believe government regulation 
should stop at standardization. We think 
over-extended credit is a major cause 
of depression. Credit should be long 
enough to be flexible and close enough 
to be easily liquidated. We believe in 
individualism but certain rules of con 
formation help to channelize individual 
enterprise.” 

* * a 

“We would much have preferred to 
have had Regulation W continued. Ti 
is our intention to make Regulation W 
terms apply after Nov. 1, unless we are 
forced by competition to change our 
down payments.” 

* ¢ * ; 

“Down payments will be asked that 
conform to the local trend. We will 
attempt to have competitors keep them 
as high as possible.” 

* * & 

“We believe a person who cannot pay 
one-third down should wait or buy a Jess 
expensive item. We like the one-third 
down payment on everything which is 
charged to a person not using our reg- 
ular monthly charge.” 

* * * 

“We are of the opinion that too 
liberal credit terms were a major factor 
contributing to the depression in 1929.” 

* * & 

“We can all talk about what we wi), 
do, but if we want any of the business 
we will do what ‘Sears’ and ‘Wards’ 
will do. Let’s not kid ourselves.” 

* * & 

“Will try to hold to one-third down 
for as long as possible. ‘Selling is com- 
petitive, credit is cooperative.’ ’ 

ie te a 

“TInstalment selling is all right if the 
down payment is large enough to give 
the customer equity—enough to make 
future payments. Competition will con- 
trol the amount of down payment 
However, this tvne of competition will 
be well to avoid.” 
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“We have always used what is com 
monly known as the ‘Regulation’ in 
our credit sales. We haven’t lost much 
on this either. We don’t want ‘risky’ 
credit and many of our customers know 
that our credit terms are very liberal! 
for we charge only three per cent 
simple interest on unpaid balances with 
a minimum of .75 on each contract. 
This is never high and we sell them 
on our low credit terms almost as much 
as we do on our merchandise. We 
justify the higher down payment by cit 
ing the extremely low interest charge: 
on contract sales. We feel that most 
of the element of risk is taken out if 
we can get the customer’s ‘feet’ well 
wetted when the sale and down pay 
ment is made. We tell them why, too. 
This always gets a good reaction. Of 
course our credit business is small in 
this respect but it is large enough 
for us.” 

Bs a a 

“We have never exploited instalment 
selling and many of our customers are 
able to pay cash or buy on open ac 
counts. We have done some instalment 
selling and realize that if we are to 
hold our franchises (some exclusive) 
we will have to do some house-to-house 
selling and grant competitive terms 
not necessarily the ones granted by all! 
of our competitors. We will finance 
our own paper.” 

* * * 

“We are opposed to governmental 

regulations in business and are vlad 


To Our Readers—Thanks 


THis is the only way we can express 

appreciation to you, our readers, for 
so patiently answering the question- 
naires we've been sending you these past 
months. We know you've been extremely 
busy and so we've tried to keep our sur- 
veys as simple as possible and yet de- 
velop objective information about trade 
facts and problems that interest you 
most. 

From time to time we've published the 
data and opinions you helped develop 
and if you've not always agreed with 
what the other hardware man thinks and 
believes, we hope that you've neverthe- 
less found the conclusions informative 
and useful. 

We hope to continue this activity. This 
will of course depend to a large extent 
upon your continued good response and 
co-operation already so well demon- 
strated in the past. Insofar as possible, 
we, on our part, will try to make our 
surveys as effortless for you as possible. 


—The Editors. 








to see Regulation W taken off the ‘has 
to’ list, yet we intend to continue it in 
our business and think all business 
should. It’s sound in every way.” 

* ” a 

“We have always tried to use good 
judgment in granting credit, instalment 
or otherwise, and will continue to do 
the same. We are absolutely against 
government regulation of any kind in 
business that is not necessary to main- 
tain primary rights. We disliked the 
Regulation W enforcement officer com 
ing into our office and having every- 
thing opened to him; having our office 
force spend time with him explaining 
what we feel is strictly our business. 
We are against government interference 
in all its war-time variations and think 
that a business man should be allowed 
to run his own business. Our experi 
ence is that the most incompetent and 
most ignorant men that could be found 
were OPA and other government men 
We complied with all regulations yet 
we were forced to spend all kinds of 
time with every conceivable kind of 
enforcement officer. 

” *” * 

“T think that the one-third down 
requirement and limited time on instal 
ment sales helped the small dealers and 
put them in a better competitive posi 
tion with mail order houses and chain 
stores for even with their large avail- 
able capital they had the same regula 
tions. Also, there were far less repos 
sessions of used merchandise as the 
buyer had a one-third equity to begin 
with. Also buyers had the money and 
could afford the down payment.” 

* * * 

“We try to get ‘like’ manufacturers 
to set up standard terms that all deal 
ers will offer to all customers.” 

‘* * * 

“We would like to follow Regulation 
W as near as possible and believe that 
it was a good thing. Because it was 
law, people accepted it without com 
ment. Now, large dealers will, no 
doubt, feature instalment selling in 
their advertising and we will be com 
pelled to follow. Regulation W, we 
believe, was a sound economic basis 
for selling. It kept people from over- 
buying and at the same, time protected 
the merchant.” 

* ” *. 

“We expect to continue the terms of 
regulation W as long as possible. If 
necessary, we may reduce the down 
payment to 25 per cent but not lower 
than that even if competitors sell on a 
more liberal plan. We may extend some 
monthly payments to 18 months but not 
beyond. We expect to keep our busi- 

(Continued on page 108) 

















Sporting goods, tools and builders’ hardware occupy the wall units. 
Neatness and accessibility are apparent throughout this section. 


They Move More - See 


Customers are exposed to more merchandise since 
Norman A. Merschel arranged his display fixtures 


crosswise, sales are up, trading area increased 


he first thoughts Nor- 
man A. Merschel had about the 
hardware business he was return- 
ing to, after several years with the 
armed forces during the recent 
war, convinced him that his store 
in East Tawas, Mich., stood in 
need of modernization. 

Mr. Merschel realized that the 
store had been returning a profit 
to him during the 10 years he had 
been operating it, but he con- 
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cluded that it needed even more 
than a “face-lifting.” It was be- 
coming too small for its growing 
stock. Certainly it would be too 
small to accommodate the _in- 
creased inventory which he en- 
visioned, 


Finding the Solution 


How to make more advantage- 
ous use of the limited display 
space, only 30 by 60 ft., was one 





of the primary considerations in 
planning the modernization. 

Mr. Merschel found the satisfac- 
tory solution to this problem by 
running his new display fixtures 
crosswise in the store, allowing 
for two sufficiently wide aisles 
down both sides. This arrange- 
ment encourages customers to walk 
from one side of the store to the 
other, which exposes them to a 
great variety of merchandise 
shown on the modern, step-up dis- 
play tables. 

Another important step in the 
rearrangement, which Mr. Mer- 
schel likes very much, was the 
placing of the main wrapping and 
serving counter farther forward 
towards the center of the estab- 
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Side aisles are wide and unobstructed and afford easy access to the 
rear. The wrapping and service counter was moved towards the center. 


More - Buy More! 


lishment. This new location, states | cause it cuts down on the number ___s bring the customers far enough to 
Mr. Merschel, enables him and his of steps required to handle the _ the rear of the store so that they 
staff to take care of more customers __ trade. stand near the counter waiting 
per hour during rush periods be- Wide aisles along both walls (Continued on page 104) 































































_CHAINS ~ ETC. 
Aa) 3’ ar At oFrice 
2 ¢ } oa | 4 
i, oe a | a 
a,m, q aay | 
oat = ft Pal : p= =| 
' 2 ‘@ 4 Pad | § i 
oe 2|™ | |9 
*—36 368 a an 3m | {| 
——— i @| 
39” —_— 


| 












LEELA LIOR, ELAR EL LEELA CELLET ESA 
SMALL APPLIANCES| HOUSEWARES [HOUSEWARES 


A 





ENAMELS |GLASS 








_ pie ANTS _| > 

















DECEMBER 18, 1947 78 




















Fixtures along two walls are devoted to hardware samples shown under indirect lighting and on light Lighti 


green boards, replacing dark panels previously used. Drawers below contain sample boards of small hove 
hardware articles. All items are numbered although no prices are shown because says Roger De Serres, ane 
assistant general manager, “prices change too often these days. We use our catalog for prices." A for li 
table and chairs are provided in the corner for architects’ use. There's ample floor space in front of the oustet 
fixtures. The lower six inches of these units have a continuous stainless steet base plate, emphasizing to 
prospects the practicality of this plate which the concern sells. 
: 
A 
e LTHOUGH not de- | 
p voted entirely to builders’ hard- j ee 
e 7 ; Lightir 
ware, the second floor of the main in the 
store of Omer De Serres, Limitee, ers’ he 
1406 St. Denis St., Montreal, Can- these | 
. . , plugge 
ada, is known as the builders requir: 
hardware department. It occupies stall 4 
a space about 40 by 80 ft. Color : = 
and good lighting over the wall light 4 
fixtures are among the outstand- : = fir 
ing features of this newly com- ae 
pleted section. Red floor covering from ‘ 
with a white and black border and and fi 
on leo 
two-tone green fixtures make the under 


department one of great attractive- 
ness. Fixtures are finished in light 
green, the counters and lower : 


Attractive setting and excellent illumination combine to pe i He wile ane ¢ Some 
shade. Two of the firm’s 17 sales- 


increase business in this line for the firm of Omer De Serres, ii dente tele atten Gan 
Limitee, of Montreal, Canada builders’ hardware. 
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Lighting for this section is directly over the counter and is diffused by frosted glass. Three shadow boxes 

above the counter are lighted in the same way, the displays in them being constantly changed. Shelving in 

back of the shadow boxes extends right up to the ceiling, being reached by ladders on tracks. It is used 

for light merchandise. The cash register right in the center of the shelving section is clearly visible to 

customers and out of the way. Cash is sent to the main office in pneumatic tubes. In the counter are 
drawers for fast sellers such as regular butts, etc. 


Lighting fixtures are displayed 
in the rear part of the build- 
ers’ hardware department. As 
these fixtures are individually 
plugged, the store does not 
require an electrician to in- 
stall them. These lights are 
divided into a few circuits 
some of which are used to 
light the store. Space above 
the fixtures is also used for 
storage of light merchandise 
and the area is accessible 
from the left side. Andirons 
and fire sets are displayed 
on low step-up-type units 
under one side of the elec- 
trical fixtures. 
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Using the same wall units and cater-cornered island arrangement give the store a more spacious look. 


New Fixtures and Floor 


West Coast Hardware Co. now 
all four sides. System builds self- 


Here's the store as it was 
in 1937—wall fixtures 
are the same today. 









From straight length- 
wise and crosswise aisles, to a 
cater-corner arrangement was one 
of the unusual things the West 
Coast Hardware Co., of Clearwa- 
ter, Fla., did when it installed a 
number of new island fixtures. 


The Idea Worked 
Does the idea work? W. F. Reh- 


baum, III, says, “We seem to be 
drawing from a greater trade era 
than ever before. Our trading area 
goes 10 miles south, west to the 


«= Oe 
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Another view of the new arrangement. Note the open back windows and off-center entrance. 


‘ . 


Plan Bring New Customers 


; ; Another view of the former 
has every display unit open on ang Mie ly Bae 


service sales for Florida store rear of the store. 






gulf, east to Tampa Bay (seven 
miles), and north 22 miles, and 
has an overall population of 35,- 
000. Clearwater itself has less than 
11,000 inhabitants. 


Replanning the Store 


“In the summer of 1946 we or- 
dered NRHA island fixtures which, 
by some strange coincidence, ar- 
rived five days before Christmas. 
At that time our policy committee 
(consisting of the credit manager, 
sales manager, warehouse man- 
ager and myself) decided to im- —— gyyqqyqqnennensensueeuedUeeeeeteeNeetUeUeUUeCUOUCOEUUOEEUOEOUCTECOUCTAEE EET EET OEE EE CUETO EE EE 


ey ye 
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stall these on the first Sunday after 


Christmas. We met one evening in 
the store to determine the most 
unusual and advantageous ar- 
working 
until midnight to find these hopes 
fulfilled.” 

Mr. Rehbaum adds, “About the 
only remodeling we did to our 
store was painting and minor face- 
lifting operations. Our entrance is 
to the left of center. Previously, 
our store arrangement provided 
one main aisle and three aisles 
which weren't used very much. 
The new cater-cornered arrange- 
ment gives us two main aisles and 
two more very good aisles. Every 
counter is open on four sides, thus 
greatly aiding our self-service 
idea. 


rangement possible . 


Customers Liked I+ 


“The first week of the new in- 
stallation, I did nothing but sur- 
vey store traffic. I have found that 
the public as a whole must be 
pleased and, much to our surprise, 
this system was accepted as near 
to 100 per cent as possible. Actual 
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This toward-the-front view serves to emphasize the spacious effect produced by the new iayout. 


operation has shown that it is a 
little extra work for the sales force 
to go to the wrapping counter and 
cash register, but the customer 
usually follows the salesman to 
that spot. And the chances are he 
will see additional merchandise 
that he will buy either then or on 
his next visit to the store.” 
Established in 1911, the busi- 
ness was moved to its present loca- 
tion in 1915, the first moderniza- 
tion of the store being carried out 


This excellent 
hunting supplies 
window was of- 
fered recently in 
the retail store 
of the Jennison 
Hardware Co., 
Bay City, Mich. 
Grass, leaves and 
branches gave it 
an outdoor back- 
ground and fine 
illumination did 
the rest. Hunting 
supplies of all 
kinds attracted 

the hunters. 








back in 1937, at which time the 
old style wall shelving, reaching 
to the ceiling, was discarded. West 
Coast Hardware’s store is “L” 
shaped and is 30 ft. wide at the 
front and 90 ft. deep. The back 
of the store has a spread of ap- 
proximately 45 ft. Over the back 
15 ft. is a balcony housing the 
office and shell hobby depart- 
ments. In the rear of the show- 
room is a warehouse about 55 by 


80 ft. and occupying two floors. 
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In the past 30 years, the importance of the general property tax to the 48 states’ 





treasuries has fallen steadily. General property tax collections are shown here 
as percentages of total tax collections, showing the trend since 1917. 


The Decline of a Tax 


-™ ISLATURES of 


two states took action in 1947 to- 
ward abolishing general property 
taxes. Arkansas’ general property 
tax will be discontinued after next 
January 1. The Texas legislature 
voted to put up for popular refer- 
endum in November, 1948, a con- 
stitutional amendment to forbid 
state ad valorem taxes for general 
purposes, beginning in 1951. 

If its voters approve this amend- 
ment, Texas will become the 21st 
state to discontinue use of the gen- 
eral property tax. This action 
would mark another stage in the 
decline of this one-time giant of 
state revenue producers. 

The general property tax is not, 





Reprinted with special permission from 
Tax Outlook, October, 1947. 
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By FRANCIS B. ELWELL 
Field Operations Director, 
The Tax Foundation, Inc. 


of course, administered uniformly 
in all the states, for there is varia- 
tion in the definition of general 
property. It is always a tax on 
land and buildings; in many states 
it is a tax also on other tangible 
property; and in many others it is 
a tax on intangibles. Because the 


tax is fixed as a percentage of the 
assessed valué of the property, it 
is also known as the ad valorem 
(i.e., to the value of) tax. 

In the nation’s early days, the 
general property tax was practi- 
cally the only source of state reve- 
nue. And, as late as 1902, the ad 
valorem tax raised 44 per cent of 
all tax receipts of all the states. 
Last year this tax brought in only 
4 per cent of all the 48 states’ 


Do you live and do business in one of the 28 states which still get 
revenue from a general, or ad valorem, tax? 
Once the greatest source of state income the general property 


tax has been diminishing in importance. 


As recently as 1925 it was 


the greatest producer of state revenue. Now it rates a poor seventh 
to general sales, motor fuel, corporation income, motor vehicle li- 
censes, personal income and alcoholic beverages taxes. 


I+ should be heartening to read of one tax that is dwindling. 
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Ad Valorem Tax's Chief Users 








Return Per cent 
from Ad of Total Tax 
Valorem Tax Revenues 
STE PA $1.5 million 27%, 
Sear eh 6.8 million 22% 
0 eer ee 5.3 million 20%, 
sr atin a0 2c carers sles 4.7 million 15% 
A: cts: 6.0 pieieeain 8.2 million 13% 
North Dakota ............. 2.6 million 12% 
SS aT ee ede 3.1 million ry 
ES sisn hak Gad. Nisha erie 13.9 million 11% 
ND. oi cv crioaknes 2.6 million 10%, 
ere er 10%, 





Figures above are for 1946 in the 10 states which derive 10 per cent or 
more of their total tax revenues from the ad valorem tax. Figures are rounded. 


revenues. In 1925 the general prop- 
erty tax led all others as a pro- 
ducer of state revenue. Last year 
it ran a poor seventh to the taxes 
on: general sales, motor fuel, cor- 
poration income, motor vehicle 
licenses, personal income and alco- 
holic beverages. 

The story of the decline of the 
state ad valorem tax is the story of 
a tax incapable of maintaining its 
major productive role in an era of 
greatly expanding government ex- 
penditures. Between 1932 and 
1947 the yield of state property 
taxes dropped 19 per cent, from 
$323 million to $262 million. Dur- 
ing this same period, property 
taxes (as a percentage of state 
revenues) fell from 20 per cent of 
the total to only 4 per cent. The 
states were turning to more lucra- 
tive new taxes, leaving general 
property levies as the principal 
source of revenue for local gov- 
ernments. 


The ad valorem tax had never 
been completely satisfactory for 
states. Conviction had long been 
mounting that this levy was more 
suitable for local governments. 
Among the shortcomings of the 
state property tax were: 


Shortcomings of the Tax 


1. Lack of flexibility to meet 
changing economic conditions. 

2. Difficulty of assessment and 
collection. 

3. Lack of uniformity in assess- 
ments between loreal units of gov- 
ernment. 
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Its lack of flexibility was force- 
fully demonstrated during the 
Twenties. Expenditures ¢* panded 
greatly as states added 11ew respon- 
sibilities—among them, state-wide 
modern highways. Legislatures 
felt that property levies could not 
be upped to meet the new revenue 
need. So new taxes were sought. 

The development of the automo- 
bile, as well as increasing the ex- 
penditures of state governments for 
highways, presented an important 
new source of revenue: the gaso- 
line tax. The great expenditures 
necessary for highway construc- 
tion brought the almost universal 
adoption of state gasoline taxes. 
This newcomer quickly put the 


property tax in a secondary posi- 
tion. Today the motor fuel tax is 
almost as big a revenue producer 
as general sales tax, for it brought 
in some $900 million to the 48 
states last year. The fuel tax and 
general sales tax each produce 
about 15 per cent of state revenues. 

Prior to the Twenties, only three 
states — California, Pennsylvania 
and Virginia—had discontinued 
the ad valorem tax. During the 
Twenties four more states aban- 
doned the levy: North Carolina, 
Delaware, Ohio and New York. It 
is not safe to assume that these 
four states dropped the ad valorem 
tax because of the adoption of the 
gasoline tax or any other single 
facter. 


Remained Fairly Stable 


Another demonstration of the 
inelasticity of the property tax 
came with World War II. War- 
inflated state revenues from other 
sources doubled and tripled. But 
the property tax—much less sensi- 
tive to change—remained fairly 
stable. During this period (but not 
necessarily because of this factor) 
Oregon, Florida and South Caro- 
lina abandoned the property tax. 
New Jersey repealed its general 
property tax in 1946. 

Even though its collections gen- 
erally remain stable, the ad va- 
lorem tax presents many difficul- 

(Continued on page 105) 
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Decline of the General Property Tax 








General 
Property 
Total Tax Tax The Falling 
Collections Collections Percentage 
1902 $ 155 million $ 82 million 53.0% 
1917 410 million 183 million 45.0%, 
1922 858 million 348 million 41.0% 
1927 1,355 million 370 million 27.0%, 
1932 1,642 million 323 million . 20.0%, 
1937 2,759 million 206 million 7.5%, 
1942 3,935 million 175 million 4.47, 
1944 4,106 million 152 million ) ey A 
1946 4,980 million 158 million ey A 
1947 5,798 million 167 million 2.9%, 





Percentages above show the general property tax collections as a percentage 

of the total tax collections in all the 48 states. Total taxes do not include 

unemployment compensation taxes. The 1944, 1946 and 1947 figures for 

general property tax collections are necessarily estimates, because official 
figures are not yet available. 
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Per Tredal sells a saw to a feminine customer—a common occurrence at this store. 


Sales Jumped 50 Per Cent 
After Store Was Remodeled 


Per Tredal, originally from Norway, revamped 


P.. TREDAL is a per- 
sonable young man, who came to 
this country in 1940 from his na- 
tive land, Norway, to settle in 
Osakis, Minn. Right from the 
start he made out well in his new 
surroundings, for he believed in 
the principle of pleasing the cus- 
tomer. 

Business was so good in the 
years which followed — despite 
merchandise scarcities caused by 
the war—that he decided to re- 
model his store last year. The job 
was finished last November and 
business as a whole has jumped 
almost 50 per cent. In fact, in 
January and February of 1947 
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his store in November, 1946, and now he is 


enjoying greater volume at greater profit 


business was ,twice that of these 
months the previous year. 


Remodeling Has Paid 

“Remodeling certainly has paid 
us very well,” says Per Tredal, 
with a contented smile. “We can 
show more merchandise and that 
is what the customer wants. We 
try to keep the store clean and 
orderly at all times and this also 
helps us to sell.” 

The remodeling 
store included practically all new 
fixtures, the step-up type being 


job on the 


used for sidewalls. They are done 
in light colors and the wall colors 
harmonize with the fixtures. The 
lighting was improved and this 
helped to get more customers into 
the store and to keep them there 
longer. The remodeled store was 
so laid out that customers could 
easily walk to the rear, cross over 
on numerous side aisles if they 
liked, and gain access to every 
wall display, no matter whethe: 
it was at the front or the rear 
of the establishment. 

Bringing the merchandise closer 
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Compact and with everything in plain view, this sporting goods 
section appeals to all outdoor people in the entire district. 


to the customer and the customer 
closer to the merchandise, was 
Mr. Tredal’s idea in remodeling, 
and this closer inspection has 
brought more sales, for customers 
sold themselves on many articles 
by this type of browsing. 

Mr. Tredal has an excellent 
tool section up-front at his store. 
In this small community of 1450 
population there are many work- 
shops in homes and also on farms. 
Men always are looking for good 
tools to complete their working 
kits. In numerous instances wo- 
men also buy tools for their hus- 
bands, items like saws, hammers. 
hatchets and the like. Per Tredal 
and his sales staff co-operate by 
being as helpful as possible to 


women buying such tools, so they 
get the article best suited to their 
husband’s needs. 

Another excellent department at 
the remodeled store is an up-front 
sporting goods section. It has a 
step-up shelf arrangement, per- 
mitting the showing of a great 
deal of merchandise. A center 
section is devoted to fishing sup- 
plies, including rods and reels, 
with larger size items such as nets. 
fishing baskets and minnow 
buckets located near at hand. 

Per Tredal likes well written 
newspaper advertising and also 
uses a consumer catalog issued by 
a dealer-owned, wholesale hard- 
ware house. He says that numer- 
ous customers will come into the 





One of the reasons why women like this store is that these step-up 
fixtures help put the merchandise where they can see it—and buy it. 
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store after such a catalog has been 
mailed to them, point at certain 
items on its pages and ask to see 
them. Many customers also ask 
him when the next quarterly cata- 
log will be issued, a sure sign of 
their interest in them. 

Mr. Tredal likes the modern 
American business man’s empha- 
sis on display and clean storekeep- 
ing, although he says there are a 
number of fine hardware stores 
in Norway which rate high in 
these virtues. But whether one 
is in the hardware business in 
Norway or the United States, he 
says, the customer must be satis- 
fied with the quality merchandise 
he buys, or else the merchant does 
not prosper. 


Partial Exemption of 
Consumer Co-ops Urged 
Chairman of Committee 

(Continued from page 66) 


than they would otherwise be able 
to do, and (2) tax exemption also 
appears to give co-operative cor- 
porations definite market advan- 
tage in the buying of business 
properties. 

Mr. Ploeser said he did not be- 
lieve the courts had confirmed the 
fact that administrative tax exemp- 
tion—afforded through Treasury 
rulings—is inherent in our com- 
mon law system. “Should the Con- 
gress proceed to put co-operative 
corporations on the same federal 
tax basis as proprietary corpora- 
tions and ignore such Treasury 
rulings?” he asked. 

“If such a program is enacted 
into law, the Treasury Department 
will be compelled to discontinue its 
rulings permitting tax exemption,” 
he stated. “Co-operative corpora- 
tions may then be expected to chal- 
lenge such action of the Treasury 
Department in the courts. Within 
a reasonal time we can count upon 
a final decision from the Supreme 
Court of the United States. 

“Should that decision declare 
the inability of the Federal Govern- 
ment through its tax on corporate 
income to put both co-operative 
corporations and proprietary cor- 
porations on the same tax basis, 
then the Congress will have to re- 
consider the whole matter,” he 
pointed out. 
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MERRY CHRISTMAS 


and a 


HAPPY NEW YEAR: 








at Remington. May your holidays be filled with pleasure 


and happiness! And may the coming year be 


everything you wish it to be! Remington QUPOND 


REMINGTON ARMS COMPANY, INC., BRIDGEPORT, CONN, 
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The Ad-Viser 


Direct Mail Advertising 


The reasons for the use of this promotional medium 
are explained in detail with particular attention 
being given to the building of the mailing list 


By IRVING SETTEL 
Advertising Manager, 
Concord's Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


Part 10 


Fn the hardware dealer 
direct mail advertising is an ex- 
tremely important medium. Many 
successsful businesses have been 
built by employing this mode of 
promotion almost exclusively. 
Others have utilized direct mail to 
supplement newspaper and radio 
advertising. In every case, it has 
proved to be a substantial business 
getter. Its importance cannot be 
overemphasized. Let us, therefore, 
probe into direct mail advertising 
to see what makes it tick. 

Basically, direct mail consists of 
any advertising matter which is 
sent through the mails directly to 
potential customers. The message 
is carried in the form of postcards, 
letters, leaflets, booklets, folders, 
broadsides and catalogs. In con- 
trast with other media, such as 
newspapers, magazines or radio, 
direct mail is not accompanied by 
any “interest” or editorial material. 
The recipient must be attracted to 
the mailing piece immediately or 
the costly advertising becomes 
scrap. Even with this important 
obstacle, direct mail possesses some 
very intrinsic advantages, most im- 
portant of which are as follows: 

1. Direct mail costs are more 
flexible than the costs of other 
media. You can spend as little or 
as much as you desire. 

2. Direct mail can be used with 
a minimum “waste” circulation. 
The advertiser selects the list of 
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prospects to whom the piece will 
be sent. 

3. Direct mail advertising results 
can be checked accurately. Each 
recipient is known by the sender 
and can be subjected to various 
types of copy approaches. This 
means that, after testing, advertis- 
ing matter can be improved. 

4. The advertiser controls his 
direct mail circulation as_ to 
amount, distribution and quality. 
He establishes and maintains his 
own list. He can send a personal- 
ized message and can devote more 
space to the recipient’s individual 
problems. In other words, he can 
sell his hardware products in terms 
of the customer’s specific desires 
and needs. , 

Probably the most important 
element in successful dirtct mail 
advertising is the list or the names 
to whom the pieces are directed. It 
is the advertiser’s task to establish 
his own list, upon which depends 
the success of his campaign. 


Building the List 


Obviously any list of names 
would not serve too well as poten- 
tial hardware customers. For ex- 
ample, you wouldn’t direct a mail- 
ing piece offering an expensive 
lawn mower to children. Their in- 
terest in such an item would prob- 


ably be negligible and their pur- 


chasing power practically nil. 
You wouldn’t choose a list of un- 





employed bricklayers for similar 
reasons. You would desire a list, 
however, of persons possessing the 
purchasing power and potential 
desire for your product. 

Building a good list is not a 
difficult job. It requires, however, 
rigid adherence to certain rules 
which are listed below. 

1. The names must be potential 
customers. The people on the list 
must be logical prospects for the 
items of hardware advertising. The 
recipient must be in a present or 
future position to adopt the ideas 
you are trying to impart. 

2. The list must be up-to-date. 
Most people are in a constant state 
of flux. They are always moving. 
They get married, have children. 
They die. A good list changes with 
regularity. 

3. The list must be accurate. 
One of the surest ways to antag- 
onize a customer is to misspell his 
name or call him “Mrs.” instead 
of “Mr.” When you are gathering 
your list it is essential to get cor- 
rect information as to spelling and 
other details. 

4. The list must be complete. It 
should contain complete data 
which will enable the advertiser to 
know his prospects well. If pos- 
sible, a list should contain age, 
sex, education, financial status and 
any other pertinent information 
which can be obtained. 

5. The list should be free of 
duplication. In gathering lists from 
separate sources, it is important 
that there is no duplication of 
names. If one person receives two 
identical mailing pieces, their effect 
may be lost entirely. 


Gathering the Names 


Mailing lists can either be built 
or bought. There are companies 
in existence which specialize in 
compiling and selling lists. You 
can buy a list of names in practi- 
cally any desired quantity and 
grouped in many varied categories. 
You can purchase names of people 
in your own town listed according 
to income bracket groups, neigh- 
borhoods, educational qualifica- 
tions, etc. Remember, however, 
that “canned” lists can be obtained 


(Continued on page 88) 
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George Wiepert, Vice-President 
Sargent & Co., Dies at 91 


W..: the death on 


November 24 of George Frederick 
Wiepert, a vice-president of Sargent 
& Company and an associate of that 
New Haven, Conn., firm for the past 
68 years, the hardware industry lost 
one of its most widely known and 
highly esteemed members, a man 
who had watched the trade grow 
from a scattering of small north- 
eastern factories and New York- 
based sales agencies to its present 
continent-spanning size. 

Aged 91, Mr. Wiepert died in 
Memphis, Tenn., shortly after he ar- 
rived there on the first leg of a 
winter vacation in the south. 

A popular figure at industry meet- 
ings and conventions for decades 
and the dean of American hardware 
makers during the last 10 or 15 
years of his life, Mr. Wiepert served 
from 1938 to 1942 as president of 
the Hardware Manufacturers Statis- 
tical Association. From 1915 through 
1918, and from 1922 to 1941, he was 
president of the Bright Wire Goods 
Manufacturers Service Bureau. 


With Sargent Since 1884 


A Sargent worker since 1884, Mr. 
Wiepert had actually spent more 
than three-quarters of a century as 
a hardware man, having first gone 
to work for the Hart Manufacturing 
Company in New York in 187], at 
the age of 15. Except for a brief 
and adventuresome fling at Colorado 
placer mining in the early Eighties, 
he stuck to the industry all his life, 
moving up through the positions of 
runner, entry clerk, cashier, assistant 
sales manager, and other assign- 
ments, to a place as vice-president 
and member of the board of di- 
rectors, 

Both to his associates at Sargent’s 
and to friends throughout the indus- 
try he was a link with the past and 
a guide to the future. For despite 
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an unusual memory for detail and 
the human side of the day’s work, he 
never allowed his interesting accu- 
mulation of yesterdays to interfere 
with his view of the present or with 
his speculation about what tomorrow 
might bring. 

When Mr. Wiepert went to work 
at 15 (he was Brooklyn born in 1856 
and one of 14 children) the Fulton 
Ferry was the main artery of travel 
between New York and Brooklyn. 
and he, and other rising young hard- 
ware merchants, used it daily to 
reach the hardware and metal trades 
district then centered in the area 
around Water, Pearl, Fulton, and 
Beekman Streets—and later shifted 
to Chambers Street—in lower Man- 
hattan. When the now-timeworn 
Brooklyn Bridge was opened in 1883 
he was among the first to make daily 
use of it. 

In a memoir prepared for Sargent 
& Company, he recalls that his route 
as a hardware “runner” brought him 
regularly up Nassau Street “passing 
Currier and Ives’ shop with its dis- 





play of chromos that have since be- 
come a collectors’ fad.” He told of 
the excitement that accompanied 
news of the Chicago fire. And one 
day while on an errand across Print- 
ing House Square, he paused to 
watch Horace Greeley lay the corner- 
stone of a monument to Benjamin 
Franklin which still stands there. 
He recalled Sargent & Company’s 
first use of the telescope box for 
shelf hardware which “even then, 
was either put up in paper and tied 
with string, or the box that was then 
in use; there were not very many 
that had a lid or cover with a margin 
below the top of an inch or less. . . 
our company was the first to make 


wrought cupboard and _ transom 
catches, also wrought cupboard 
turns.” 


In his early days, salesmen were 
already making the rounds for the 
major hardware companies, but the 
old custom of letting the buyer make 
business trips had not completely 
died. “Merchants from the south 
and southwest,” Mr. Wiepert once 
wrote, “continued to come to New 
York to buy; many of them made 
an annual,trip. Those from the 
South Atlantic States would appear 
in June. The fact that the horse 
races were being run at Sheepshead 
Bay and Belmont Park might have 
been a coincidence, but the visits 
were timed just right, and many of 
the visitors seemed to know about 
them. . . . They were a fine lot of 


” 


men. ... 


Office Work Laborious 


The simplest office procedure in- 
volved laborious manual labor in 
those days, and all letters were writ- 
ten in long-hand — important ones 
being recopied by a stenographer for 
the files. 

“About the time I returned to 
New York in 1884, a telephone was 
installed. That service had been 
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used several years before by some 
merchants in our neighborhood but 
not by Sargent & Company, until 
the telephone company installed one 
free of charge for a year for the 
privilege of carrying their wires over 
the roof. By the end of the year 
it had proved to be a real conveni- 
ence, and it was continued on regu- 
lar terms.” 

As an observer of financial and 
marketing trends in the hardware 
industry, Mr. Wiepert was without a 
peer. For so many years that the 
beginning date is lost, he wrote 
monthly letters to Sargent salesmen 
in all parts of the United States, 
and his forecasts and opinions were 
sought out and studied not only by 
Sargent representatives but by cus- 
tomers and trade associates through- 
out the country. 

Besides reporting to the men busi- 
ness conditions as they affected the 


by anyone who is willing to pay 
the price . . . and that includes 
your competitor. “Home made” 
mailing lists, though more difficult 
to obtain, are usually more effec- 
tive, for they represent a more 
carefully selected group of people 
whose names make up a list avail- 
able to no one else. 

For the hardware merchant, 
opportunities to build an excellent 
mailing list in his own store are 
great. Following are a list of con- 
venient sources: 


Convenient Sources 


1. Charge account customers 
whose names and addresses you 
already have in your account 
books. 

2. Present and past cash cus- 
tomers. Salesmen should take the 
time to write down all necessary 
information with each purchase. 

3. Answers to advertisements 
soliciting mail orders. The use of a 
coupon at the bottom of your news- 
paper advertisement will facilitate 
the ordering and give you the in- 
formation you desire. 

4. Names of friends submitted 
by established customers. Inexpen- 
sive gift items offered for each 
name submitted will stimulate ac- 
tion. 


company, he usually gave them good 
homely advice such as “First plan 
your work, then work your plan”— 
one of his original axioms. 


Promotions 


Mr. Wiepert’s first Sargent job in 
1879 gave way to his gold-mining 
jaunt in 1880, but in 1884 he return- 
ed for good to the firm as assistant 
to the sales manager and worked his 
way steadily to a place of top im- 
portance. He was elected a director 
of Sargent & Company in 1909, and 
in 1928 he became a vice-president. 
He resigned his directorship in 1940, 
aged 84, but continued to serve as a 
Sargent vice-president. He had made 
his home in New Haven since 1912, 
when the company consolidated its 
general offices and factory. 

In connection with his death, 
Forbes Sargent, president of Sargent 
& Company, said: 
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5. Names from newspaper an- 
nouncements of births, engage- 
ments, weddings, graduations, etc. 

6. Municipal records of licenses 
and permits usually available at 
the city hall of your town. 

7. Payroll lists of local com- 
panies, sometimes available. 

8. Convention rosters, member- 
ship lists of commercial, profes- 
sional and social clubs. 

9. The main and classified sec- 
tions of local telephone directories. 

10. The exchange of lists with 
non-competitive but allied retail- 
ers. Hardware merchants usually 
find an effective list in the posses- 
sion of a neighboring furniture o 
jewelry store. 

The chief precaution to remem- 
ber in the use of directories is to 
guard against the use of out-of- 
date books. It often takes months 
to compile a printed directory and 
during this period many changes 
may occur. 

The compiling of an effective 
direct mail list, though not a diffi- 
cult job, requires care, patience 
and resourcefulness. 

After the names have been 
gathered in sufficient quantity it is 
wise to give thought to the infor- 
mation which has been compiled. 
Correct classification will keep 








“Mr. Wiepert’s death is not only 
a severe loss to all of us at Sargent 
& Company, but to the hardware in- 
dustry throughout the country. He 
was the dean of hardware makers 
and was known and beloved by prob- 
ably a larger segment of the indus- 
try than any other man. 

“Tn the business for some 76 years, 
Mr. Wiepert retained an extraor- 
dinary capacity for looking forward, 
not for looking back, and he kept 
this capacity to the very last.” 

Mr. Wiepert had remained active 
in company affairs until a few weeks 
before his death. 

He is survived by five children: 
Mrs. Albert Erskine, of Memphis, 
Tenn., at whose home he died; Miss 
Helen Wiepert and Fred B. Wiepert 
of Brooklyn, N. Y.; Dr. William 
M. Wiepert, of Avon, Conn., and 
G. Douglas Wiepert, of Branford, 
Conn. 


your list alive and accurate. Most 
important is to divide your list 
into “active” and “inactive” 
groups. After subjecting your “ac- 
tive” customers to a_pre-deter- 
mined number of mailing pieces, 
unresponsive names should be 
transferred to the “inactive” file. 
This will keep your list alive with 
customers who react favorably to 
your selling appeals. Other possible 
groupings include marital status, 
age, financial ability, etc. 


Maintaining the List 

Both the careful gathering and 
the accurate classification of your 
lists are almost useless unless these 
names are continuously main- 
tained. Data changes will occur 
from time to time. These changes 
should be noted. Address changes 
are probably most frequent. 
Changes in marital status rank sec- 
ond. Intelligent direct mail adver- 
tisers diligently inspect their lists, 
making frequent changes. Care 
and patience in the tending of a 
“live” list will pay off in worth- 
while dividends. 

In the next issue, we'll talk about 
the various forms of direct mail 
pieces and the methods of creating 
them in the most effective manner 
at the lowest possible cost. 
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it is most appropriate to again express our appreciation 


to you, our customers, for your friendship and patronage. 


We are sincerely grateful for your patience . . 
and for your understanding of the production difficul- 
ties, due to steel shortages, that have constantly beset 
our industry. And—we pledge that throughout '48 we 
will strive to better our service to you . . . in the hope 
that we may continue to merit your regard. 


For '48, we wish you happiness, prosperity and peace. 
P & P-5032 


Vice Pres., Charge of Sales 
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to you... an old-fashioned 


Since 1869 it has been the privi- W/ 
lege of our company to furnish chain 
and chain products to the hardware trade. 


At this New Year season we believe 


SS 
—= 


| 
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CLE VELAND (HAIN 





The Cleveland Chain & Mf Co. 
Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleve- 
land 5, Ohio * The Bridgeport Chain & Mfg. Co., 
, Bridgeport 1, Conn. * Seattle Chain & Mtg. Co., 
Seattle 8, Wash. + Round California Chain Co., 
. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, N. J 


Since rDR' 1869 




















Selection, Training and 
Compensation of Retail Store 
Appliance Salesmen 


Foreseeing need for 100,000 additional appliance salesmen for hard- 
ware stores and other appliance outlets, Mr. Simpson says nearly 75 
per cent of them will work both inside and outside dealer's stores. 
More than three quarters want men to sell appliances. Salary and 
commission found most popular method of compensating appliance 
salesmen. He says dealers before increasing compensation for ap- 
pliance salesmen must have better understanding of costs of doing 
business. Urges higher discounts to dealers to meet increased costs 


I. retailers are to thrive 
and prosper as consumer outlets 
for appliances and radios, then the 
electrical industry as a whole must 
assume responsibility for guidance 
in developing and effectively train- 
ing sales applicants as well as giv- 
ing serious consideration to the 
problem of adequate compensa- 
tion, it is evident from an analysis 
of the survey on the selection, 
training and compensation of re- 
tail appliance salesmen recently 
completed by the National Electri- 
cal Retailers Association. 

Questionnaires on the subject 
were submitted to association 
members in all 48 states, Alaska, 
Canada and Hawaii. Firms report- 
ing ranged from $4,800 to $500,- 
000 in annual sales volume, and the 
analysis of return is therefore con- 
sidered representative of existing 
practices and conditions both geo- 
graphically and as to various sized 
dealers. Similarly, comments made 
by them are prophetic of future 
problems which must be faced by 
the entire industry. 

The nation’s 50,000 retailers of 
appliances and radios will need 
100,000 additional salesmen as 


*From an address before a recent 
meeting of the National Electrical Re- 
tailers Association. 
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of doing business. 


By C. C. SIMPSON* 
Managing Director, 
National Electrical 
Retailers Association 
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soon as merchandise becomes more 
plentiful, it was developed by the 
NERA survey. Where the average 
dealer now employs four salesmen, 
he expects in the near future to 
employ six. 

If dealers can secure the needed 
additional salesmen, the estimates 
based on the survey are that 20.3 
per cent will work only inside on 
the salesroom floor. A much small- 
er number, or only 5.1 per cent, 
will be used only as outside sales- 
men, while the majority, or 74.6 
per cent, will work both inside and 
outside the dealers’ stores. 

Obviously, if 20.3 per cent of 


the salesmen that dealers expect to 
hire will work only on the sales- 
room floor, then these dealers will 
have to back up their sales efforts 
with all possible methods of getting 
customers into their stores—such 
as advertising, telephone solicita- 
tions, and other indirect contacts. 

On the other hand, an equal or 
greater amount of effort must be 
exerted by the other dealers to se- 
cure the largest possible volume of 
sales from the part-inside and part- 
outside sales force of 74.6 per cent 
and the 5.1 per cent working strict- 
ly as outside salesmen. 


Selection of Salesmen 


Although the difficulties of at- 
tracting suitable sales applicants 
are constantly mounting, it is ap- 








Table 1: How Many Salesmen Are Required 


And Where Will They Work? 


Average Num- | 
ber Dealers 
Expect to 


Average 
Number Now | 


| 

| Inside 
| Outside 
Both 


| 


4 6 


| Where Will 
Employed | Employ Later | Salesmen Work-= | 


| Number Now | Number Re- 
Required by | quired Later 

| 50,000 by 50,000 

Dealers 


Dealers 


200 ,000 300,000 


100.0% | 
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STRENGTH and DURABILITY 


CRESCENT’ 
TOOLS 


There’s much more strength in Crescent 
Tools than is actually needed for their 
efficient and enduring performance. For 
instance, no human being could possibly 
apply the strain to which the wrench in 
the photograph is being subjected. Yet, 
constant testing proves the ability of 
these wrenches to withstand great strains 
without failure. 

This is but one of many tests which in- 
sure that all tools shipped out of the 
Crescent plant have more than ample 
ability to perform their intended tasks. 

Whether you buy ‘Crescent Tools for 
your own use or for resale— remember 
this fact: Every one is carefully made 
from selected raw materials, machined 
by precision methods, accuratély hard- 
ened and tempered and nicely finished, 
ready to take its place in the work of the 
world and do its job well. 













































This shows how Crest- 
oloy Pliers are individ- 
ually tested for cutting 
ability before being 
boxed for shipment. 












Crescent Screwdrivers are heat 
treated full length. This test de- 
termines their efficiency in that | 


respect. ¢ 


am "CRESCENT TOOLS 
Give Wings lo Work 


































CRESCENT TOOL COMPANY, Jamestown, N. Y. 


% “CRESCENT” is our trade-mark registered in the United States and foreign countries for wrenches and other tools. “Crescent” 
tools are made only by Crescent Tool Company of Jamestown, N.Y., and are sold by leading distributors everywhere, 
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Table 2: Where Do You Get Your Salesmen? 





All No 
Possible | Advertise | Personnel Other No Turn- | Special 
Means (Only) Contacts Drop-ins Means Over Method 





22.0% 28.8% 23.7% 











10.2% 5.1% 3.4% 6.8% 














parent from the NERA survey that 
retailers are actively working at 
the problem of securing salesmen. 

This fact is borne out by an- 
swers to the question: “Where do 
you get your salesmen—advertise, 
interview drop-in applicants, or 
through friends?” 

A total of 22 per cent of the 
dealers reported that they use every 
possible means of securing appli- 
cants, including all three means 
mentioned in the question. A larg- 
er number, or 28.8 per cent, adver- 
tise for applicants. Those who 
take advantage of personal con- 
tacts, such as friends, outside busi- 
ness and social connections, former 
associates, etc., accounted for 23.7 
per cent. 

Only 10.2 per cent, it is gratify- 
ing to note, relied on drop-in ap- 
plicants, while 5.1 per cent had 
some other means of discovering 
salesmen prospects, such as 
through distributor salesmen (3.4 
per cent) or from GI government 
training Program (1.7 per cent). 

No turn-over in sales personnel 
was reported by 3.4 per cent, and 
the 6.8 per cent who reported no 
special method were mostly in the 
class of owners of stores operated 
by kusband and wife or some other 
member of their immediate fami- 


lies. 


Men vs. Women 


A decided preference for men as 
retail appliance-radio salesmen was 
observed from the NERA survey. 


Dealers reported that 62.7 per cent 
hire only men, and 37.3 per cent 
hire both men and women. 

The figure of 37.3 per cent who 
hire both men and women would 
seem to indicate that many dealers 
now have women in their employ, 
as the result of the war-time short- 
age of manpower. 

However, when asked whether 
in their opinion men or women 
make the best appliance-radio 





machine sales, and as demonstra- 
tors of various home products. 

In this connection, a total of 
59.5 per cent of dealers stated that 
they now use the services of a 
woman home/store demonstrator. 
Three per cent occasionally em- 
ploy a demonstrator, while 37.5 
per cent have not yet done so, al- 
though several dealers indicated 
they intend to later. 

Qualities most looked for in both 
men and women sales applicants 
were many and varied, although 
most replies received by NERA in- 
dicated that dealers are looking 
for sales prospects of personal in- 
tegrity, intelligence and a desire to 
work and get ahead. 

It would seem from the NERA 
survey that the question of getting 
sales personnel on the payroll poses 








Table 4: Getting Sales Personnel on the Payroll 


























Standard | Own | Mfrs. | None 
(1) Use of application blanks 3.4% | 25.4% | 3.4% | 67.8% 
High School | None (or grade school) 
(2) Educational standards reqd. 52.6% | 47.4% 
Yes Occasionally | No 
(3) Use of aptitude test | 8.5% 5.1% 86.4% 
| | 











salesmen, 76.3 per cent of the 
dealers reported that men are best, 
22 per cent stated that either men 
or women are good salesmen, 
while only a brave 1.7 per cent 
registered a preference for women 
sales personnel. 

Several dealers stated that 
women were valuable in the selling 
of laundry equipment, and for 
specialized fields such as sewing 








Table 3: Men vs. Women and Use of Home/Store Demonstrator 


Do you hire men and 
women or all men? 


Which is best? 


Do you use the services of a 
woman home store demonstrator? 





Both 37.3% Men only 76.3% Yes 59.5% 
Allmen 62.7% | Either 22.0% Occasionally 3.0% 
| Women 1.7% No 37.5% 

100.0% 100.0% 100.0% 





a problem for numerous dealers. 
Dealers are generally of the 
opinion that educational standards 
are not of serious consequence, so 
long as the applicant has a com- 
mand of good English and can 
meet the public. This fact is 
brought out by the 52.6 per cent 
who stated they require that their 
applicants have a high school ed- 
ucation—which would reasonably 
seem to provide the necessary at- 
tributes—although 47.4 per cent 
of the dealers stated that they re- 
quire no special educational back- 
ground, or grade school only. 

One dealer, it is interesting to 
note. commented that the best 
salesman he has is only a graduate 
of the sixth grade. 

The survey does indicate, how- 
ever, that some business-like ar- 
rangement should be recommended 
to dealers for getting the pertinent 
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because of Steel Pyoe 


her drink is pure and clear... 


She’s the healthiest child in the world—this 
regular American kid. Pipe had much to do 
with making her strong, straight and sturdy, 
and in keeping her so. 


She drew her first breath in a modern hos- 
pital. Mile after mile of pipe made possible 
the sanitary and therapeutic facilities that 
gave her a head start over the children of 
other nations. 


Her home sets the world’s standards for 
comfort, convenience and healthful living, 
largely because of the thousand-or-so feet of 


pipe that provides pure water, heat and 
sanitation. 

All through her life, steel pipe in one form 
or another will help to assure her health and 
happiness. She can take it for granted—we 
all can. 


The interesting story of ‘Pipe in American 
Life’ will be sent upon request. 


COMMITTEE ON STEEL PIPE RESEARCH of 


American Iron and Steel Institute, 350 Fifth 
Avenue, New York 1, N.Y. 


STEEL PIPE MAKES IT POSSIBLE! 





2 > 


.. » better living through pipes of steel for plumbing and heating purposes. 
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Table 5: How Salesmen Are Trained 








Train them ourselves 


| Use outside training 
to supplement our own 
training 











40.7% 


50.8% 


| No special training 


8.5% 








facts on sales applicants before 
they are hired, and assistance giv- 
en dealers in carrying out the plan. 
While 32.2 per cent of those re- 
porting used some form of appli- 
cation blank provided by the man- 
ufacturer and made _ available 
through the distributor—67.8 per 
cent of those reporting used no 
form of application blank at all. 
NERA believes that when the ad- 
vantage of having complete in- 
formation about an applicant be- 


salesmen if details of its use and 
evalution of results gained from it 
were more fully explained to them. 

To guide our members in the use 
of aptitude tests, NERA is now 
employing a test in hiring all 
NERA field and headquarters staff 
personnel, and our experience will 
in turn be passed on to our indi- 
vidual members. 

A considerable number, or 40.7 
per cent, of the dealers reporting 
in the NERA survey said they were 


no doubt reflected in such dealer 
statements as “Lack of interest— 
good salesmen want too much 
money”... “I find it almost im- 
possible to hire salesmen, unless 
you guarantee them about $300 a 
month” “Young men are 
afraid of work on a salary and 
commission.” 

Thus the dealer’s biggest diffi- 
culty becomes an_ industry-wide 
problem, since the dealer certainly 
can’t train a salesman until he 
finds one. 


Training of Salesmen 


Dealers are definitely training- 
conscious, it was brought out by 
the NERA survey. Evidence to back 
up this statement is found in the 
fact that 91.5 per cent of the deal- 
ers reported that they use some 
definite form of training—either 

















Table 6: 

” : -— a 
| Straight ; % 
| Salary | 
—_ — = 
% Dealers | 14.0% sO 
Average $218 mo. | 
| 
High $265 mo. | 

Low $170 mo. 


Compensation of Retail Appliance Salesmen 





| 
Straight | Salary and | Commission Commission 
Commission | Commission | and Guarantee and Draw or % of Profit 
ilaaiibecidamiiaalecadinioa — es Sc scaaeiatagidel icici 
27. 9% | 30.2% 4.7% | 9. 3% 13 9% 
9.2% | Sal. $156 | Guar. $207 | Draw $185 | Sal. $206 
Com. 4.35% Com. 5. 5% Com. 10. 0% ie See remarks 
13.0% | Sal. $215 | Guar. $215 | Draw $225 
| Com. 7.2% Com. 8.0% Com. 12. 5% | * See remarks 
4.5% | Sal. $100 | Guar. $200 | Draw $108 | 
| Com. 1.0% | Com. 3.0% | Com. 7.5% | * See remarks 


Salary and Bonus 
































| 





* Remarks: It was impossible to present any average figures on salary and bonus or per cent of profit ene used by various 
dealers, due to wide variations in such plans, although all dealers using these plans reflected a serious study of the question of com- 


pensation. 


It is the opinion of the NERA management that these dealers are those of long experience, who are fully qualified to 


administer their own set-up, aided by a knowledge of their own costs-of-doing-business and assistance of the analysis by manu- 


facturers of various plans possible to use. 
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fore he is hired is proved to deal- 
ers, they will doubtless be quick to 
adopt the practice of always using 
such forms. 

Likewise it is apparent from the 
NERA survey that there exists a 
fertile field for education of deal- 
ers in the use of the various apti- 
tude tests provided by manufac- 
turers. Those who now use such 
tests number 8.5 per cent, those 
who occasionally use them 5.1 per 
cent, and those who do not have 
such tests available or are unaware 
of their benefits, 86.4 per cent. 

We believe that many dealers 
are not familiar with the proper 
use of aptitude tests, and would 
more often use this aid in hiring 


94 


experiencing a normal or above- 
normal interest on the part of men 
interested in accepting a sales job. 

Judging from these facts, NERA 
believes that dealers need a great 
deal of help in finding good sales 
applicants. 

Probable core of the trouble is 


their own or their own supple- 
mented by outside training pro- 
vided through electric companies 
or manufacturers courses admin- 
istered by distributors. 

It is extremely gratifying to the 
NERA management to note that 
only a bare 8.5 per cent of dealers 








Table 6-a: Average Monthly Earnings 


(Taken from dealers in business before the war] 





Earnings Now 








Earnings Pre-War 


Average | $300 mo $220 mo. 
$500 mo. $400 n mo. 
Low 200 mo 135 mo. 


High | 
| 
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consumer advertising *++and the pleasure 
° working with 


LYTON 


2+ luce HOME 

TOOLS 
”DISSTON 

WOOD TuRNING 
CHISELS 


































for December will : 
ae A with emphasis 
feature De Luae on QUALITY and 
Home Workshop the ECONOMY 
Tools of quality 
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Right now is none too early to prepare for your craftsworker customers 
who will soon be calling on you for new tools... particularly tools 


that have been scarce during recent years. Among these tools few will 





set ever © 
Sonal or hom 













be in greater demand than the three featured in the Disston December 
advertisement shown here. Each tool represents quality of the highest 
degree... Disston quality, which means finest steel, expert workman- 
ship and dependable tool performance . . . plus long life and economy. 


When you show your customers Disston Circular Saws, Band Saws 
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and Wood Turning Chisels, you'll make more sales when you... 


SELL THESE LEADING FEATURES 


DISSTON De Luce DISSTON De Luze 


Circular Saws Narrow Band Saws 

















Made of the same Disston Steel Made of Disston Steel for tough- 













and with the same care and precision ness, temper and long life. Blades Disston 

Di Circular are straight and true. Teeth are Be2 
ss the famous Disston a correctly set, and have proper pitch, ¢ Lae CIRCULAR SAWS 
Saws used by leading lumber mills. spacing and gullet room to assure The world’s finest cir ilar saws 
Cross-cut, Rip, Flat-ground Com- fast, easy, smooth cutting. Their made of ‘the same Disston snl 






high flexibility withstands constant 
strains and bends in operation. 
Remember! These saws are made 
especially in 25 gauge for home 
workshop service. 


bination and Hollow-ground Com- 
bination... each in 6”, 7”, 8” and 
10” sizes. 








ive ty} ? ling lumber 
* ® sens ut 
two Flat ground Combinar, Rip, 


Holliow-ground Combination 
ination 


















DISSTON Wood 






ee tt) 
















Chisel Advertised 

Turnin isels i 
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These high quality chisels and issue of FREE Cc eg 

gouges are made of fine tool steel, Feety Homec tates PR ls. 
hardened and ground with the cor- es cee ae al tals how to Sol and 
















SATURDAY EVENING 



















rect bevel; and highly polished. 
8 chisels supplied in set—the finest HENRY DISSTON a wrer iit 
set ever offered the professional “rye 1260 Taek, OMS, INC, od $ os 
or home craftsworker \ Philadelphia 35, p, 
Cl heme ee i hl 
= Meer A¥6., Torente 1, Cnt = ~— 










REG. U.S. PAT. OFF. 


HENRY DISSTON & SONS, INC., 1254 Tacony, Philadelphia 35, Pa., U.S.A. 
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SPECIAL NAILS RIVETS SCREWS, 


SMIMIS SLIALE-SUYN TWID3dS 


Let Hassall supply your requirements of brass and steel escutcheon pins in standard or special sizes 
... Plain or plated finishes 4. . Attractive, sturdy, metal-edge boxes assure display value, convenient 
handling and protection of contents ... WRITE FOR PRICES. 
» Escutcheon pins in other metals, special nails, drive screws and rivets made to order... Economy, 
quality and quick delivery in large or small quantities ... Tell us what you need... We will answer 
promptly ...ASK FOR FREE CATALOG... 3-color Decima! Equivalents Wall Chart free on request. 


JOHN HASSALL, INC. - 





MANUFACTURERS OF COLD-HEADED SPECIALTIES—ESTABLISHED 1850 


419 Oakland Street 
Brooklyn 22, N. 


Vs 
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our supply of Te ~ 
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Vi 
Try us! 
WILcox, CRITTEN 
WF South M 


Middletow", 


pen & C0, INC: 
ain Street 
Connecticut 




















reported no special training, and 
here again, the replies received 
were mainly from small dealers 
employing members of their own 
families as sales people. 

In the breakdown, 40.7 per cent 
of the dealers indicated that they 
train salesmen themselves, either 
by assigning the responsibility to 
the senior salesman or manager, 
or, as in the case of owner-man- 
ager, by doing the training them- 
selves, while 50.8 per cent use out- 
side training to supplement their 
own programs. 

In the 40.7 per cent bracket, it 
is further the NERA opinion, are 
many small community dealers 
who would like to have help but 
haven’t yet had it offered to them. 

However, the figure of 50.8 per 
cent who do have outside training 
available indicates a healthy ex- 
pansion of such programs on the 
part of the industry. With such ex- 
pansion of sales training programs, 
we believe the industry will soon 
encompass the 40.7 per cent who 
train salesmen themselves, as well 
as the 8.5 per cent who for one 
reason or another have not taken 
advantage of outside training or 
who have not organized themselves 
to do any training. 


Time Allotted for 
The Training Period 


Time allotted for the training of 
salesmen varied according to the 
size of dealer sales volume and the 
facilities available for sales train- 
ing. 

At this point it is probably well 
to say a word in analysis of train- 
ing. While the man who has never 
done any selling but possesses the 
aptitude will require more basic 
training in selling, and in selling 
appliances, other sales prospects 
will require only appliance sales- 
manship training and _ specific 
product training. 

Recently it has been presented 
to the industry, and NERA con- 
curs in the belief, that it is well to 
have a clearing house for consoli- 
dation of training, so that each 
person will acquire the requisite 
instruction. Obviously it is a waste 
of time to enroll an experienced 
salesman in basic salesmanship 
courses who already knows selling 
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but has previously worked in other 
fields. - 

We do, however, advocate that 
each man should have available 
the instructions he needs, and then 
after the intensive period of three 
to six months’ training, have his 
energies directed toward specific 
product training. 

In any event, it is certainly true 
that regular sales meetings should 
be held. We suggest a minimum of 
one hour a week, in order to pro- 
vide the needed continuous train- 
ing. Of course, private conferences 
will in addition be necessary with 
those salesmen not yet making 
their quotas. 

Few dealers have yet worked out 
a system of setting quotas, but 
many intend to do so as the supply 
of merchandise increases. 


Compensation 


The question of how to pay a 
salesman is one matter on which 
most dealers want advice. The 
majority of dealers reporting in 
the NERA survey use the plan of 
salary and commission. Many of 
the most successful dealers use, in 
addition to the salary and commis- 
sion plan, an incentive method of 
rewarding the better salesmen. 
Such incentives usually consist of 
something special each month, in 
order to get the entire sales organi- 
zation working as a unit to make 
more and more sales. Therefore, 
it would seem that the best plan 
for compensating salesmen is sal- 
ary, commission and incentives. 

An analysis of the various com- 
pensation plans is in Table 6. 

In analyzing the forms of com- 
pensation other than the stated 
bonus plans, it is observed from 
the NERA survey that no two 
plans function alike. For instance, 
in the category of dealers paying 
straight commission or salary and 
commission, where one dealer 
pays $40 a week and 6 per cent 
commission, another pays 6 per 
cent and no salary at all. 

It is further revealed that com- 
missions vary on high vs. low dis- 
count items, and dealers further 
indicate they expect to find it nec- 
essary to spend more on commis- 
sions in the future. 

The entire question of compen- 
sation might resolve itself, there- 

(Continued on page 107) 
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A NEW STRONGER TARP 
WITH NEW Sales Gepeal 











Your Customer Gets 
HIS NAME on it! 


Here’s a walloping new sales appeal 
that’s never been offered before in tarps— 
every customer can get his name and address 
on his new triple-strength Fulton, and it’s no 
trouble or cost to you. 


Every Fulton you sell becomes a 
traveling advertisement for your 
store, because every Fulton is imme- 
diately identified by the bright 
colored reinforcements that give 
triple strength and longer wear. The 
“name-on-your tarp” idea, not only 
has a new personal sales appeal, but 
has extra value in protection against 
loss or theft. 


Free Advertising Helps 


Write today for full details on this new 
merchandising plan which includes free 
advertising for dealers. Get the profitable 
dealership in your community for Fulton 
Tarps — there's a size for every use, a 
thousand uses for every size. 





FULTON BAG & COTTON MILLS 


MANUFACTURERS SINCE 1870 
ST. LOUIS DALLAS 
MINNEAPOLIS 


KANSAS CITY, KANSAS 
NEW YORK 


NEW ORLEANS 


DENVER ATLANTA 
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ELECTRIC 
KITCHEN RANGE 


FULLY AUTOMATIC 
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“) WINTER SPORTS| 


HAVE GOOD 
EQUIPMENT d, 
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KITCHEN 
RANGE 
WINDOW 


MERCHANDISE: 
Electric range, white 
enamel ware such as 
dish pans, stew pans, 
stew kettles, double 
boilers, tea kettles, 
pressure cookers, 
electric toasters, egg 
beaters, steam irons, 
electric irons, can 
openers, kitchen cut- 
lery sets, knife sharp- 
eners, electric fruit 
juicer, etc. 


BACKGROUND: 
Center panel of 
white corrugated 
board or painted 
wallboard. Side pan- 
els of light green 
material. Cut out 
letters of light green 
materials. 


For Late January Windows — 
Ranges and Winter Sports 


HARDWARE AGE Original Window Display IDEAS 


WINTER 
SPORTS 
WINDOW 


MERCHANDISE: 
Toboggans, skis, ski 
poles, sleds, ice 
skates, pack baskets, 
ski boots, bowling 
shoes, ski parkas, 
sox, basket ball, foot 
balls, table tennis 
set, electric lanterns, 
gasoline lanterns, 
flashlights. 


BACKGROUND: 
Center and side pan- 
els of white corru- 
gated board or paint- 
ed waliboard. Cut- 
out letters on center 
panels of light red 
material. 
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gt Should Happen 
to a Dog — 
NOT A BRUSH 


“‘A FULL HEAD OF BRISTLE IN EVERY BRUSH” 


A BALD PAINTER can do a fine job — BUT NOT with a BALD BRUSH. It is our belief 
that bristle should stick to the brush, not to the wall. We have made quality brushes for 
over forty years. From fathers to sons has been handed down the secret RUBBER form- 
ula that assures permanence of bristle and prevents shedding. Firmness of bristle and 


skilled craftsmanship are your guarantee for good performance and long life of every brush. 
INQUIRE OF YOUR JOBBER OR DEALER 
PITEGOFF BROTHERS, Inc. 


320-330 VAN BUREN STREET 
BROOKLYN 21, NEW YORK 


Mokers of Quality Brushes for Two Generations 
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R OOKS, pamphlets, or 
historical articles about Ameri- 
can cutlery seem very scarce or 
almost non-existent. Nor have | 
found manufacturers, wholesalers 
or retailers with any definite gen- 
eral statistics on production or 
sales. There have been many 
changes among manufacturers, old 
concerns have liquidated, or sold 
out, or merged with competitors. 
As a result, while the trade has 
suffered from a scarcity of goods, 
there is no scarcity of “trade 
marks!” 


Study Valuable 


The best posted men in the in- 
dustry do a lot of guessing. A care- 
ful and authoritative study of the 
industry would be valuable. This 
series of articles and letters, after 
all, are not much more than indi- 
vidual expressions of opinion. It is 
only fair to predict that in the 
not too distant future the govern- 
ment will make investigations into 
various lines of goods with the in- 
terest of the consumer as a basis. 

Among booklets and catalogs 
sent me I must acknowledge two 
from Camillus Cutlery Co. One is 
a very interesting history of the 
business—its personnel—and its 
location in the town of Camillus, 
near Syracuse, N. Y. The other is a 
very well printed and illustrated 
catalog of their line of pocket 
knives. It would be fine if every 
hardware salesman and store clerk 
could study this catalog. He would 
learn to know all the different 
kinds of knife blades—spear, clip, 
sheep foot, speying, etc. Also the 
well known patterns of knives such 
as Barlows, Congress, jack knives, 
etc. 

John Burroughs is one of my 
favorite poets. He wrote “My Own 
Shall Come to Me”—He believed 
in waiting. Now I have always 
wondered why so many cities and 
towns in Northern New York State 
bear classical names. I have often 
asked usually well informed people 
but have never received a satisfac- 
tory answer. Now, strange to say, 





100 


The 
Dean’s 
Page 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


the answer comes in a book writ- 
ten about Camillus by Alfred Lief. 

Let me quote his words: 

“The quaint name of Camillus 
owes it origin to the classical taste 
of the state’s (N. Y.) surveyor- 
general, who in 1799 laid out into 
townships—a military tract cre- 
ated by the legislature—from land 
vacated by hostile Iroquois (In- 
dians)—for settlement by Revolu- 
tionary War veterans and _ their 
families. Entering place names on 
his map, the surveyor chose to call 
this area, midway between Albany 
and Buffalo, after Marcus Furius 
Camillus, an ancient Roman gen- 
eral. The mustered out musket men 
drew lots for their acreage and 
moved in.” The same learned Sur- 
veyor General likewise named 
Troy. Ilion, Ithaca, Syracuse, etc. 


Northern New York State is a 
queer mixture of Indian and 
classical Greek names. Hardware 
store clerks therefore can work in 
a little early American history in 
selling pocket knives. Nothing like 
having a knife with a pedigree. 

I haven’t written much about 
shears. This part of the cutlery 
business—unlike knives—seems to 
have lived a rather peaceful ex- 
istence. But shears and scissors 
have a long history. Ancient pic- 
tures of the three Fates depict them 
cutting the ribbon of life with a 
pair of shears. Shears, in age, long 
antidate the spring pocket knife. 
While men used swords, spears, 
and daggers, women used some 
form of scissor when they worked 
on their embroidery and tapestry 
or in making lace, not to mention 
more prosaic clothing. 


Experience With Shears 


My own personal contact with 
shears was with the “laid steel” 
variety. A hard steel edge (forged) 
welded to a soft steel (blanked) 
back. The bows were “blanked” 
out of soft steel. Later appeared a 
nut with a small spring washer 
that kept the hard steel blades in 
line. Then came the all-steel shears. 

Those old-time shears seemed to 
last forever. Now from some very 
well prepared ads I see we have 
“Heat Treating by Electronics.” 
Judging by the ad they must be 
good. 

Hardware retailers should give 
shears and scissors a new lease on 
life. You have about lost the busi- 
ness. Give shears and scissors a 
show in your advertisements. Look 
up the ads of The Acme Shear Co. 
of Bridgeport, Conn. I note in very 
small type, they tell their complete 
line is “hot-forged.” 

In selling shears and scissors 
run your finger along the blades 
and then work them open and shut 
next to your ear. Hear how smooth 
they cut, but be sure to wipe off 
the blades when you finish your 
show. 

Shears and scissors should be 
kept in leather, imitation leather or 
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Rural hardware dealers know 
this. Asked what rural magazine 
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21 %o greater 


cutting action 





EVERSHARP MODEL No. 30 


the faster, easier action of EVERSHARP 
Mowers makes sales easier, too! 


@ 110° Helix...21% above average, 
means two instead of one blade at cut- 
ting surface...for greater action... 


also extra resistance and Protection is 
added to lower cutter bar to withstand 
shock of impact with foreign objects. 


Built to last. Full 16” cutting - width 
5-blades, self- sharpening. 


take-up adjustment. 


Double-pawl clutch: positive, smooth 


® 
® Self-aligning ball bearings, with 
s 
action. 

2 


Crucible steel cutting blades and 
lower cutting bar, precision ground 
for perfect alignment, also double 
set screws for micromatic cutting 
adjustment. 


@ Hi-Lo adjustment. %" to 1%" for light 
or heavy lawns. 

@ Ribbed rubber tires and moulded 
rubber gripped handle. 

@ Stained hardwood roller or ribbed 
rubber roller with hardwood core 
(optional). 

@ Snap-on handle of rigid tubular steel. 

@ Baked enamel! finish, attractive colors. 


@ Balanced weight: 34 Ibs. 2 models: 
Model No. 30, cast side frame. Model 
No. 20-E, all steel. Both with heavy 
gauge pressed steel shock - resisting 
wheels. 

@ Guaranteed one year. Compare Ever- 
sharp specifications. Available through 
your jobber. Write us for information. 


Designed and manufactured by 


MIDWEST MOWER CORPORATION 
3132 Locust Street, St. Lovis 3, Mo. 


LAWN MOWER 


America’s fastest growing favorite! 








plush or velveteen cases. They 
should also be wiped with a 
chamois skin or some very soft 
cloth after being used. 

Twenty-five years ago in Paris 
| bought a pair of small scissors 
to trim my mustache. They came 
in a leatherette case. I have used 
them constantly ever since and 
they are as good as new. I attrib- 
ute this to the case and to the fact 
that I always wipe them. 

My barber claims he can’t buy 
an old time good pair of barber 
shears. But the head barber tells 


me that he is a Communist and 


nothing suits him at any time. 

What has become of the old- 
fashioned razor makers? I am told 
only two have survived. They live 
mainly on barbers’ trade. 

How, for long years, one re- 
members small things! I remem- 
ber an elderly salesman who trav- 
eled the south for Torrey telling 
me when he visited their razor fac- 
tory, Mr. Torrey, the head of the 
concern, had him come up to his 
home for dinner. He said the Tor- 
reys were fine people. But the thin- 
bladed, safety razor blade put 
them out of business. 





A Letter Regarding Cutlery 


Received By Our Contributing 
Editor—Saunders Norvell 


Dear Mr. Norvell: 

It was a pleasure to talk with you 
recently and to hear your comments 
regarding the cutlery industry. Al- 
though there is probably some basis 
for your criticisms we do not agree 
with some of your conclusions. Of 
course, our point of view primarily 
concerns pocket knives and our part 
in pocket knife manufacture and 
promotion. We present an outline 
of our points of view for your con- 
sideration, 


Quality 


The knives being produced in 
much of the cutlery industry—cer- 
tainly those made by our firm—are 
far and away better than ever made 
before in America. This is particu- 
larly true when consideration is 
given to the ‘increase in workers’ 
wages, advance in their standards 
of living and current relatively low 
prices. 

Technical advances in steel manu- 
facture make it possible to produce 
steel of such exact refinement and 
quality that the old fashioned ham- 
mer forging is no longer necessary. 
One of the first characteristics of 
this steel is a uniformity of quality 
never achieved by the old methods. 

The hardening and tempering of 
this superior steel is now controlled 
by electronic equipment to exact 
degrees with the result that every 
blade has a toughness and hardness 
that was only achieved now and 
again with the old “hit or miss” 
manufacturing techniques. 

Through all the rest of the pro- 
duction processes—grinding, polish- 


ing, edging of the blades, assem- 
bling, fitting, finishing and the many 
other operations that are required 
to produce pocket knives, modern 
machines, training and rigid inspec- 
tion, achieve a consistently finer 
quality. Such quality is produced 
by our company at reasonable cost 
for Camillus prices, even now are 
not much higher than pre-war prices 
for comparable knives. 

The lines produced today are 
much shorter than in the olden days. 
This speeds production, distribution 
and sales — it makes for a more 
profitable operation all along the line 
—yet the variety is sufficient to satis 
fy all individual requirements. 


Promotion 


The quality and cost of a knife 
is not the whole story of its success- 
ful sale. The trade and the public 
must be told about good products 
to produce the demand and volume 
necessary to modern manufacturing 
methods. Our company believes that 
the consumer is the only real buyer 
of merchandise . . . that all trade 
sales are a means to this end. For 
this reason our big guns are hitting 
the consumer day after day—with 
advertising and point-of-sale displays 
and promotion. These all help the 
dealer make his sales faster and 
easier, help him build greater vol- 
ume, faster turnover and larger 
profit. This type of promotion is 
as forceful as it ever was and, of 
course, honest and factual consumer 
advertising does a good pre-selling 
job. 

The wholesaler and dealer are 
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The ‘Heart’ of the 
HUDSON-HART* GAS BROODER 


Above: Economy unit with 
single burner and single 
pilot light. Special clay 
radiants reflect infra-red 
heat to every chick under 
brooder. 

Left: Carefree regulation as- 
sured by Hart thermostat 
and sensitive accurate 
valve. 


Sprayers and Dusters 


and 
pment 


Equipment 































When you talk to a prospect about the Hudson-Hart* Gas Brooder, 
don’t think only of the profit you’ll make on the brooder. Think, 
too, of the extra gas sales you'll make this year and for the long life 
of the brooder. Then sell—and sell hard. It’s worth it! 


Just check the “reasons to buy” a Hudson-Hart*: AUTOMATIC, 
work-free, time-saving brooding ... DEPENDABILITY in cold- 
est, stormiest weather... ECONOMY. Make every possible sale 
—have several on hand well before the brooding season begins. 


HUDSON PRE-SELLS YOUR PROSPECTS 


All winter leading poultry and farm magazines are carrying Hudson 
Brooder advertising . . . doing part of the selling job for you. 


BE READY—ORDER NOW 
Make every possible sale—have Hudson-Hart* Brooders on hand 
before the brooding season begins. Write, wire or phone Hudson 


for full information. 


*T.M REG. U. S. PAT. OFF. © 1947 w. ©. H. MFG. Co. 


Poultry Equipment 


Farm Ventilation 


Equipment 


TESTED AND PROVED EQUIPMENT 
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VT MALO 


FOR MORE TOOL MILEAGE 





Pliers for 


Every Need 


Tools marked UTICA have 
performance built in... . 


UTICA 
DROP FORGE ETOOL 


CORPORATION 
UTICA 4,NEW YORK 








constantly advised through trade ad- 
vertising, of all of our promotion. A 
complete catalog, which is a new 
high in the attractive presentation 
of knives, helps move sales through 
the trade with the least amount of 
resistance. A new type of packag- 
ing facilitates the trade handling of 
knives, Cellophane wraps cut down 
handling and rust. 

You can see that our organiza- 
tion, at least, has not been laggard 
in planning and developing a new, 
progressive program ... that it con- 
siders the past as something to be 
improved upon and the future as a 
grand opportunity to make pocket 
knives of primary importance to the 
jobber, dealer and consumer. 

While our firm, in common with 
all manufacturers, has struggled with 
the retraining of skilled workers, in- 
adequacy of raw material and the 





reconversion of manufacturing facil- 
ities, we are up to date on delivery, 
thus insuring our distributors a bet- 
ter turnover than on many other 
items of hardware they carry. 

We shall be very glad to give you 
any further information and help we 
can in the development of your cur- 
rent series of cutlery articles for the 
Harpware Ace. This series should 
be of considerable value in re- 
awakening an interest in cutlery on 
the part of the trade and this interest 
can make the difference between a 
profit and loss to many or all in- 
volved. 

Good health and good luck to you. 


Sincerely yours, 


ALFRED B. Kastor 
Chairman of the Board 
Camillus Cutlery Company 
New York, N. Y. 





| They Move More—See More—Buy More! 


(Continued from page 75) 


| their turn. At this spot they can 
see plenty of merchandise which is 
well displayed and the impulse to 
buy is often aroused. 

“The results of our moderniza- 
tion program have been most satis- 
fying,” says Mr. Merschel. “In the 
first place, we have been able to 
show more merchandise through 
better display facilities. The in- 
creased lighting program really 
has proved an inducement to cus- 
tomers to examine the merchan- 
dise more thoroughly. 

“Since our modernization we 
have conducted no outstanding 
sales promotional or advertising 
campaigns, and yet some of our 
store departments have tripled 
their former volume. We are cer- 
tain that the modernization has 
played the major part in this in- 
crease.” 

Mr. Merschel likes to study how 
traffic flows in his store. For ex- 
ample, he has found that the wide 
cross aisles induce many customers 
to cross over and go out of the 
store along the opposite wall space 
aisle from the aisle along which 
they entered the store. Such cus- 
tomers look at the merchandise 
displayed, often stop, pick up an 
item and bring it back to the 
wrapping counter for purchase. 

In a small store, especially, this 
crossover feature brings more mer- 
chandise to the attention of every 





customer, he points out. 





“We could display even more 
merchandise on our center aisle 
tables and counter,” says Mr. Mer- 
schel, “but we want sidewalk and 
other traffic to be able to look 
down the entire length of the store. 
Our entire display program is cen- 
tered around this objective. Our 
various departments are identified 
with large, neat signs. The store 
is well illuminated by fluorescent 
lighting. We want the sidewalk 
traffic to be able to see those de- 
partment signs and be reminded 
of their needs. We have traced 
numerous sales to these signs.” 

The population of East Tawas is 
only 700, but nearby is a large, 
well-patronized resort area. This 
swells the population by several 
thousand from May until Septem- 
ber, and most of these customers 
have plenty of cash to spend. 

Local and rural area trade dur- 
ing the rest of the year is consid- 
erable, states Mr. Merschel. Since 
his store was modernized, he has 
noticed that many customers come 
from distances of 10 and 20 miles. 
This shows, he states, that a hard- 
ware store can increase its trading 
area through better display, light- 
ing and general merchandising. 

The store layout was planned by 
The Geo. Worthington Co., Cleve- 
land, Ohio, wholesale hardware 
distributors, with fixtures con- 
structed by W. C. Heller & Co., 
Montpelier, Ohio. 


HARDWARE AGE 



































The | 
(Cor 


ties. Asse 
fairly a 
elected of 
trained { 
volved al 

Collect 
offer mai 
sometime 
Collectin; 
economic 
difficult. 
culty du 
less hom 
pay their 
reached 
20 per. 
1932-33. 


ernments 


A’ 


1, ‘Fo 
property. 
2. To 
growing 
Some 
on prope 
complete 
New Har 
Island a 
Anoth 
the hor 
ment, di 
home 01 
were vot 
from a 
sessed Vv. 
a $5,000 
Mississiy 
an exem 
states g1 
tions W 
Georgia, 
sota, Ne 
Texas ¢ 
tions we 
tance te 
states. 
exempti 
$240 mi 
of the t 
in the s 
Other 
ments < 
rates as 
the Thir 
To re 
the state 
taxes. 
active p 
enue sol 


DECE) 


uring facil- 
on delivery, 
utors a bet- 
many other 
arry. 

to give you 
and help we 
pf your cur- 
cles for the 
eries should 
lue in re- 
. cutlery on 
this interest 
between a 
or all in- 






luck to you. 


R 
Board 
Company 


ven more 
nter aisle 
Mr. Mer- 
walk and 
: to look 
the store. 
im is cen- 
ive. Our 
identified 
The store 
uorescent 
sidewalk 
those de- 
reminded 
e traced 
. signs.” 
Tawas is 
a large, 
‘a. This 
several 
Septem- 
istomers 
nd. 
ide dur- 
consid- 
|. Since 
he has 
rs come 
0 miles. 
a hard- 
trading 
, light- 
ising. 
ined by 
_ Cleve- 
rdware 
3 con- 


& Co., 


AGE 











The Decline of a Tax 
(Continued from page 82) 


ties. Assessing property valuations 
fairly and uniformly through 
elected officials—many of them un- 
trained for this work—is an in- 
volved and difficult procedure. 
Collection of the taxes may also 
offer many problems, delays, and 
sometimes expensive litigation. 
Collecting taxes during a period of 
economic distress is particularly 
difficult. This was a major diffi- 
culty during the Thirties. Count- 
less home owners simply could not 
pay their taxes, and delinquencies 
reached record heights, a rate of 
20 per cent over the nation in 
1932-33. This presented state gov- 
ernments with a two-fold problem: 


A Two-Fold Problem 


1. To relieve the burden on 
property. 

2. To find new taxes to finance 
growing relief expenditures. 

Some states relieved the burden 
on property by eliminating the tax 
completely: Illinois, Michigan, 
New Hampshire, Oklahoma, Rhode 
Island and South Dakota. 

Another method was found in 
the homestead exemption move- 
ment, designed to give relief to 
home owners. These exemptions 
were voted in 14 states and ranged 
from a $500 exemption (on as- 
sessed valuation) in Wyoming to 
a $5,000 exemption in Florida and 
Mississippi. South Dakota allowed 
an exemption on 160 acres. Other 
states granting homestead exemp- 
tions were Alabama, Arkansas, 
Georgia, Iowa, Louisiana, Minne- 
sota, North Carolina, Oklahoma, 
Texas and Utah. These exemp- 
tions were of considerable impor- 
tance to the revenues of these 
states. For example, homestead 
exemptions in Georgia totaled 
$240 million in 1944 (30 per cent 
of the total of assessed valuation 
in the state). 

Other states lowered assess- 
ments or dropped property tax 
rates as a relief measure during 
the Thirties. 

To replace revenues thus lost, 
the states looked for new types of 
taxes. The result was the most 
active period of expansion of rev- 
enue sources in U. S. history. The 
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How to keep your supply sources right at hand ! 



































With Air Express cutting delivery time from any U.S. 
point to a matter of hours, it’s like lassoing your supply 
sources and keeping them within quick reach. 

You get the fastest possible service with Air Express. 
Special pick-up and delivery service is included. And since 
Air Express goes on every flight of the Scheduled Airlines, 
shipments keep moving — fast. If you’re faced with over- 
seas shipping problems, Air Express can save you weeks 
of delivery time. Use this speedy, inexpensive service 
regularly. 


Specify Air Express-its Good Business 


@ Low rates — special pick-up and delivery in principal U. S. 
towns and cities at no extra cost. @ Moves on all flights of all 
Scheduled Airlines. e Air-rail between 22,000 off-airline of- 
fices. @ Direct air serviceto and from scores of foreigncountries, 


Just phone your local Air Express Division, Railway Express 
Agency, for fast shipping action ... Write today for Schedule 
of Domestic and International Rates. Address Air Express, 
230 Park Ave., New York 17, Or ask for it at any Airline or 
Railway Express Office. 























GETS THERE F1RST 






Fastest delivery — at low rates 

Memphis, Tenn. manufacturer re- 

quested fast delivery of spare parts 

(34 lbs.) located in San Angelo, Tex. 

Picked up 11:50 AM the 2lst, de- 

' livered same day at 5:40 PM. 668 

miles Air Express charge $7.31. Other 

S les, 
AIR EXPRESS DIVISION, weights, any distance, similarly inex- 


RAILWAY EXPRESS AGENCY 
...A SERVICE OF 


rue scneouceo AIRLINES of rue uniteo states 


pensive and fast. 
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Thousands and Thousands of Oil Space Heaters and 
Furnaces in use and here’s the new way to clean them! 


The new wonder chemical—RID-O-SOOT cleans like magic from 
burner to cuimney top—eliminates the messy job of taking down 
stove pipe or reaching thru the tiny hole of a space heater to 
clean out the carbon. 


Nothing like RID-O-SOOT. Absolutely a "must" item 
at all leading hardware stores. 








SO GOOD-—Servicemen consider it 
their most important tool 
on a heating job. Cleans 
in a matter of minutes! 


SO SAF E—Achild can useit. RID-O- 
SOOT can be used for ex- 


tinguishing a chimney fire. 


Sells for 75 cents a Jar. Dealers cost $11.28 carton of 24. Order today. 
Send check with order, otherwise shipment will be sent C.O.D. 


BAKER'S SERVICE CO. 
Malone, N. Y. 


Distributors’ inquiries invited for territories not already covered 











Mfaster-fprac WILL SELL 


ee 


Housewives will buy 


[faster-fprac 


MEAT and FOOD CHOPPER 


because... 


@ It chops raw meat like 
the butcher does. 


It won’t discolor food. 


It won't leak around the 
handle. 


@ It chops all foods either 
fine, medium, or coarse. 


@ It is ready to use ina 
few seconds. 


@ It is light to handle and 
easy to clean. 


MASTER APPLIANCE DIVISION « Jackson, Michigan 
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answer was found chiefly in gen- 
eral sales taxes or in levies on 
sales of special commodities. 
Forty-six states placed a tax on the 
newly re-legalized alcoholic bev- 
erages. General sales taxes were 
adopted in 21 states. Personal or 
corporate income taxes were add- 
ed by 22 states. Special chain 
store taxes were adopted by 20 
states, and new tobacco imposts 
were levied by nine. 

Result: Property taxes account- 
ed for 38 per cent of state reve- 
nues in 1925. only 7 per cent by 
1939. 

A few states, however, still rely 
heavily on the general property 
tax. Nevada’s property tax ac- 
counted for 27 per cent of its col- 
lections last year. Twenty-two per 
cent of Nebraska’s tax receipts 
and 20 per cent of Maine’s came 
from the property tax. 

In contrast to the decline of the 
state general property tax has been 
the increased use of special, or se- 
lective property taxes. This type 
of tax has been levied on proper- 
ties not suitable for local taxa- 
tion—public utilities and intan- 
gibles. for example. Very often, 
all or a part of these revenues are 
allocated among local units of 
government, to compensate them 
for losing these properties as tax 
sources. 

The general property tax seems 
likely to continue as the principal 
source of revenue for counties, 
townships, and municipalities, 
which got 92 per cent of their tax 
revenues from it in 1945. 


Towner's Knows 
Its Trade 


(Continued from page 67) 


Towner headquarters, with movies 
and other illustrative material be- 
ing employed in the sales promo- 
tion program. 

Past performance in sales and 
service on the part of Towner 
Hardware Co. on mill and factory 
supplies has proved an excellent 
means of securing additional busi- 
ness from old and new customers, 
reports the management. When 
the customer knows what the sup- 
plier has in stock and how it will 
be serviced and handled, this is 
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an important consideration in the 
factory baying program. 

The Towner Hardware Co. mill 
and factory supplies division 
serves a wide variety of industrial 
plants, which means that an ac- 
curate merchandise knowledge is 
needed to satisfy customers. Con- 
tinual studies of special require- 
ments of individual customers 
play a vital part in being able to 
serve such customers well, reports 
the store management. 


Selection, Training and 
Compensation of Retail 
Store Appliance Salesmen 
(Continued from page 97) 


fore, into the one problem: what 
per cent gross profit can a dealer 
expect to pay in commission? The 
best authorities indicate that 10 
per cent is the maximum that can 
be paid out for earnings to sales- 
men. 

Where, then, does this leave the 
discount picture? 

NERA believes that when the 
going gets tough, and dealers must 
compete with other industries for 
better and more efficient salesmen, 
it is very questionable whether he 
can get a good salesman for the 


present national average earnings | 


of $300 a month, less taxes. 

If the dealer is going to pay his 
salesmen more, it is imperative 
that the dealer have an accurate 
understanding of his own costs. 
In turn, we believe manufacturers 
must recognize that future events 
do point toward increased dealer 
costs, and must adjust discount 
schedules accordingly. 

In closing, one word of encour- 
agement. Most dealers do not be- 
lieve their plans of selecting, train- 
ing and compensating salesmen are 
best—but they are eager for assis- 
tance in improving their plans, 
and we believe it is up to our as- 
sociation and the industry as a 
whole to help them. 


Shadow Auction 

HE Mifflin-Rewey, Wis., Conser- 

vation Club recently held a 
shadow auction to raise money for 
pheasant rearing pens. Shadows of 
ladies from 5 to 75 were auctioned 
off and refreshments followed. Peo- 
ple from a large area came to this 
unusual event. 
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BEST-SELLING 





























Paints Behind 
Radiators! 

New nozzle sprays 
paint straight ahead, 
up, down, sideways. 


Furniture 

Painting Easy! 

Uses any type paint. 
Holds 24 oz, 
Guaranteed. 8 Ibs., 

















ONLY 


$4495 


WITH MOTOR 

















Professional Results 
Smooth, even 
coat gives every- 
thing a ‘‘factory 
finish.” 





No Extras to Buy 
Send for complete 
details. *Slightly 
higher in western 
territories, 





[WORLD'S LARGEST MAMUFACTURER OF SPRAYERS AND ad 
WRITE DEPT. 51, 589 E. ILLINOIS, CHICAGO 11, ILLINOIS 


THE LOWELL 
ELECTRIC PAINTER 


Here’s your chance to add 

new highly profitable sales and 
increase your sale of paint. 
Because painfing is so much 
easier with the Lowell **Thoro- 
Spray,’’* more painting will 
be done, more paint used. 

Stock up now and corner the 
sales that are on the way.* 


NATIONALLY ADVERTISED IN 
THE SATURDAY EVENING POST 


Better Homes and Gardens 


POPULAR MECHANICS 


*T.M, REG. U.S. PAT. OFF..(C) 1947-L.M. CO 
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There's a new Hardware 


set-up for 


ACE 





As thousands of home craftsmen 
turn to metal working, and the num- 
ber of hardware dealers selling 
metal-cutting lathes increases rap- 
idly ... ACE TOOLS and Acces- 
sories for Metal-Cutting Lathes an- 
nounce a new Hardware Set-up that 
facilitates their more ready and 
profitable distribution and sale thru 
regular hardware channels. 


Jobbers: 
Write for Catalog Sheets 


Dealers: 
Ask your regular hardware jobber 





ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People"’ 
314 W. Francisco Ave., Chicago, U.S.A. 


108 








tomers in the basement store and 


quickly go to wait on them should 
they need attention. Because the 
counter is near the stairway, it 
has become a favorite meeting 
point for families shopping, mem- 
bers of which may be browsing in 
various parts of the basement. 
“This basement department real- 
ly advertises itself,” says Mr. West- 
phal. “Both town and rural folks 
who come here to buy, like it so 
well they tell their friends about 











eg 


Mr. Westphal now maintains 
a five-day delivery week in the 
immediate Manitowoc area, and 


Hardware Dealers 
Dealers’ 
(Continued 


ness ‘liquid’ and that cannot be don 
by long term credits with small down 
payments. We hope all merchants have 
learned a lesson from loose credit poli- 
cies and will maintain a well-managed 
credit department.” 

* * * 

“We have never gone as far as a lot 
of dealers in extending time term- 
Perhaps we have been a little conserva 
tive. But we do intend to make th: 
down payment sufficiently large to in 


sure our customers having a_ sizable 


equity in his appliance.” 
t a a 


“It’s too bad that Regulation W is 





Dolls and doll furniture occupy a prominent place in the toy section. 


Basement Glamour Helped Put New Life Into Sales 


(Continued from page 65) 


this is aiding sales a great deal. 
Deliveries are grouped and routed 
so that most trucks leave with full 
loads. 

The basement store is manned 
by a well trained personnel. Mr. 
Westphal has an incentive plan 
in operation for employees who 
have been with the firm two years. 
He buys them a retirement age in- 
surance policy which enables the 
employee to retire at age 60. Thus 
far this idea has worked very well 
in promoting employee morale. 
and Mr. Westphal believes it will 
aid in producing a better sales 


staff. 


Favor Regulation W 
Comments 
from page 73) 


Now all the bad prac 
tices of prewar days will creep back 


being removed. 


in the picture again; such things as a 
$300 refrigerator on trial for 90 days 
or no down payment for six months 
and many other silly ideas too numer 
ous to mention.” 

om * * 

“What I intend to do will be governed 
by what the finance companies do. 1 
will not use one cent of my capital 
financing the other fellow. The financ« 
companies do that and if they will not 
approve a man, I won’t sell him. So 
if they are more liberal I shall be. I! 
not, T can’t be.” 
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“We try to get customers to borrow 
money from the banks and pay us cash. 
telling them that they can do that 
cheaper than we can carry their paper. 
In most instances, this works very satis- 
factorily and also it gives us a little 
better check on how good pay they are 
if they intend to live up to their con- 
tracts, they are glad to go to the banks. 
If they think they can ‘stall,’ they gener- 
ally want us to carry the paper.” 

* * He 


“We may be forced, in the future, to 
be more lax than we would like to be 
in order to obtain sufficient volume of 
sales but we never expect to go back 
to prewar terms.” 

* * * 

“People are now educated to a sub- 
stantial down payment and I think we 
should encourage them to continue. It’s 
much better for everyone concerned.” 


* * * 


“We don’t think instalment payments 
should exceed 15 months and we expect 
to try to keep them to that but we 
don’t know what competition will force 
us into.” 

+ * * 

“Where money is plentiful and wages 
high, credits should be on a short time 
basis so that the buyer, if times tighten 
up, will not have instalment payments 
running for 12 to 24 months and falling 
due that cannot he paid.” 

+ . * 

“At the present time -in this com- 
munity, very few sales are on an in- 
stalment basis. Normally we ran as 
high as 70 per cent of sales on time 
payments. Farmers now can pay $500 
as easily as they used to pay $5.00.”. 

* * a 

“We have felt right along that Regu- 
lation W was a sound method of doing 
instalment selling. Our intention is to 
retain its rules as long as possible but 
when competition forces one to ‘sell’ 
terms as well as merchandise, a mer- 
chant will have to go along or go out 
of instalment selling. The drift away 
from Regulation W is already quite 
noticeable in much of the advertising 
one sees. A dollar down and a dollar 
a week is mighty poor business when 
it doesn’t keep up with the depreciation 
of the item purchased.” 

* * * 

“I do not believe we should ever get 
back to the old credit basis. We should 
at least get 20 to 25 per cent down and 
not over 12 months for the balance.” 

+ % + 

“In our opinion Regulation W was 
the only wartime regulation worthwhile. 
We hope to keep down payments on all 
instalment sales as high as possible and 
never intend going over 12 months. 
We carry all our own paper.” 

* 7 . 


“We believe business in general did 
benefit from Regulation W. We are not 
in favor of too much government con- 
trol but neither do we want to have to 
go back to a dollar down and a dollar 
a week sales.” 
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Peak Of The Saw Season 


LET 





.SANDVIK BIG-6 
SPECIAL 


Wintertime is Bow Saw time . . . and the perfect time to let 
Sandvik’s NEW NO. 8 ASSORTMENT pay off for you! 
New sizes . . . new features . . . new packaging . . . and the 


world famous Sandvik Quality offer dealers and their customers 


the finest Bow Saw value in years. 


Each assortment brings you six ever-popular No. 8 Sandvik 
Bow Saws, each complete with genuine Sandvik Swedish 
“Fish & Hook” Brand blades already inserted in the frames. 
Saws are packed in one carton: 2-30’, 2-36", 2-42”. 


SANDVIK QUALITY BUILD YO 
® Tension lever for easy blade insertion and removal. 


@ No rivets, pins, or bolts to fuss with or lose. 


“e 


» New Sandvik ring blade fastener on each frame. 







Streamline, compact design for easy high-speed operation. 


Non-tiring, sure-grip oval seamless tubing of Sandvik 
Swedish Steel 


Newly dressed in gleaming red lacquer. 


STOCKED BY LEADING JOBBERS 


YY ’ / 


Ly be | h \A 
SAW & TOOL 
RP ORATRON 
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Occasional Clock 


General Electric Co., 
Conn., is making an occasional clock 
for the office, den or living room. The 


“Geneva” is available in either a ma- 





hogany or blond birch case with brass 


base. Mahogany model, which is sug- 
gested to retail for $9.95 plus tax has 
an ivory colored dial with dark bronze 
numerals and center motif, gold-colored 
hands and bezel. Outer bezel is ma- 
hogany colored. Blond birch model, sug- 
gested to retail at $11.95 plus tax, has 
a mahogany colored dial with light 
bronze colored numerals and center mo- 
tif, gold ~~ hands and bezels. Clock 
is 456 in. high, 744 in. wide and 2%4 
in. Yat 


Northwest adeaitine 


Northwest Tube & Metal Fabricators, 
2658 Southeast Tenino St., P. O. Box 
2310, Portland 14, Ore., is making the 
Northwest Polesetter which sets posts 
and poles, and is said to drive small 
piling as solid as a tree without dig- 
ging holes. Polesetter will not split the 
posts and the hammer guide can be 
swung in most any position. Unit can 
be installed on any late model tractor 
having a powerful takeoff or on a 


110 


Bridgeport 2, 


Jeep. Polesetter has no gears or com- 


plicated machinery. Maximum length 
of posts is eight ft. for the standard 
boom. Longer booms can be furnished 
for longer poles. High tensile wire rope 
operates hammer. Hand lever operates 
clutch. Expanded metal grating protects 
user from hammer. Length of standard 
boom is 10 ft., overallheight, 13 ft., 
weight of standard boom and rigging, 
375 lbs., weight of hammer alone, 260 
Ibs., diameter of brake drum, 11 in. 
Suggested to retail for $295. 


Leader Box 


Silver Lake dispensing leader box is 
being offered by the Johnson Tool & 
Die, Breedsville, Mich. To prevent the 
tangling and snarling of kinky gut lead- 
ers, this box contains three reels for a 
variety of leader sizes. From the reels, 
the leaders feed through a slot and are 
secured by a small! rubber friction pad 
which holds the ends in accessible posi- 
tion. Stainless steel V-notch clip is at- 
tached for cutting leaders to desired 
length. Box and reels are aluminum 
holding 100 yds. or more. Box is *4 in. 
thick by three in. in diameter. Sug- 
gested to retail for $1.00. 











Deepfreeze Home Freezers 


Deepfreeze Division, Motor Products 
Corp., North Chicago, IIl., offers Model 
B-5 illustrated, which has a 4.8 cu. ft. 
capacity and holds over 168 lbs. of as- 








sorted perishable foods. Made with a 
one piece all steel cabinet with bonder- 
ized finish, chromium trim and counter- 
balanced lid. Equipped with metal 
dividers for easy storage of foods. Tem- 
perature control permits temperatures 
from 10 to 0 degrees F. for freezing 
or storing. Suggested retail price de- 
livered and installed is $239.95. Model 
C-5 has the same capacity and aiso 
features an interior light, three food 
baskets and metal food storage dividers. 
This deluxe model is suggested to re- 
tail for $269.95, delivered and installed. 
A 16 cu. ft. capacity freezer adaptable 
to farm use is the B-16. Holds more 
than 560 lbs. of assorted perishable 
foods. Has counter-balanced lid, metal 
food storage dividers, temperature con- 
trol, carton storage compartment. Sug- 
* gested retail price delivered and in- 


stalled $599.50. 
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W astemaster 


Lock-Will Products Co., 705 Union 
Bldg., 1836 Euclid Ave., Cleveland 15, 
offering the 


Ohio, is Wastemaster 





which is designed to dispose of waste 
quickly and evenly. It has a safety con- 
trol switch which locks sink drain lid, 
and special tool steel cutting blades to 
do the shredding. Rotor and pump com- 
bined into one unit, with one moving 
part. The average time to dispose of 
the average family dinner waste load is 
48 seconds at end of which time the unit 
is said to be spotlessly clean inside. This 
is due to the rotary scouring nature of 
its operation. Installation can be easily 
accomplished by a qualified plumber. 
The Wastemaster is suggested to retail 


for $99.98 and is packed complete with 
installation instructions in a heavy cor- 
rugated carton about 12 by 12 by 24 in 
with specially designed cradle for the 
unit to rest in. 


‘Master-Fit' Touk Balls 


American Rubber Products Corp.. 
New York City, offers a tank ball that 
is said to fit all sizes of valves. Top of 
the ball is streamlined to give easiest 
lift. Ball has no knobs, protrusions or 
rings to catch and retain sludge. “Mas- 
ter-Fit” is made from virgin new rub- 
ber, individually boxed, a doz. in an 
attractive display container. 


Hanco Slip-Joint Pliers 


Hanson Mig. Co., Inc., 84 Sprague 
St., Providence 7, R. L., is offering six 
in. slip joint pliers with milled jaws in- 
suring a clean tooth form. Tool has 
accurately punched holes 
maximum bearing surface and easy ac- 
tion. Pliers are heat-treated and _ har- 
dened. Finishes available: cadmium 
plated, nickel plated, and polished with 


providing 





drawn blued handles, with the follow- 
ing suggested retail prices, respectively, 
149 cents, 69 cents and 98 cents. 








Jardinettes 


The Maco Corp., Huntington, Ind., 
offers “Jardinieres” with smooth polish- 
ed surfaces and rustproof “Macoloy” 





Units are available in 


construction. 

three sizes to fit standard 2!» 
in. and four in. clay flower pots. Pots 
of other sizes up to the four in, maxi- 
Gracefully 


in. three 


mum may also be used. 
fluted side-walls and radial ridges in- 
side at the base assure free circulation 
of air around the inserted clay pots, 
says maker. Jardinettes are shaped also 
to safely retain any excess water that 
may drain or overflow from the plants. 
They are offered in a finish, in addition 
to the Macoloy, which is a variety of 
soft anodized shades including gold, 
rose, blue, etc. 





/ 
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satisfied. 


a supply absolutely free. 


ND BLADES 


sind: 
“\ 


Sold only through 
recognized distributors 


CLEMSON 


CLEMSON BROS, Inc., Middletown, NV 


+ 





COMPETE 
COMPLETE 


Wauen you have the saws 
customers want... whatever they 
want ......you've got all the 
saw business coming your way. 
In the Star line there's a saw 
that’s + for every job a hack 

and saw can do — on 
metals, plastics, or other non- 
metallics. When you sell the 
Star line the sale is made as 
simply as 1, 2, 3...‘“What are 
you cutting?...Here’s the right 
saw...How many do you want?” 
You complete more sales, thanks 
to Star’s complete line. And the 
customer, thanks to Star’s faster, 
cleaner cutting is completely 


“Metal Cutting’’— richly in- 
formative booklet, complete 
with instructions on care, selec- 
tion, use, and price of hack saws. 
Clemson will furnish you with 





















IWHAT’S NEW 


| 





Flexible Shaft Kit 


Fairchild Industries, Inc., 110 Main 
St., Burlington, Vt., is offering the 
Flexible shaft tool, for production work 
in engraving, buffing, grinding, routing, 


; 





polishing, etc. Tool turns up_ 15,000 
r.p.m. at the hand-piece. Pencil-size 
hand-piece permits precision work. 
Packed in an attractive wooden box, 
the tool is suggested to retail for 
$19.95 complete with 10 selected and 
practical accessories. Tool is powered 
‘by 1/20 H.P. universal-type motor. 
Hand-piece takes 3/32 and 1/8 in. 
shank tools. Armature and field coils 
of weather-resistant Formex wire. 
Dipped and baked by Zanderoll process 
to insure impregnation to the core. All 
electrical components checked at 1500 
V. breakdown for grounds. 





Circulators Convertible 


The Fresh’nd-Aire Co., 221 N. La- 
Salle St., Chicago, IIl., has designed its 
new circulators so they are convertible 
to any of three positions, high stand, 
low stand or wall models. Dealer who 
would carry a complete stock of all 
three models is required to stock only 
a low stand model plus a conversion 
kit consisting of a sub-base and tele- 
scoping chrome steel tubing. Each is fit- 
ted for use as a low unit. Base is de- 
signed so that if turned 90 degrees it is 





a wall mounting. To convert low model 
to high stand circulator merely requires 
addition of chrome steel tubing, adjust- 
able in length from three to eight ft. 
and a rubber treaded sub-base section 
finished in black. 


Featherweight Dishes 


Alladin Plastics, Inc., 2438 E. 55th 
St., Los Angeles 11, Cal., is making 
Lustron dishes in assortments of muted 
pottery colors. Lustron is claimed to 
be odorless and tasteless. Set consists 
of four cups, four saucers, four dinner 
plates, four bread and butter plates, 
and four cereal bowls. Individually 
packed, 20 pieces to the reship carton, 
each package weighing about 3°% lbs. 
Set is suggested to retail for $4.95. 


Window-Counter Display 


The Franklin Glue Co., Columbus 15, 
Ohio, offers a full-color counter and 
window display card with all shipments 
of the quarter-pint size of Franklin 
liquid hide glue, which is again packed 
in metal containers. Card provides 


NO HEATING 
NO MIXING 

H NO WASTE : 

- WOLCHILLED JOINTS [| 


space for the can to be inserted and 
features the slogan, “Every Drop 
Works.” Lists the advantages of the 
product also. Card is adaptable for 
both window and counter. 





'‘Catch-A-Cap' 


Go-lte Mfg. Co., Birmingham, Mich., 
is making a bottle opener called “Catch- 
A-Cap” which is attached to the kitchen 
or recreation room wall. Plastic case in 
solid white or red, covers an all-steel 
opener that removes the tops from beer, 
mixer and soft drink bottles. Caps fall 
into a well holding 50 of the closures. 
When it is filled a flick of the wrist 
removes it for emptying. Screw driver 
installs the unit on wall. 
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BOX WRENCH SET 


The idea “sells itself” to customers! Here’s a set that helps 
keep the wrenches from getting scattered about on the job. 
Each wrench fits snugly in its own size slot when not in use. Handy 
“keyhole” in back of case allows hanging set on a wall—or the 
set can easily be carried. 





And it's a powerful, ready-made display! On the wall or 
on the counter, those gleaming nickel-finished wrenches STAND 
OUT in the attractive blue metal case. 


And when you point out these other features, it “makes 
sense” to ANYONE who takes pride in fine, practical tools: 


FASTER SELECTION! Each wrench can be taken out indi- 


vidually—in this orderly arrangement of wrenches by sizes. 
2 FULL SIZE RANGE—%” to %” openings. 
3 CONVENIENCE! Popular angle OFFSET HEADS get into 


recessed places easier. 


4 BETTER GRIPPING! 12-point openings fit hex or square 


nuts much easier. 


5 QUALITY CONSTRUCTION! Wrenches are of special 
analysis tool steel, precision formed. The shiny heads are 
tough, yet thin-walled. Both case and wrench are built 
to stand years of hard service. 


Order this popular Barcalo set now. You'll find it sells on sight! 
Simply write Dept. HA 


















MANUFACTURING COMPANY 
BUFFALO 4, N. Y. 
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coast! 


vers. 


at $6.95. 


Here’s the juicer 
American women 
want most! A mir- 
acle in action! Just 
| A4alf a turn and al- 
most effortless pres- 
sure gets the juice 
from oranges, lem- 
ons, limes, grape- 
fruit! Has not just 
one, but eight new fea 
patented Konvakone, which 
gets all the juice without 
seeds, pulp or bitter rind oil. 
Four smart colors. Also in 
all-chrome at $9.95. 


JUICE- 0. MAT 


nd 


CAN-O-MAT 
ARE “WANTED” 
CHRISTMAS 


GIFTS 


Cur! 


Immediate Delivery 


Here’s Christmas magic for you! 
In gleaming chrome and contrast- 
ing color enamel! Again this year 
these finer Rival items are starring 
in Christmas displays coast to 


DELUXE Gan- ceased 


This is the most 
beautiful can 
opener ever 
made! Stream- 
lined! No le- 
Just turn 
handle forward 
to pierce and 
open can; turn reverse to release can. In 
gleaming chrome with 
contrasting baked enamel 
in choice of four attractive 
colors. Also in all-chrome 





$498 


SINGLE ACTION fe Ofeet 





tures: including: 


$ $598 








VISIT OUR EXHIBIT 
HOUSEWARE SHOW « 
JAN. 15-22 ¢ Booths No. 1229-31-33 


CHICAGO 








* 


MANUFACTURING CO. 
KANSAS CITY, MISSOURI 














Dog Furnishings Display 


Lehman Bros., 1830-1838 St. Clair 
Ave., Cleveland 14, Ohio, is offering a 
completely furnished combination dis- 
play unit equipped with a varied selec- 
tion of dog furnishings and toys. In- 
cludes assortment of harnesses, collars, 
leads, chains, brushes, toys. Suggested 
retail value of the dog furnishings is 
$129.06. Without charge, dealers re- 
ceive a_ sterling combination display 
unit, size chart for all breeds of dogs, 
and price tags. 


‘Resistall' 


High gloss fire retardant paint is 
offered by Brytenu Chemical Mfg. Co., 
408 Madison St., New York City, 2 
“Resistall” is said to be the first enamel 
paint, alkyd Synthetic Resin base, to 
meet Army and Navy specifications for 
fire retardants. It can be used for 
both prime and finish coats and can 
be reduced with any of the common 





thinners and tinted with regular oil 


colors without imparing its fire re- 
tardant qualities. Paint can be used on 
wood, plaster, cement, metal, insulation 
board, etc. 





Nodor Refrigerator Jar 


Nodor Products, Inc., 2233 N. W. 
First Court, Miami 37, Fla., offers the 
removable Nodor block housed in rain- 
bow colored Lustron covers. Nodor 
block said to prevent foods placed in 
the jar from contaminating or flavoring 
other foodstuffs. Protects the foods 
within the jar from other flavors and 








odors. Nodor Food Jars are available 
in yellow and white, red and white and 
green and white. Maker says Nodor 
has no odor, leaves no odor and does 
not trade one odor for another. Will not 
wear out and can be easily revitalized. 
Suggested to retail for $2. 





Liquid Petroleum 
Gas Water Heater 


Porst Sales, 132 West Union St., 
Pasadena 1, Cal., is offering a liquid 
petroleum gas water heater, approved 
by the AGA, known as M & K Gi- 
gantic Junior. This automatic nine gal. 
water heater is designed for use in 
trailers, mobile restaurants, boats, small 
homes, motels and wherever space is 
limited or natural gas is unavailable. 
Claimed to operate for $1 a month, 
it supplies over 15 gals. of hot water 








an hour, 24 hours a day. Inner tank 
is made of heavy duty steel and is dual 
galvanized throughout to insure against 
rust. Fibre glass insulation keeps alum- 
inum exterior jacket cool at all times. 
Jacket is weatherproofed with a lacquer 
finish so heater may be installed out- 
side or in. Features: 11,000 BTU, 
Domestic Water Tender Thermostat; 
height, 41 in., diameter, 12 1/2 in. 





‘Mole’ Planter-Transplanter 


Geo. S. Brown, P. O. Box 1506, Port- 
land 7, Ore., is offering the “Mole” 
planter and transplanter which is made 
from stainless steel with a hardwood 
handle. Handle is attached to blade 
with Phillip screws. Blade is long and 
sharp. The handle is shaped to fit the 
hand. Tool is packed in any quantity 
desired, each tool being wrapped in 
tissue paper. Mole weighs about five 
Ibs. to the doz. Suggested to retail for 
$2. 
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It’s Priced Right... 






It’s Styled Right... 


a of 


YW 


‘It’s the NEW 
MORTON SANITAINER! 


vs Fastest Selling Mtep-on-Can 





Yes siree, it will be ready very soon now the new 
and modern Morton SANITAINER! Featuring new -tyl- 
ing, new selling features — and best of all. new Low 
Prices! Yes. the new SANITAINER will come in a com- 
plete range of prices starting from S2.98 retail! It 
widl be available through leading ‘jobbers. -0 you can 
turn your stock over more rapidly. The new SANTT AINER 
will be featured by leading stores throughout the eountrs 
and Nationally Advefti-ed from Coast to Coast! Your cus 
tomers will ask for it by name <o be sure to put SANI- 
PAINER on your “must see” 


the January Hotiseware Show! 


list while in Chicago for 





plete New Line of 


Be Sure to See the Com 
ASH BOARDS 


SANITAINERS and SPEEDIW 
at the 
SEWARE SHOW 


The New SANITAINER will Feature: 

e A Complete Price Range Starting From $2.98 
Retail 

@ Sparkling Baked Enamel on Steel 


e 20 Gal. Capacity, Removable, Leak Proof 
Inner Container 


e@ Patented Mechanism Entirely Enclosed 
——- e New Toe-touch, Lid Opening Mechanism 


CHICAGO HOU 
BOOTHS 115-1 17 


INTERNATIONAL AMPHITHEATRE 








Write or wire for full information today! 


See the New SPEEDIWASH BOARDS 
oe JOBBERS INQUIRIES ARE INVITED 
The Morton SPEEDIWASH will come ‘in new and di Ehere are still a few choice territories open 


versified styles, featuring a complete price range. 


morton 
| =e 
INDUSTRIES 


NATIONALLY ADVERTISED 
ADVERTISING MATS and DEALER AIDS 
. . FREE! 
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HARD AND 
TOUGH 


BUFFED 
TAPERS 

FORGED HIGH CARBON 
TOOL STEEL 

















WHAT'S NEW 








Cleaver with Tenite Handle 
Chas. D. Briddell, Inc.,  Cristield. 


Md., offers a cleaver with handle of 
lustrous red or black Tenite designed 





slr ial 


for kitchen, garden, work-shop, store 
or farm use. It has a six in. long cut 
lery steel blade, which is 4 3/16 in. at 
its widest point with a nailpulling hole 
for convenience in knocking down 
crates and cartons. Tenite handle is 
claimed to be chipproof and free from 
splinters. Handle is injection molded 
in two halves and cemented around a 
projection of the blade. Curved to fit 
the hand. it has a thumb rest 


Fishing Line Cabinet 


The Bevin-Wilcox Line Co., East 
Hampton, Conn., is offering an at 
tractive counter cabinet display made 
of wood and Masonite. This unit of 
fers the dealer an opportunity to dis 
play a large assortment of the com 
pany’s lines all in one easy-to-gel-at 
place in a small area. Display is 20 
in. wide by 18 in. deep by 24 in. 





























































high and has a storage compartment 
in back. Display is offered free of 
charge to dealers who order a min- 
imum of $60 in the company’s line 


‘Rocket Racer’ 


Fieldmore Sales Corp., Titusville, Pa., 
offers the Rocket Racer with bob-sled 
steering action. Runners are divided. 
Slightest pressure is said to steer sled 
Rubber handle grips on steering shaft 
Deck is made of natural finish wood 
decorated with colorful design. Runners 
and frame are made from the finest 
quality steel arc welded in two com- 
plete units. Sled is suggested to retail 
for $8.95. Made by General Machine 
Corp., Titusville, Pa. 


Vise-Grip Toggle-Wrench 


Five improvements have been made 
in the Vise-Grip Toggle-Wrench accord- 
ing to Petersen Mfg. Co., DeWitt, Neb. 
Tool features a thin tapered nose, wire 
cutter, involute jaw curve, knurled jaw 
tips and easy releasing. It retains the 


Ton-Grip, ability to remain locked to 
the work with hands removed and its 
adjustability to ratchet or plier action. 





Holds round work up to 1% in. diam 
eter. Cutter jaws, coupled with Ton- 
Grip are said to cut one quarter inch 
bolts by taking progressive bites. Avail- 
able in seven and 10 in. sizes, with or 
without wire cutter. Suggested retail 
prices are $2.25 and $2.50 for the two 
sizes with cutter and $1.85 and $2.25 


without cutter. 


Salesmanship Book 


Compiled experience and counsel of 
hundreds of the nation’s top executives, 
salesmen and business leaders is con- 
tained in a book on salesmanship en- 
titled, “Man Alive.” Written by Robert 
E. Moore, general manager of Makelim 
Associates, Chicago, advertising agency. 
In its formulation of the observations of 
outstandingly successful men in the ma- 
jor fields of business and industrial ac 
tivity, the book illustrates the basic 
factors which, in the opinion of these 
men, are the essentials of effective sales- 
manship. Book points to service and 
showmanship as the keynotes for selling 
success. Harper & Bros., 49 E. 33rd St., 
New York City. 
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® Variety of metals, minerals 
and ores of value to industry 


© Power and irrigation projects 
* Good living conditions 


© Colorful scenic attractions 





© Excellent rail transportation 


* One of a series of 
advertisements 
based on industrial 
opportunities in 
the states served by 
the Union Pacifie 
Railroad. 






































production of a variety of grains, vegetables 
and fruits. 


Mi wufacturers, packers and processors will 
find Nevada a storehouse of raw materials. There 
are deposits of copper, silver, gold, zinc, lead and 
uranium. Mineral ores and minerals include 
tungsten, manganese and antimony ore, magne- 
site, gypsum, sulphur, borax and vanadium. 
Building stone and marble also are available. 


Irrigation and power are supplied by several 
Federal projects including famous Hoover Dam. 


Nevada’s healthful climate, -excellent educa- 
tional system, and a variety of scenic attrac- 
tions contribute to the advantages of living in 
this western area. 


Cattle, sheep and poultry raising are expanding 
agricultural 


pursuits and there also is some 
Each year, thousands of vacationists visit gi- 
gantic Hoover Dam, beautiful Lake. Mead and 
near-by picturesque Las Vegas. 








fo a oo omg Union Pacific provides top-notch freight and 
t : I ‘© 
passenger transportation so essential to a 


State’s industrial development. 






I 
UTAH 1 COLO.\ Kaw 


eoelowwcccd 










Address Industrial Department, 
Union Pacific Railroad, Omaha 2, 
Nebr., for information regarding 
industrial sites. 


UNION PACIFIC RAILROAD 


THE STRATEGIC MIDDLE ROUTE * 
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TWIN 


SASH BALANCE 


FOR DOUBLE-HUNG .. 
WOODEN WINDOWS - 





Faster and 
More Economical to 

Install than any other 
type sash balance. 


See your hardware or building 
supply jobber or write direct for 
literature and prices. 


Easier, 


SASH BALANCE COMPANY 
1626 Long Beach Ave. 
Los Angeles 21, Calif 











‘Lazy-Lite’ 


Hungerford Plastics Corp., Murray 


Hill, N. J., offers a new type bedside 


lamp called the “Lazy-Lite.” It is turned 
on and off by tilting the translucent 
plastic shade. There is a seven-watt bulb 
in each, either or both of which can be 
used. Turn the shade to the left and 
one light goes on, shade returning auto- 
matically to the horizontal position. Tilt 
it to the right and the other light goes 
on. Lamp would seem to be ideal for a 
child’s room, bathroom, passageway or 
stairs. Made entirely of plastic except 
for the metal parts in the concealed 
switch and is equipped with a seven- 
foot cord. Suggested to retail for $2.95. 





Adjustable Shelf Supports 


Wilmac Metal Products, 609 W. Ful- 
ton St., Chicago 6, IIl., is offering a 
packaged unit of adjustable shelf sup- 
ports. A wrapped-up package of metal 
Snap-On “Level Shelf” supports for 
general household use in pantries, medi- 
cine chests, cabinets, wall cases and 
closets is available. Shelf rests will sup- 





port weights up to 700 lb. and can be 
installed in less than two minutes with 
a hammer, says the maker. Suggested 
to retail for $1.69, the package con- 
tains four 24 in. slotted strips, 16 strips 
and the necessary nails. Strips are made 
of prime steel stock with a nickel plate 
finish. Screw type nails are inserted 
every six inches for firm support. 


Drill Set Container 


The Cleveland Twist Drill Co., 1242 
E. 49th St., Cleveland, 14, Ohio, is 
offering a drill set container made of 
plastic, with a clear plastic top which 
gives full visibility when the container 
is closed. Two sets of drills are of- 
fered in this package. Set No. 57 con- 
sists of eight Cle-Forge high speed 
drills for fast cutting of harder, tougher 
materials for resistance to abrasive 
action. Recommended for all electric 
drilling machines, says maker. Sizes: 
1/16, 3/32, 1/8, 5/32, 3/16, 7/32, 1/4, 





WHAT’S NEW 


and 9/32 in. Set No. 26 contains eight 
Cleveland carbon steel drills in the 
same sizes. These are straight shank 
drills in popular sizes which meet the 
widest range of needs in the home, 
on the farm, for radio repairs, minor 
automobile work, vocational schools, 
etc. Said to fit any standard hand, 
breast, post, bench or electric drill. 





De-Luxe Dual Dispenser 


The Metaloid Co., 5815 Kinsman Rd., 
Cleveland 4, Ohio, is making a De-Luxe 
dual dispenser. Unit is completely en- 
closed and easy to load and use. Upper 
compartment holds a standard paper 





} 


towel roll on a sturdy towel bar. Towels 
are said to be easy to tear and are al- 


ways accessible. Lower compartment 
holds a full size roll of wax paper in 
ready tearing position. Either can be 
loaded without disturbing the other. 
Grip cut-outs prevent damage to the 
fingernails. 


‘Carve-Ette’ 


Carving fork known as “Carve-ette” 
is offered by Gerity-Michigan Corp., 
Adrian, Mich. It is a modern version 
of an Old English joint fork. Made 
with a chrome finished handle and 
sturdy stainless steel tines. Overall size 
of 914 in. gives the host a firm hand in 
serving roasts, fowl or ham. Packed in 
an attractive gift carton, which adds to 
its appeal for wedding anniversaries, 
birthdays, Christmas, etc. Suggested to 
retail for $2.98. Fork is about 2 in. 
wide at its narrowest point. 
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PRODUCTS 


Sure-Fire Repeat Sales for 
Hardware Dealers Everywhere 








ar. Towels 





swe Dependable Nourse Oils, Greases, Farm Lubricants | 
: paper in and Household Specialties have been tested and | 
*r can be proved for forty years. The slogan, ‘Business is 
“4 Rage Good,”” and the trademark of the “Nourseman’”’ 
| will mean real profits for you. Order from your 
Hardware Jobber. If he can’t supply you, order 
direct. Billing will be made through the jobber 
‘arve-ette” you specify. 
un Corp., 
n version Nourse Neatslene Harness Oil ; 
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gested to perfectly satisfied return A Pyrethrum base cattle and live- ( eason S . > 
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Powdered Insecticide Contain- 
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Advanced Design 


popularity unlimited ! 
GREAT NECK features a 


revolutionary maximum- 
grip screw driver that will 
go over BIG. Let your ex- 
perience check these quali- 
ties: Guaranteed eye- 
appeal in the richly col- 
ored unbreakable plastic 
handle (non-explosive, 
non-absorbent to grease or 
oils). Entire blade is of 
hardened and oil tempered 
quality alloy tool steel, 
highly mirror-polished. Bit 
is precision-ground to exact 
size. Blade is deeply em- 
bedded and _ twistproof. 
Here’s a beautiful engi- 
neered tool to show off on 


your counters! 


Blade |Blade 
No. Length) Dia. 
G47 4” | %” 


G57 5” | Va” 


G67 6” | ,” 
G87 8” | %” 
G107 10” | %” 
G48 4” | %4” 


Ges 6” |,” 
Gss. 8” | %” 








*G6-48, G-68, 


PACKED 1 DOZ. PER BOX 
“Lualily tn every tool” 


wr 
Per 
Doz. 
2 Ibs; 
22 Ibs 
3% Ibs. 
}— 4 
5'/2 Ibs, 
+ ——+4 
62 Ibs, 
212 Ibs, 
4 Ibs 





6 _ tbs 
6-88 


ore square blades. 


SEE YOUR JOBBER 


Nationally Advertised Products 





aa | 

Al 
a) 

UM b,, 





GREAT NECK SAW 


MERS., INC., 


Mineola, N. Y. 
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Dalglish ‘Hillcrest 


J. M. Dalglish Co., St. Paul 1, Minn., 
is making a lawn mower especially 
designed for easy mowing of terrace 
lawns known as the “Hillcrest.” This 
model has an adjustable length handle 
enabling the user to reach up or down 
to an additional 17 in. length. With 
its handle extended this mower is 
ideal for cutting grass under trees or 
shrubs with low-hanging branches. 
Finished in a crackle green with black 
and white trim. Has large semi-pneu- 
matic tires balanced for mowing in- 
clined lawn areas with minimum effort. 
Differential rollers are provided on the 
Dalglish Hillcrest models. Three sep- 
arate rollers are said to provide the 
resultant smooth operation which is 
impossible with the single roller. It 
is available in both 16 and 18 in. 
sizes, the former weighing 33 lbs. and 
the latter 34 Ibs. Model has a stream- 
lined rubber shrub guard to prevent 
marring trees or shrubs. 


Junior Magnus 


Magnus Harmonica Corp., Newark 4, 
N. J., is introducing an all plastic har- 
monica with six holes and 12 reeds, six 
blow and six draw. It plays a wide 
selection of tunes says the maker. In 





the key of C, it is 3% in. long. Weight 
per gross is about nine lbs. Suggested 
to retail for 49 cents each. Model 12-D 
includes 12 cellophane wrapped _har- 
monicas in assorted colors, mounted on 
eye-catching two color easel back dis- 
play card, about 11 by 17 in. Model 12E, 
individually picture carded, each cello- 
phane wrapped harmonica mounted on 
a two color picture card with instruc- 
tions on back. Card is about four by six 
In, 


Fuel Conservation 
Booklet 


American Petroleum Institute, 670 
Fifth Ave., New York City, has re- 
leased a booklet treating the subject of 
fuel conservation in the home. En- 
titled, “How to Save Money on Oil 
Heating,” the book contains more than 
50 suggestions on how the home owner 
can save up to 60 percent on fuel and 
fuel bills during a winter. The seven 
by 10 in. booklet contains 32 pages. 


and is replete with informative 
sketches. It devotes much of its at- 
tention to methods of saving fuel which 
can be taken advantage of at little or 
no cost to the householder. 


'Rol-A-Crust’ 





Greyshaw Inc., 55 West 42nd St., New 
York City 18, is introducing a pie- 
crust maker made of clear vinyl film 
with printed circles to indicate size of 





pie. Dough is placed between the two 
sheets, in center of circles and rolled 
to size desired. Rolling pin never 
touches dough. Available in red, green, 
blue and yellow, and is suggested to 
retail for 89 cents. Packed three dozen 
to a box, one gross to a carton. No 
sprinkling of extra flour necessary. 


'Floraglow' 


Floralife, Inc., 1429 S. Wabash Ave., 
Chicago 5, IIl., offers an emulsion, put 
up in six ounce bottle to retail for 29 
cents called “Floraglow.” It is sprayed 
or rubbed on leaves of potted leaf-plants. 
The result is said to be a healthy glow 
due to heightened color and a bright 
luster. Also claimed to stimulate plant 
growth. The emulsion repels insects, ac- 
cording to the maker. Easel display is 
packed with each carton. 
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Pump Oilers 


Dutton-Lainson Co., Hastings, Neb., 
has added two smaller units to its line 
of Golden Rod pump oilers. Squirt 


\ 


\ 





pump oiler has a capacity of one quar- 
ter of a pt., and is designed as a home 
shop and farm dispenser of light oil. 
Fits in the palm of the hand and the 
pump is operated by squeezing side 
lever. Junior pump oiler, with a capa- 
city of three quarters of a pt. is ejected 
by operating a top lever with the 
thumb. Intake tube in both models does 
not lift with operation of the pump 
which permits container to be pumped 
almost completely dry before refilling. 
Other sizes in the line are one pt.; one 
and a half pt.: and two pt. capacity. 


‘Lawnshaver' 


The Southern Metal Stamping Co., 
Inc., New Orleans 13, La., has designed 
the Lawnshaver to meet the exaeting 
conditions of the private lawn or 
medium estate. Maker states the unit 
provides instant, easy forward and 
backward movement making it easy to 
use between flower beds, close to fences, 
trees and along drives and walks. It 
has no gears or clutch. Adjustments to 
fit changing lawn conditions are quickly 
and simply made without mechanical 
skill or special tools. Lawnshaver has a 
1% H.P. 4 cycle Clinton engine. Ma- 
chine weighs 70 Ibs., and has perfect 





balance. Model features an 18 in. cut- 
ting path, six in. diameter, five blade 
spiral reed made of crucible steel. Cut- 
ting height % in. to 2% in. Wheels 10 
in. mounted on needle bearings and 








semi-pneumatic tires. 
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TRIPLEX 


for 
\ 4 


IN THREADED FASTENERS 


Not made in fancy finishes but made to stand the gaff 





Threaded fasteners are made to hold parts to- 
gether. And those fasteners that hold tighter, 
longer, generally have high tensile strength and 
toughness. That’s the main thing that counts isn’t it? 

The tough TRIPLEX line is quite complete, in- 
cluding cap screws, set screws, machine bolts, 
carriage bolts, lag bolts, stove bolts, semi-finished 
nuts, castellated nuts, etc. 

Write for copy of our new catalog. 


THE TRIPLEX SCREW COMPANY 


5317 GRANT AVENUE e CLEVELAND 5, OHIO 
















Stanley Merchandiser 





To increase sales on its line of De- 
fiance screw drivers, Stanley Tools, New 


offers 


Britain, Conn., a merchandiser 


WHAT’S NEW 


the knife. 





Maker states it is ideal for 
sharpening hollow-ground knives be- 
cause it will not “grab”; sharpens 
smoothly entire length of blade. Wheels 
are rubber shod, made of red_ plastic. 
Cased in crystal and 


clear acetate 


Barnes Water System 

In the “What’s New”? section of the 
Nov. 6 issue, an editorial item describ- 
ing the new water system offered by 





assortment. Box contains two doz. 
drivers, eight each, 3, 4, and 6 in. bars. 
Box is covered with gray paper and 
display card is printed in blue on an 
ivory background. LEach driver has 
standard blade and tip, red handle. 


Knife Sharpener 


Alden Spear’s Sons Co., 136 Sixth St.. 
Cambridge 42, Mass., is introducing a 
knife sharpener engineered on the old- 
fashioned grindstone principle. “Robo” 
rolls along table top or bench as house- 
wife pushes and pulls on knife handle, 
rotating the vitrified aluminum oxide 
grindstone against the cutting edge of 


neatly boxed. 


$2.50. 





Suggested to retail for 


the Barnes Mfg. Co., Mansfield, Ohio, 
was illustrated by a pump produced by 
the Jacobsen Mfg. Co. Shown below is 
the Barnes pump. 


Dairy Equipment Catalog 
The National Ideal Co., 914 Summit 

St., Toledo 4, Ohio, is offering a new 

catalog on poultry and dairy farm equip- 


ment, 


This catalog, current price list 


and six special offers is available to 


dealers who write and request it. 
features several new 


book 


The 


items and 


improvements on some of the standard 


items, 


BUILDER SATISFACTION—" #ollymade 


trademark means modern, streamlined design, utmost 


engineering 


skill builders’ 


hardware, including 


drawer knobs and 


These fully reversible 
5-pin tumblet Tubular 
deadlocks and Night 
Latches of advanced 
design and construction 
eliminate the necessity 
of stocking both right 
and left hand latches. 


4865 











latch and lock sets, cylinder sets 


plastic and meta! pulls 


Tubular 
Night 
Latches 







oy” 


No. 1 Tubular Night Latch 


2" 


No. 2 Tubular Deadlock 





‘> 


J 


No. 3 Auxiliary Night Latch 
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EXPOSITION BOULEVARD @ 





Los Angeles 


No. 9!% the “Los angeles” is 
an all plastic knob in ivory color 


that will not tarnish. Plastic 
material moulded around knurled 
metal inserts. 





HOLLYMADE 


PACIFIC PLASTIC & MANUFACTURING CO., 





Akron 


No. 90/7 in brass 
or bronze metal is 
available in all fin- 
ishes — French 
shank — wrought 
brass top. 


HARDWARE 


Successors fo 


LOS ANGELES 
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Santa Fe 


No. 951% in brass o 
bronze metal is available 
in all finishes — French 
shank—wrought brass top. 
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Ride high 
on the Profitable 
New Bug-a-boo Set-up! 


IT’S PROFITABLE TO YOU! 


Watch for full details of this big Bug-a-boo money-making proposi- 
tion. Meanwhile, play safe. Get in your future orders. 

Order now from your nearest Socony-Vacuum office, or from 26 
Broadway, New York 4, N. Y. In the Southwest, order from the Magnolia 
Petroleum Co., and on the West Coast from the Genera] Petroleum Corp. 





* Bug-a-boo 


PRODUCTS ml 


Bug-a-boo Super Insect Spray with and without D.D.T. 
Bug-e-boo Moth Crystals » Bug-o-boo Garden Spray « Bug-a-boo Repellent 
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LIGHT IN WEIGHT! 


- + « here's two NEW 
wide margin items. 


FOSTER ALUMINUM ALLOY 


Sure-Grip OIL GATE 






% TAMPERPROOP! 
% NON-SPARKING! 
%& NON-CORROSIVE! 


Accuratety machined of hard, vir- 
gin ALUMINUM ALLOY—the type of 
metal developed for the exacting re- 
quirements of the aircraft industry. This 
FOSTER Oil Gate GUARANTEES un- 
rivaled ge caren for liquids from 

li Each valve is indi- 
vidually eau Only FOSTER offers 


your customers all these features. 


You Save 662/3% of Freight Costs 


FOSTER ALUMINUM ALLOY 


Self-Closing FAUCET 





AVAL 


CLOST 


fic] rl 
Sa 


Kd 


if 





TAMPERPROOF with provision for pad- 


lock. No metal to metal wear. 
REMOVABLE bottom cleaning plug, re- 
placeable Neoprene Seat. 

TESTED UNDER WATER with air-pres- 


sure to insure non-leakage. 


YOU'LL meet the increasing demand 
if you STOCK UP on these WIDE MAR- 
GIN PROFIT ITEMS .. . NOW! 


IMMEDIATE DELIVERY 


Write for Prices and Catalogue Sheets. 
Foster Aluminum Alloy Products sold by 
leading wholesalers from Coast to Coast. 


FOSTER 


Aluminum Alloy Products Corp. 


114-118 S. Salina St., Syracuse 2, N. 
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WHAT'S NEW 





Vita-Var Floor Sealer, 
Wood Finish 


Yita-Var Corp., Newark, N. J., is 
making a penetrating floor sealer and 
wood finish. As it penetrates deeply 
into the wood of the floor, the sealer is 


1 \ Saale 


Floor sEALEB 
ee woop pints? 


a _ 


SSS 











said to leave no surface film for traffic 
to wear away. Claimed to tightly seal 
all pores, so that dust, dirt and grime 
can’t seep through or be ground in. Pro- 
duces a satiny, non-slippery finish and 
can be used on any type of wood floor 
Made in clear finish and stained effect. 
Sealer is said to retard warping, crack- 
ing and splintering and won’t spot white 
from water. Packed in five gal. one gal. 
and qt. size cans. Five gal. can is a 
complete unit in itself while the one gal. 
can is packaged four to a container and 
the qt. size, six to a container. 


Winkler Space Heater 


U. S. Machine,Corp., Lebanon, Ind., 
offers the Winkler “Down-Glow” radiant 
air oil-burning space heater which is 
claimed to comfortably heat small 
homes where adequate air circulation 
provisions are made. Heater will pro- 
duce about 50,000 B.T.U’s. per hr. from 








one half gal. of oil on maximum burn- 
ing. Combines radiant and convection 
heating for uniform warmth through a 
parabolic deflector grille. Minimum 
burning rate is about 1/16 gph., and 
tank capacity is six gal. Front deflector 
assembly slips off with simple hand 
pressure to expose entire burning cham- 
ber for easy cleaning. Lighting torch 
dispenses with use of matches and 
paper. Unit has oil clean out rod and 
built-in baseboard. Baked finish is said 


to match any decorative scheme. 


Self-Oiling Ratchet 
Pipe Threader 


Threadwell Tap & Die Co., Green- 
field, Mass., has offered an improved 
design of pipe threading tool. This pipe 








threader is self-oiling. Full day’s sup- 
ply of oil is carried in the handle and 
the dies may be oiled while in use by 
pressing the plunger at the end of the 
handle. Another feature of this pipe 
threader is the locating of the dies in 
direct line with the handle. It is 
equipped with specially heat-treated tool 
steel dies, designed with radial clear- 
ance for extra smooth operation. Die 
heads can be changed in an instant by 
pulling the knob on the ratchet pawl. 
Die segments are readily replaceable. 
Die heads from 1% through 1% in. are 
available with right hand dies. 





‘Sure Grip’ Ice Creeper 


The Torrington Specialty Mfg. Co., 
Torrington, Conn., is making the “Sure- 
Grip” ice creeper, instep style made of 





extra heavy gage steel. They are plated 
to prevent rust and have web straps. 
Said to be designed to prevent rocking 
and twisting. Window streamer for sales 
help in each box. Suggested to retail 
for 50 cents a pair. 
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doilies and place mats 






















HANDY PACK 


This colorful, seif-selling display package, showing 
full size illustration of contents is a standout in 


any retail paper 


department. Handy Pack permits 


quick, simple choice; avoids need for opening and 
handling contents. Wherever sold, it’s the leader — 


preferred by retailer and consumer alike. 


Handy Pack Doilies and 











DISTINCTIVE Place Mats come in a wide 
DESIGNS PLUSL Sovamemmarstee 
SELF-SELLING 
HANDY PACK 

INCREASES 

YOUR for beauty and extra quality 
PROFITS! «+. the kind that wins repeat 





MILWAUKEE LACE PAPER CO. 


1306.€. MEINECKE AVE © MILWAUKEE 12, WIS 





BRANCH OFFICES 
AND WAREHOUSES 


DECEMBER 18, 


90 BLEECKER ST., NEW YORK 12, N.Y. 
1018 SANTA FE AVE., LOS ANGELES 21, CALIF. 
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Distributed 
thru the 
Wholesaler 


GILBERT aam CLOCKS 


manufactured and guaranteed by 


THE WM. L. GILBERT CLOCK CORP. 


CLOCK MAKERS TO THE NATION SINCE 1807 
WINSTED, CONN. 
Laconia, N. H. 
551 Fifth Avenue 141 W. Jackson Blvd. 
New York 17, N. Y. Chicago 4, Il. 























Your Guide 
to 


Long Lived | 


Saws! 


Bulletin 1047—just off the press—will 
prove a dependable guide to greater saw 
service per dollar expended. In Chicago 
Saws, the finest steel and expert crafts- 
manship are supplemented by the most 
modern production and heat-treating 
facilities. 


The Chicago line includes solid tooth rip 
and cut-off, flat ground combination, 
planer, hollow-ground trimmer, thin rim, 
dado and band saws. Also soft-metal saws 
and circular knives. Special saws and com- 
plete saw repair service. Every Chicago 
Saw is guaranteed to be correctly heat 
treated, balanced and accurately fitted. 
Prompt deliveries. Ask your supplier or 
dealer for Chicago Saws. 





CHICAGO SAW WORKS 


5032 S$. Wentworth Ave Chicago 9, Ill 


























Colorful die-cut dispiay ties in 
with paint sales and tells how 
Jiffy paints screens 10 times 
faster than brush. Covers 
screens bette:. yet never clogs 
mesh. 


Approved by world leading Point Monvtecturers end consumers. @ 
@eeeeeeoeeeoe0e888888208 0) 4 
JIFFY ROLLER APPLICATOR ) 
Especially engineered for 
water thinned paint. Makes 
anyone an expert painter. 
FREE — colorful dealer 
helps bring quick profits. 
Consumer advertising is 
creating volume demand.. 
ORDER FROM JOBBER OR WRITE DIRECT, 


A. B. CARLSON & COMPANY 
AURORA 3, ILLINOIS 
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WHAT'S NEW 








Joy Shears, Scissors 
Display; Cabinets 


Rex Cutlery Corp., Irvington 11, N. J., 
is offering without charge to dealers, 
display and stock cabinets for the Joy 








line of scissors and shears. Merchandise 
includes four 34% in., three 4 in., three 
5 in., three 6 in. embroidery scissors; 
three 4 in., three 5 in. and three 6 in. 
sewing scissors, all with nickel finish; 
three 3%4 in. embroidery scissors, three 
5 in. sewing scissors, three 6 in. sewing 
scissors, and three 7 in. light trimmers, 
all in nickel-chrome finish. Also three 
7 in., three 7% in., three 8 in. house- 
hold shears; three 7 in. and three 8 in. 
dressmaker shears, all in nickel-chrome 
finish; three 7 in., three 7% in., three 
8 in. household shears; three 7 in. and 
three 8 in. dressmaker shears, all with 
full nickel japanned handles. With pur- 
chase of the package, retail value of 
which is $175.35, dealer receives a cabi- 
net, 20% in. wide, 28 in. high and 3% 
in. thick. Made of light wood with nat- 
ural or lacquer finish. 





Fist Fit’ Hand Drill 


The Anchor Hardware Co., 1701 Har- 
vard Ave., N. W., Canton 3, Ohio, is 
offering a hand drill built to fit your 
hand, known as “Fist Fit.” Correct nat- 
ural grip is said to put more power 
behind the drill with less fatigue and 


po ee 


| 


fS 





# 


to provide better control. Drill fea- 
tures: heavy duty %4 in. chuck, ac- 
curate hardened steel jaws; oilite bear- 
ing with chrome steel ball thrust, ma- 
chine cut gears, for smooth running, 
driver, fine gray iron, pinion, cut from 
steel bar; hardened steel stud, and light 
weight aluminum alloy body. Gears are 
enclosed. Finished in frosted aluminum, 
red enamel, and nickel. Suggested to 
retail for $6.95. 


Kitchen Cabinet Hardware 


National Lock Co., Rockford, IIl., is 
offering a kitchen cabinet hardware as- 
sortment known as the “500” Deluxe, 
which consists of but five items. All 
units are completely chromium finished. 
Assortment consisting of catches, pulls, 
knobs and hinges is said to be well 
balanced, and includes only items with 
the greatest demand. A full-color coun- 
ter card, on which samples of hardware 
are mounted and supply of consumer 








literature is included in a pocket. Each 
item is packaged complete with screws, 
etc., and is contained in a Kraft en- 
velope with catalog number, descrip- 
tion and prominent illustration. 


‘Airfire’ Sub-Machine Gun 


Newell Mfg. Co., Lowell, Mich., offers 
the Air-Fire Sub-Machine gun which 
uses ping-pong balls as ammunition. 








Will not break light bulbs, windows, 
mirrors or glassware. Gun can be used 
indoors as well as out with safety. Bar- 
rel and ammunition chamber are made 
of heavy aluminum. Other parts are of 
hardwood, finished in color. Model 1008 
gun is packaged one to a carton, 12 to 
reshipping unit. Weight is 20 lbs. per 
doz. guns. Suggested to retail for $2.60. 
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Small Tool Set 


Plomb Tool Co., Los Angeles 54, Cal., 
offers three tools and a leather kit 
known as the 9900C. The tools, a six 


in. combination slip-joint plier, a six 
in. adjustable angle wrench and an 
eight in. plastic handle screwdriver 
with 9/32 in. bit, will handle most odd 
repair jobs, says maker. Same tools 
may be used for professional jobs. The 
seven by nine in. leather kit is finished 
in red and bears a gold-imprinted de- 
sign. Four slots in the kit permit it to 
be carried on a belt. Three pockets 
are wide enough to hold extra tools. 





Flexarc 200 Ampere 
Engine Driven Welder 


Westinghouse Electric Corp., 306 
Fourth Ave., Box 1017, Pittsburgh 30, 
Pa., is introducing a flexarc lightweight 
engine-driven welder designed for 200 
amperes at 30 volts on the basis of 50 
per cent duty cycle. 
equipped with accessories ready to 
weld including work and electrode leads, 
helmet, electrode holder, electrodes and 
a wire scratch brush. “The Ranger,” the 
DC. welder can be towed anywhere a 
jeep can take it. Design characteristics 
of the generator provide easy striking 
and maintenance of the arc for shop 
quality welding on steel, cast iron, al- 
loys, hard surfacing aluminum and 
brass. Generator is direct-connected to 
a Hercules IXB engine. Welding cur- 
rent is adjusted over a wide range from 
30 amperes at 20 volts to 250 amperes 
at 30 volts in four major steps by plug- 
ging screw locking plugs on work and 
electrode leads. Intermediate values of 
current are obtained by rheostat con- 
trol. Polarity is positively controlled by 
interchanging work or electrode lead 
connections. Available as a portable or 
stationary model. 
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We're not telling you anything new when 
we say your customers want quality soldering 
equipment . . . but at a fair price! This 
attitude demands merchandise that will give 
volume sales without sacrificing customer 
goodwill . . . or profits. That’s why Lenk 
equipment, backed by 28 years of customer 
satisfaction and volume selling success, can 


help you most — now. 
ork FOR 


SALES LEADERSHIP! 





















Dept. B 


rose kk 
MFG. COMPANY 


30-38 CUMMINGTON STREET 


BOSTON 15, MASSACHUSETTS 
Manufacturers of Soldering Equipment Since 1919 


$ T E | E N $ WOOD LEVELS for 


CARPENTERS and MASONS NOW AVAILABLE! 
PUT THEM ON DISPLAY — THEY SELL THEMSELVES 
© Made of selected California sugar 


pine, kiln dried, natural grain 
finish. 


SELL 
























CARPENTERS’ WOOD LEVELS No. 424 a . 
° “Catseye” liquid vials are dirt and 
No. | Length Description ween On. grit free. Protected with heavy 
lenses. 
212 | 12 inches | 1 Plumb-1 Level TY, Lbs. © Precision built for accurate per- 




















218 | 18 inches | 1 Plumb-1 Level 
S| Been | steesesiore) © ie estiags 
nches evels : 
624 | 24 inches | 4 Plumbs-2 Levels} 15 Lbs. © Sturdy construction for long, hard 
630 | 30 inches | 4 Piumbs-2 Levels} 19 Lbs. service. 

















MASONS’ WOOD LEVELS No. 648 
No. | Length Description we Ole Write Today for Details on Our 
Complete Line of Profit-Making 
442 | 42 inches | 2 Plumbs-2 Leveis 26 Lbs. 
448 | 48 inches | 2 Plumbs-2 Levels| 30 Lbs. Levels. 
642 | 42 inches | 4 Plumbs-2 Levels 26 Lbs. 
648 | 48 inches | 4 Plumbs-2 Levels 30 Lbs. P&P-5001 
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Emmet F. Harding Is Appointed 
Corbin General Sales Manager 





EMMET F. HARDING 


Emmet F. Harding has been 
appointed general sales manager 
of Corbin Screw Division, The 
American Hardware Corporation, 
New Britain, Conn., succeeding 
Elliott C. Paddock who resigned 
effective Dec. 1, 1947. He was 
assistant general sales manager 
before being advanced to his 
present position. 

Mr. Harding was graduat-d 
from the University of California 
in 1921, and started his hardware 
career with Henry Disston & 
Sons, Inc., Philadelphia, in 1922 





ELLIOTT C. PADDOCK 
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as a junior salesman advancing 
to senior salesman in New 
England territory and remaining 
with Disston until 1938. In 1938 
he became affiliated with John 
H. Graham & Company as Pacific 
Coast representative and_ re- 
mained in this capacity until 
1943. He returned to Disston in 
1943 as assistant to manager of 
sales of the hardware division. 

On June 1, 1944, he became as- 
sistant general sales manager, 
Corbin Screw Division. 

Mr. Paddock who resides at 40 
Elbridge Road, New Britain, 
Conn., has not yet announced his 
plans for the future. 





PHILCO DISTRIBUTORS 
NAME PHILADELPHIA 
SALES EXECUTIVES 


James J. Shallow has been ap- 
pointed general sales manager 
and Jerry Newkirk television 
sales supervisor of Philco Distrib- 
utors, Inc., Philadelphia. Mr. 
Shallow has had 15 years of sales 
experience with Philco. During 
the past five years he has served 
as eastern sales manager of the 
Philco storage battery division, 
until this division was sold. He 
will handle sales of all Philco 
products to dealers. 

Mr. Newkirk joined the com- 
pany in 1936 as a district sales 
representative. In his new posi- 
tion he will assist dealers in the 
development of this business. 





BENDIX CONTINUES WITH 
CURRENT MODEL WASHER 


Current models of the Bendix 
automatic washer will be con- 
tinued for some time, Bendix 
Home Appliances, Inc., South 
Bend 24, Ind., has announced, as 
the demand still exceeds the pro- 
duction. A projected convention 
of distributors at the Edgewater 
Beach Hetel, Chicago, Jan. 18-19, 
has been cancelled due to this 
decision. Judson S. Sayre, presi- 
dent of the company, disclosed 


piled up a considerable backlog 
of orders against a scheduled 
production of 60,000 units. 
T. F. JOHNSON HEADS 
NATIONAL SERVICE 
FOR NORGE DIVISION 


Thurlo F. Johnson, formerly 
central regional sales manager, 
has been named to the newly- 
created position of director of 
national service for the Norge di- 
vision of Borg-Warner Corp., 
Detroit. 

Mr. Johnson was at one time 
national service manager. J. H. 
Webster, a district representative, 
will succeed Mr. Johnson as cen- 
tral regional sales manager. 





G. E. SCHWARTZ MADE 
NAT’L SERVICE MGR. 
LAUNDERALL UNITS 


George E. Schwartz has recently 
been appointed national service 
manager for the Launderall auto- 
matic home laundry manufac- 
tured by F. L. Jacobs Co., 
Detroit. He will also manage ser- 
vice for other appliances to be 
made by the company’s appliance 
division, 

He was formerly with Bendix 
Home Appliances South Bend, 





GEORGE E. SCHWARTZ 


Ind., in various executive service 
positions. During the war he 
was a field service engineer for a 
South Bend machine tool manu- 
facturer and at the resumption of 
peacetime operation, rejoined 


NAT’L PRESSURE COOKER 
NAMES WILSON EASTERN 
SALES MANAGER 
Paul E. Wilson has been made 
eastern sales manager for the Na- 
tional Pressure Cooker Co., with 





PAUL E. WILSON 


headquarters in the Empire State 
Bldg. Mr. Wilson was a sales 
executive with Montgomery Ward 
Co., for seven years and earlier 
was district sales manager for 
the Spool Cotton Co., New York. 
During the war he spent two 
years in the navy supply corps as 
lieutenant. 

He joined the company in 
September and has traveled be- 
tween the home office in Eau 
Claire and sales territories study- 
ing distributor activities. He will 
handle National pressure cooker 
and Presto cooker sales in New 
York, New Jersey, Pennsylvania, 
Delaware, Virginia, Maryland, 
Washington, D. C., and the New 
England states. 





MASTER RULE OCCUPIES 
NEW BUILDING 


The Master Rule Mfg. Co., 
Inc., formerly located in the 
Bronx, recently occupied the 
Howell Hinchman plant and 
buildings at Middletown, N. Y. 
Total floor area is 112,000 sq. ft. 
of manufacturing space plus 4 
parking lot. Acquisition of the 
plant will enable Master Rule 
to carry out its long-range plans 











that distributors, in November, 


Bendix. 


for expansion. 


HARDWARE AGE 


NEWS OFT H 


HARDWARE AGE FOR 


EMBER 1! 





Yale Oper 
As Pari 


The Philade 
The Yale & Ti 
cently opened 
terial Handling 
ing at 205 E. 4 
City, a five st 
includes confe 
tion picture si 
materials han 
terials handlin 
department, sal 
vices, complete 
maintenance “; 
rooms to repai 
display its com 
and electric ho 
and motorized 


powered indus 
tractors, and 
scales. Mater 


engineers and 
moved from th 
ing, in which o 


> tinue their Nev 


to the new bui 
Gibb, general 
Philadelphia | 
nounced the | 





The new Yale 
ing Machine 
New 











DECEMBE 














WARENGE while it's NEWS 





DFTHE TRADE os 0.0s: 


ARE AGE FOR 





EMBER 18, 1947 





JRE COOKER 


IN EASTERN 
ANAGER 


has been made 
ager for the Na- 
‘ooker Co., with 





/ILSON 


> Empire State 
1 was a sales 
itgomery Ward 
rs and earlier 

manager for 
10., New York. 
he spent two 
upply corps as 


company in 
s traveled be- 
office in Eau 
Titories study- 
ities. He will 
essure cooker 
sales in New 
Pennsylvania, 
1, Maryland, 
and the New 


OCCUPIES 
DING 


le Mfg. Co., 
ated in the 
ccupied the 

plant and 
stown, N. Y. 
12,000 sq. ft. 
pace plus a 
sition of the 
Master Rule 
range plans 


RE AGE 








The Philadelphia division of 
The Yale & Towne Mfg. Co., re- 
cently opened its new Yale Ma- 
terial Handling Machinery Build- 
ing at 205 E. 43rd St., New York 
City, a five story structure. It 
includes conference rooms, mo- 
tion picture studio for showing 
materials handling films, ma- 
terials handling library, expovt 
department, sales engineering ser 
vices, complete materials handling 
maintenance “garage” and show- 
rooms to repair and service and 
display its complete line of chain 
and electric hoists, hand operated 
and motorized handlift trucks, 
powered industrial trucks and 
tractors, and _ industrial dial 
scales. Material handling sales 
engineers and their offices were 
moved from the Chrysler Build- 
ing, in which other divisions con- 
tinue their New York operations, 
to the new building. Samuel W. 
Gibb, general sales manager, 
Philadelphia division, has an- 
nounced the following appoint- 





The new Yale Material Handl- 
ing Machinery Building in 


Yale Opens N. Y. Material Handling Branch 
As Part of New National Distribation Plan 


meats in the New York branch of 
the Philadelphia Division; Carl 
E. Lang, regional manager; 
Fiobert J. McGreevy, regional 
sales manager; Charles K. Drury, 
metropolitan manager; Warren 
E. Clapp, district manager for 
hoist sales for New York and 
Connecticut; William F. Red- 
mond, district sales manager for 
hoist sales in up-state New York, 
northern New Jersey and New 
England, excepting Connecticut. 
Walter F. Randall, the Philadel- 
phia division’s associate director 
of field activities in charge of the 
New York, New England and 
New Jersey area, will also be 
located in the New York branch 
building. 

Opening of the new branch 
launches the division’s new na- 
tional distribution program, de- 
signed to establish in each major 
industrial market of the country 
not only experienced sales engi- 
neers, but also excellently equip- 
ped materials handling mainte- 
nance garage and showrooms, 
staffed by skilled technicians. 
Comparably equipped branches 
in major cities from Boston to 
Los Angeles and from Canada to 
the Gulf of Mexico are also 
planned. 

BLACKSTONE CORP. TO 

SUCCEED JAMESTOWN 

METAL EQUIPMENT 


At a recent meeting of the 
stockholders of the Jamestown 
Metal Equipment Co., Inc., 
Jamestown, N. Y., it was voted 
to adopt the name of the sub- 
sidiary, Blackstone Corporation, 
for the parent company. Prod- 
ucts of the corporation will be 
home appliances including a full 
line of domestic laundry equip- 
ment and automotive radiators, 
heaters and stampings. The offi- 
cers of the corporation are: O. 
A. Lenna, president and general 


manager; G. A. Lawson, vice- 
president; J. M. Wicht, vice- 
president; R. A. Lenna, vice- 
president; H. A. Lenna, secre- 


tary and treasurer; R. W. Alden, 





New York City. 
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asst. secretary - treasurer. The 


Blackstone Corporation has al- 
ready embarked upon an expan- 
sion program of facilities and 
equipment, including the erec- 
tion of a new plant which will 
provide considerably more op- 
erating floor space. 





APPOINT C. B. MUELLER 
SCHAIBLE CO. GENERAL 
SALES MANAGER 


Clifford B. Mueller,. Jr., has re- 
cently been appointed general 
sales manager of The Schaible 
Co., Cincinnati. Mr. Mueller will 
direct from Cincinnati headquar- 
ters the sales program for all of 
the Schaible plants. 

Mr. Mueller was formerly man- 
ager of the manufacturing scales 
division, which position he held 
following discharge from the 
army in 1946. Before the war he 
was with Schaible in market re- 
search and sales promotion. 





ASSOCIATES HONOR 
KRAUSS, RETIRING MGR. 
OF L. H. GILMER CO. 


John S. Krauss, who retired 
recently as manager of L. H. 
Gilmer Company, Division of 
U. S. Rubber Company, was 
honored at a luncheon at the 
Warwick Hotel, Philadelphia, by 
35 of his associates and fellow 
workers. He has been with the 
company for 35 years, serving 
as president from 1928 to 1944, 
when the business was acquired 
by U. S. Rubber. 

A television set was presented 
to him, together with a book, 
especially made for the occasion 
and containing the autographs of 
his associates in the company for 
many years, as testimonials of 
their esteem. 

EKCO PRODUCTS NAMES 
SANFORD CO. NATIONAL 
SALES AGENT 


Ekco Products Co., 1949 N. 
Cicero Ave., Chicago 39, IIl., has 
announced the appointment of 
The D. E. Sanford Co., as na- 
tional sales representatives in 
the United States for Ekco safety 
cookers, Ekcoware, Ekcoline kit- 
chen tools, Flint cutlery and 
carving sets, Flint kitchen tools, 





and “Best” egg beater. 


JOHN SWAN, SALES MGR. 
NA-MAC PRODUCTS 
Na-Mac Products Corp., Los 


Angeles, Cal., recently acquired 
by the William R. Warner Co., 





JOHN M. LEACH 


Inc., New York, has announced 
the appointment of John Swan, 
former Poulsen & Narden execu- 
tive, as sales manager of the com- 
pany. John M. Leach, vice- 
president of the Warner com- 
pany will also serve as vice- 





JOHN SWAN 


president of the Na-Mac organ- 
ization. Kurt Visser is controller 
of the company and Robert De- 
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YALE & TOWNE MFG. CO. 
NAMES TWO DIST. MGRS. 

The Yale & Towne Mfg. Co., 
Empire State Bldg., New York 
City, has announced the appoint- 





H. BENNETT McDONALD 


ment of two district managers for 
electric appliances sales. H. 
Bennett McDonald will handle 
Washington, Oregon, California, 
Nevada and Arizona and Philip 


Trent will cover Missouri, Kan- 
sas, Nebraska, and western Iowa. 
Mr. Trent has done extension 
work in Ohio. Mr. McDonald was 
a member of the firm of Donner- 
McDonald & Co., manufacturers 





PHILIP TRENT 


representatives and exporters-im- 
porters. From 1937 through 1940 
he was engaged in busine’s for 
himself, converting _ plastic 
articles for chain outlets through- 
out the country. 


RYERSON COMPLETES 

ADDITION TO STEEL- 

SERVICE FACILITIES 
Joseph T. Ryerson & Son, Inc., 
recently completed new offices 
and a large addition to the ex- 


isting warehouse facilities at E. 
53rd St. and Lakeside Ave., 
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Cleveland. The new building pro- 
vides 80,000 additional square ft. 
of heated warehouse space and 
about 13,000 sq. ft. of space in 
which is housed the company’s 
new offices. 


SCHAIBLE BUYS PLUMBING 
DIV. MFG. FACILITIES 
GENERAL TIRE & RUBBER 


The Schaible Co., Cincinnati, 
manufacturers of plumbing fix- 
tures and valves, by the recent 
acquisition of the manufacturing 
facilities of the Plumbing Divi- 
sion of the General Tire & Rub- 
ber Co. of California at Pasa- 
dena, plans to expand its line and 
increase production. The com- 
pany also has purchased the en- 
tire business, including operating 
equipment, finished product in- 
ventory and services of personnel 
of the Cincinnati Faucet Co. The 
two acquisitions will provide for 
a 30 per cent increased output of 
Schaible products, it is said. 

C. M. Johnson, for many years 
associated with Schaible in ex- 
ecutive capacities before he 
launched the Cincinnati Faucet 
Co., has returned to Schaible as 
head of the West Coast plant in 
Pasadena. 


ss 


S. W. KOFFLER FORMS 
KOFFLER SALES CORP. 


S. W. Koffler, formerly sales 
manager for the Loewenthal Co., 
Chicago, manufacturer of rubber 
link mats and matting, has an- 
nounced the establishment of his 
own manufacturing and sales or- 
ganization known as the Koffler 
Sales Corp. The Loewenthal com- 
pany recently dissolved and re- 
tired from the field. Mr. Koffler 
will continue to manufacture rub- 
ber link matting for industrial. 
institutional, and accident pre- 
vention purposes as well as in- 
dividual mats for householders at 
3757 N. Racine Ave., Chicago. 





GAS ASS’N LAUNCHES 
MERCHANDISING PRO- 
GRAM TO AID BUILDERS 


The American Gas Association 
recently announced a new Cer- 
tification program which will af- 
ford a reliable buying guide for 
prospects who are interested in 
home-buying, home-building and 
remodelling. Four national re- 
quirements have been set up for 
certification. They are: scientific 
planning: automatic cook- 
ing; automatic gas refrigeration 
and automatic gas water heating 
sized to take care of all house- 
hold needs. The merchandising 
plan is called the Certified New 
Freedom Gas Kitchen program. 

Issuance of a certificate for 
or remodelled kitchens 


gas 


new 





which meet the requirements 
gives builders and architects the 
indorsement of a national associa- 
tion that has identified itself as 
one of the foremost proponents of 
modernity in living, and to the 
home-owner the  indorsement 
value of nationally advertised 
names in the gas appliance field. 
Certificates will be issued to 
architects and builders by the 
AGA upon recommendation of 
authorized persons in local gas 
utility companies. They are is- 
sued by street and number so 
that blanket indorsement is not 
given that might lead to later 
abuse. 

HARDWARE INDUSTRY TO 

SPONSOR APPEAL FOR 
JEWISH FEDERATION 


The campaign of the Hardware 
industry in behalf of the appeal 
of the Federation of Jewish 
Philanthropies of New York to 
support its humanitarian work 
will be launched with a dinner 
on Jan. 8, 1948, at the Biltmore 
Hotel, New York City, according 
to Irving J. Feldman, Keystone 
Bolt & Nut Co., chairman of the 
trade’s efforts. 

Abraham Rosenberg, General 
Hardware Mfg. Co., will be 
honored for his support of the 
philanthropies of the community. 


Associate chairman, assisting in | 


the drive are: Max Baumrin, 
Baumrin Bros., Milton A. Kahn, 
Wm. L. Blumberg Co., Inc., Al 
Kiesler, Alfred Kiesler & Co., 
Arthur Lustig, Belf & Lustig and 
Jack Snyder, Anco Corp. 








| 
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| 


| 
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SHEPARD REPRESENTS 
WHITLOCK IN MIAMI 
W. J. Shepard has recently 


been appointed to represent the 
Whitlock Corp., 17 Warren St, 





W. J. SHEPARD 


New York City, locksmith sup- 
plies, in Miami, Fla. Mr. Shepard 
has had extensive experience in 
the hardware stores and _lock- 
smith shops in this territory since 
1912. He was representative for 
Frank T. Budge Co., and Hosea 
Hardware Co. 


J. H. CRISTIL MOVES 
TO INDIANAPOLIS PLANT 


J. H. Cristil Co., manufacturers 
of colored aluminum tumbler 
sets, has recently completed its 
move to a new plant in Indian- 
apolis, Ind., P. O. Box 1691. 











Formation of the 50-Year Club of P. & F. Corbin Division, 
The American Hardware Corp., New Britain, Conn., recently 
occurred at the annual meeting of the Corbin 25-Year Club 
at the Hedges, New Britain. Fifty-year diamond-mounted pins 
were presented to 31 members of the new club and 25-year 
service pins were awarded to 22 employees. The accumulated 
years of service of the 3! members of the club is 1651 years. 
C. B. Parsons, president of the American Hardware Corp., 
who has been with the company for 53 years, was the first 
to be presented a 50-year pin by P. E. Barth, general manager 
of the division. Left to right: Charles Cooper, foreman of 
department 22, employed 62 years; P. E. Barth, vice-president 
of American Hardware and general manager of P. & F 
Corbin; S. P. Morgen, factory manager, P. & F. Corbin Divi- 
sion; George Kron, oldest employee, 64 years, foreman of 
department |7; William Hausman, 60 years, foreman of de- 
partment 53; C. B. Parsons, president of American Hardware 
Co., 53 years; Franklin R. Kent, hardware consultant, 61 years. 
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Take the nationally advertised Goulds name, for ex- 
ample, associated with you as a Water Systems dealer. 
To your prospects, it means the finest, for Goulds 
is known among distributors, dealers and consumers 
for the extra years of fine performance Goulds pumps 
deliver. They know, too, that Goulds complete line 
offers the latest and best in design and service. 

To your store, it means prestige —the reputation 
Goulds has built in nearly a century as leaders in 
Pumps. 

To you, it means sales... your full share of today’s 
top Water Systems profits . . . the biggest share in 
tomorrow’s “tougher-to-get” market . . . satisfied 
customers every time. . . extra profit from the sale of 
related items to enthusiastic Goulds owners. 

Write for the name of your nearest Goulds dis- 
tributor. 


GOULDS PUMPS, INC. Seneca Falls, N.Y. 


QULo 
=m) GOULDS 


WATER SYSTEMS 
pte FOR EVERY 
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The new TANKLESS Balanced- 
Flow Jet, with self-adjusting 
capacity. For shallow well serv- 
ice.Suppliesany volume wanted, 
with no spurt, no lag, no fluc- 
tuation. Just like service from 
a city water main! Capacities to 
540 gallons an hour Tntoting 
upon suction lift. 


The new dual-service Jet-O- 
Matic. Same unit for shallow or 
deep well operation. Wide 
range of capacities and pres- 
sures. A packaged water system, 
streamlined for sales. 


The famous “CID” and “PYRAMID” 
Shallow Well Piston Pumps and “CID” 
Deep Well units round out the complete 
GOULDS line of Water Systems for 
every requirement. 


WATER SYSTEMS | 


FARM AND HOME NEED | 
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Extra Winter 


Profits from 
STERLING Rock Salt 


LING 


maley/! 
| to keep in car for 


%* ‘by! 
Sell 2 bags Kx fis to every 
customer. 


use under wheels when they 


\ 


get stuck. hop ie 


1 for home to keep steps, 


sidewalk, driveway free of 
wet 
dangerous ice. sy 


ORDER NOW ey, Be eon 


when storms strike! _— 


Containers of six 
/0/6. bags... Also 
/00 /8. bags. 


International Salt Company, Inc. 
Scranton, Pa. 


STERLING 


Ahager-ferr ton 


ROCK SALT 


EVANS MAKES McCAULEY 
ASSISTANT DIVISION 
GENERAL SALES MGR. 


Tim J. McCauley has been ap- 
pointed assistant general sales 
manager for the heating and ap- 


TIM J. McCAULEY 


pliance division of Evans Prod- 
ucts Co., Plymouth, Mich. A 
former AAF major, Mr. Mc- 
Cauley was director of the VA 
flight training program in the 
state of Michigan prior to join- 
ing Evans. His prewar experi- 
ence includes several years of 
sales and merchandising training 
at the J. L. Hudson Co., Detroit. 


HAMILTON APPOINTS 
FOUR IN HOME 
APPLIANCE DIV. 


Paul A. LaRoche has been ap- 
pointed sales director of the 
home appliance division of 
Hamilton Mfg. Co., Two Rivers, 
Wis. He was the company’s first 
eastern representative on the 
company’s automatic clothes 
dryer and will headquarter at 
the main office to head dryer 
sales. For 20 years he was in 
distribution and sales of Para- 
mount Pictures and later was 
branch manager of Ross Federal 
Service, Inc., market research 
organization. 

W. N. Brown will head the 
eastern territory having formerly 
served as service superintendent 
at the Palmer House, Chicago. 
Don H. Davidson has been placed 
in charge of the Mid Western 
area. He was associated with 
Midwest Associates, Aurora, IIl., 
specializing in sales planning and 
promotion. He joined Hamilton 
in 1947 and has been covering 
the middle west area on Hamil- 
ton dryers. 

N. B. Wood is the newly ap- 
pointed service manager for 
Hamilton, having been with the 
company since 1936 except for 
five years’ war service. He started 


in sales, then after a short time 
in sales promotion, he became 
Washington representative. Since 
his discharge, he has developed 
a materials control department 
for Hamilton. 


HENNESSY, DIST. SALES 
MGR. FOR CHEMICAL DIV. 
PENNSYLVANIA SALT 


William J. Hennessy has re- 
cently been appointed Pittsburgh 
district sales manager for the 
Special Chemicals Division, 
Pennsylvania Salt Mfg. Co. 
Philadelphia, Pa. Mr. Hen- 
nessy joined Pennsalt in 1935, 
After several years’ experience 
in the manufacturing operations 
at the Greenwich plant in Phila- 
delphia, he joined the special 
chemicals division as salesman 
in 1939. He will now supervise 
special chemicals sales operations 
in the Pittsburgh, Cincinnati, 
Cleveland, Buffalo and Altoona 
territories. 


—_——— 


NATIONAL MARKET WEEK 
ST. PAUL AUDITORIUM 
APRIL 20-23, 1948 


The Second Semi-Annual 
Market Week will open at the 
St. Paul Auditorium at 10:00 
A. M., April 20, 1948, and extend 
through to 4:00 P. M., April 23. 
This will be the Spring-1948 Na- 
tional Market Week. Eighteen 
classifications of merchandise 
and products distributed by na- 
tional manufacturers will be in- 
cluded in the exhibits. Manu- 
facturers throughout the United 
States, Canada and from foreign 
nations are invited to participate. 
This is to be a “Closed Market,” 
restricted to exhibitors and buy- 
ers. A concentration of buyers 
and dealers is expected from the 
Central, Mountain and Pacific 
states, Central and Western Ca- 
nadian Provinces, Alaska and the 
Hawaiian Islands. 

National Market Week is un- 
der the direction of Norman F. 
Ludford, president and manag- 
ing director of Continental Con- 
vention & Show Management, 
Inc., with offices at Suite 510 
Syndicate Bldg., 84 S. 6th St, 
Minneapolis. 


A. H. TIMMERMAN CITED 
FOR 50 YEARS IN 
INDUSTRY BY NEMA 


A. H. Timmerman, vice-presi- 
dent of Wagner Electric Corp. 
6400 Plymouth Ave., Saint Louis, 
Mo., was presented with a cer 
tificate for “50 years of con- 
tinuous service in the electrical 
industry” from the National 
Electrical Manufacturers Ass0 
ciation at a meeting held te 
cently in Atlantic City. 


HARDWARE AGE 
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ENGLISHTOWN CUTLERY 
ELECTS JACK JACOBS 
VICE-PRESIDENT 
Jack Jaeobs has been appointed 


vice-president in charge of mer- 
chandising and sales of English- 





JACK JACOBS 


town Cutlery, Ltd., 280 Fifth 
Ave., New York and Englishtown, 
N. J. Mr. Jacobs was formerly 
assistant to the president, Nor- 
man J. Mercer. 





FLO ENGLISH RETIRES 
AS TRADE SHOW MGR. 


Mrs. Flo English recently an- 
nounced her retirement after 15 
years of managing shows in the 
house furnishings industry. She 
issued a statement saying that 
the had relinquished her four- 
year contract with the Atlantic 
City Convention Bureau for sum- 
mer housewares show “with the 
proviso that they, in turn, make 
& contract with the National 
Housewares Manufacturers As- 
wciation.” Mrs. English called 
her statement a “Christmas gift 
to the entire housewares and ap- 
pliance industries, to which I 
add my best wishes for unity 
and success.” 


F. H. WINTERS, ELECTED 
PRES. BERGEN COUNTY 
HARDWARE MERCHANTS 


At a meeting held recently at 
Nystrom’s restaurant, Hacken- 
sack, N. J., Floyd H. Winters, 
Romaine Hardware Co., Hacken- 
sack, N. J., was elected president 
of the Bergen County Hardware 
Merchants Association. Other of- 
ficers elected include: James 
Lanigan, Lanigan’s Hardware, 
Englewood, vice-president; Rob- 
ert Navara, Palmer Bros., Hack- 
ensack, secretary; and Harry 
Palmer, Palmer Bros., Riber 
Edge, treasurer. Trustees are as 
follows, Harry Holtje, Fort Lee 


Morte, Le Morte Bros., East 
Rutherford; Charles Merry, Glen 
Rock Hardware; LeRoy Demar- 
est, Demarest’s Hardware, Tena- 
fly; Henry Volz, Volz Hardware, 
Westwood. The following stores 
were admitted to membership: 
Hohokus Paint & Hardware, Ho- 
hokus, Ramapo Hardware, Oak- 
land, Maywood Hardware, May- 
wood, and Flaker’s Star Hard- 
ware, Ridgewood. 

The association will soon spon- 
sor a series of factory conducted 
demonstrations of new products. 
The membership of the group 
has increased to 80. 





C. K. RIEGER MANAGES 
G.E. HEATING DEVICE; 
FAN DIVISIONS 


Charles K. Rieger has recently 
been appointed manager of the 
General Electric Co’s., heating 
device and fan division, Bridge- 
port 2, Conn., succeeding the 
late Marshall B. Ross. 

Formerly commercial engineer 
of the company’s home laundry 
equipment division, Mr. Rieger 
joined the company in 1936. In 
1937 he was transferred to the 
G-E fractional horsepower motor 
plant at Fort Wayne, Ind., as 
sales engineer. For two years 
during the war, he was assigned 
to Wright Field, Dayton, Ohio in 
charge of G. E. work there, re- 
turning to Fort Wayne in 1944 
as proposition engineer. In 1946 
he was made assistant com- 
mercial engineer for the home 
laundry division, and was pro- 
moted to commercial engineer 
the following year. 





WESTINGHOUSE EXPANDS 
ELECTRIC HOME HEATER 
PRODUCTION 


Westinghouse Electric Corp., 
306 Fourth Ave., Box 1017, Pitts- 
burgh 30, Pa., has announced 
nine new electric home heaters 
for national distribution. Eight 
of them are 240 volt units and 
the other a 120 volt model. All 
are in production in the com- 
pany plant at Emeryville, Cal. 
Production facilities and _ staff 
at Emeryville will be enlarged as 
fast as requirements and condi- 
tions permit. 

ACME SASH BALANCE 
NAMES FACTORY AGENTS 


Acme Sash Balance Co., Los 
Angles, Cal., has announced the 
appointment of the following 
firms as factory representatives: 
Highland R. Smith, Concord, N. 
C.; Roy C. Joiner, Atlanta, Ga.; 
Tri-State Building _ Service, 
Shreveport, La.; and John T. 
Everett’s Sons Co., Memphis, 
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LINK UP YOUR SALES 


WITH 


SLeetcote 


® STAINLESS CAULK 
mca: W4i, icmee) tte) t), je) 
A © QUALITY PUTTY 


Vy 3 PRODUCTS 


That Will Do A Bigger 
Sales Job For You! 
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Stainless Caulk Atco 


Pr 
Stops cracks once and for names "OOw 
all in tile and plaster, also Sons IN met 


around bath tubs and Woo,” An 
f+) 
kitchen sinks. Has 50% Wars’ 
less shrinkage; stays soft 


indefinitely and will not ° 
crack. Apply with knife or ar 

gun. Keeps the cold air out Uy x 
... the warm air in... stops 

infileration of dust and dirt. a 




















Compound 


A superior product for all 
glazing operations. It is made 
to be applied in the same man- 
ner as putty but is not to be 
confused with ordinary putty 
or caulking compound. It pro- 
vides permanent adhesion for 
any kind of glass setting job. 
Ie will not shrink or crack... 
makes a good water-tight job. 




































A product outstanding for ease 
of application, rugged adhesjon 
to both glass and steel. Made 
with long life durable oils, it 
readily contracts and expands 
with the steel and has the neces- 
sary strength to render outstand- 
ing service. Our superior quality 
putty has made us the largest 
manufacturers of putty west of 
the Mississippi. 


























Interested distributors will please 
write for full details and prices. 


STEELCOTE MFG. CO.., 
3418 Gratiot St., St. Louis 3, Mo 
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Form Lox Wholesale Hdw. 
In Danville, Ill., To 
Operate Franchise Plan 





CLYDE W. HICKS 


Lox Wholesale Hardware Co., 
309 E. Van Buren St., Danville, 
Ill, was formed several months 
ago, with the announced inten- 
tion “of franchising hardware 
dealers in their respective trad- 
ing areas.” The company’s plan 
includes merchandising pro- 
grams, training of retail hard- 
ware store personnel and “com- 
petitive prices will be furnished,” 
according to T. W. Conron, 
president of the organization and 
president of Conron, Inc., Dan- 
ville, Ill. Other officers of Lox 
are: Clyde W. Hicks, vice-presi- 
dent; George A. Hoelzel, trea- 







































surer, and Thomas W. Conron, 
Jr., secretary. Members of the 
advisory committee are: Wayne 
Hatfield, Hatfield Hardware, De- 
catur, Ill.; Vaughn Jones, County 
Hardware, Sullivan, Ind.; W. O. 
Stein, H. W. Stein Hardware, 
Peoria, [ll.; J. H. Thomson, Bar- 
rett, Inc., Indianapolis, Ind., and 
Lynn Warren, D. L. Warren 
Hardware, Taylorville, Ill. 





THOMAS W. CONRON, JR. 


Conron, Inc., Danville, IIL, 
hardware wholesalers, have re- 
ceived a wholesaler’s franchise 
to supply merchandise to Lox 





dealers, in Indiana and Illinois, 


exclusive of the metropolitan 
Chicago area. Conron, Inc., will, 
however, continue to have its 
travelers call on the general 
trade. 

To date Lox Wholesale Hard- 
ware Co. has held two dealer 
meetings—one in October and 
one in November—in connection 
with its plan. 





HOUSEWARES SHOW AT 
PARKER HOUSE, BOSTON, 
FEBRUARY 16-20 


Housewares Club of New 
England, sponsors of the New 
England Housewares Show, has 
announced that the 15th annual 
show will be held Feb. 16-20 in 
the Parker House, Boston. Over 
500 manufacturers’ lines will be 
presented. Robert T. Uek, Alu- 
minum Goods Mfg. Co., show 
committee chairman, states that 
with the show almost all the 
lines of long standing have re- 
turned. The show committee 
includes: Mrs. Dorothy F. Davi- 
son, secretary; A. P. Mortimer, 
U. S. Stamping Co.; Norman 
Altman, Arnold P. Bearson and 
George Dinkel, manufacturers’ 
representatives; Peter F. Bass, 
Bigelow & Dowse Co.; John K. 
Damon, Concord Woodworking 
Co.; Roger Moore, Raymonds, 
Inc., and Carl Masson, Paine’s, 
of Boston. 





R. P. BROWN MADE FELLOW 
BY ENGINEERS’ GROUP 


Richard P. Brown, chairman 
of the board, Brown Instrument 
Co., Philadelphia industrial in- 
strument maker, has been ap- 
pointed a Fellow of the Ameri- 
can Society of Mechanical 
Engineers. 





CED APPOINTS COMMITTEE 
TO STUDY EUROPE’S 
RECOVERY PROBLEMS 


The appointment of a sub. 
committee to study problems re. 
lated to the European recovery 
program was announced recently 
by Paul G. Hoffman, president 
of the Studebaker Corp. and 
chairman of the Committee for 
Economic Development. The sub- 
committee has begun work on its 
study and will submit its find. 
ings to the CED Research and 
Policy Committee, of which 
Raymond Rubicam, New York, 
is chairman. 

Wayne C. Taylor, Washing. 
ton, D. C., former president of 
the Export-Import Bank, is chair- 
man of the new sub-committee, 
The other members are Henry 
P. Bristol, president, Bristol, 
Myers Co., New York; Chester 
C. Davis, president, Federal Re- 
serve Bank of St. Louis, St 
Louis; Mr. Hoffman; Jay C. 
Hormel, chairman of the board, 
Geo. A. Hormel & Co., Austin, 
Minn.; Thomas B. McCabe, 
president, Scott Paper Co., Ches- 
ter, Pa.; Philip D. Reed, chair- 
man of the board, General 
Electric Co., New York; Nelson 
A. Rockefeller, New York; Mr. 
Rubicam; Beardsley Ruml, chair- 
man of the board, R. H. Macy 
& Co., Inc., New York, and J. 
Cameron ‘Thomson, president, 
Northwest Bancorporation, Min- 
neapolis. After the report has 
been studied a decision will be 
reached as to whether the find- 
ings will become the subject 
of a CED research and _ policy 
statement or whether they will 
be handled in some other man- 
ner, said Mr. Hoffman. 








Peaslee-Gaulbert Paint & Varnish Co. national convention was recently held at the Homestead Hotel, Hot Springs, Va., 
where new PeeGee paint products and a complete display of new merchandising plans and advertising to move them were 
previewed. The meeting was opened by E. P. Kelly, general manager of the company, with addresses by: Alex B. Brown, 
Atlanta branch manager, Granville W. Mast, Houston branch manager, James McMurtry, Louisville branch manager, and Oscar 
W. Lovellette, New Orleans branch manager. Other speakers included: W. H. Mathews, vice-president of Devoe & Raynolds, 
parent organization, E. F. O'Callaghan, sales manager, painter-maintenance division, and Sterling Ronai, personne] manager. 
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e merchandising program was explained in detail by A. H. Mohrhusen, general merchandising manager. 
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0 Steel Hing 
Flush De 
052 Steel Hinge 
Offset Door 


(Pat. No. D126,566) 


No. ED531 Knot 
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No. ED9400 Catch 
(Pat. Nos. D126,554 
and 2,304,145) 


No. ED405 Door Pull 
(Pat. No. D126,551) 


Here is better cabinet hardware at moderate cost. 


STYLING=— Beautifully streamlined with 
Catches, Door Pulls, Drawer Pulls, and Hinges 
matched perfectly in design. 


FINISH — Made of Neo Die Cast, an improved 
zinc die cast of unusual strength. Heavy under- 
platings of both copper and nickel assure a 
brilliant chromium finish of lasting beauty. 


PACKAGING — Each item individually wrapped 
and packed in printed envelope complete with 
screws — protects polished finish, pfevents loss 
of screws and small parts, saves dealers and 
users time. Full instructions furnished. 


SEND COUPON FOR NEW PAMPHLET 
AMERICAN CABINET HARDWARE CORP. 


ROCKFORD ILLINOIS 


Copr. 1947 


DECEMBER 18, 1947 


A\ll Illustrations Actual Size 


No. E9700 
Flexi-Grip Catch 


This remarkable 
catch automatically 
adjusts itself to 
normal swelling or 
shrinking of cabinet 


(Pat. No. 2,376,325) 
(Pat. 1945 Canada) 


doors. Smooth, positive action is assured be- 
cause lifetime conical spring equalizes grip of 
“floating fingers” even when Catch and Strike 


are “off center’’. 


NOW AVAILABLE FROM YOUR AMEROCK JOBBER. 
PLACE YOUR ORDER TODAY FOR PROMPT DELIVERY. 


AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL., DEPT. 3.JA 


Please send me latest catalog and price list showing complete line-of 
Amerock Cabinet Hardware. 
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DEPENDABLE 


OIL CONTROLS Ff 


tosure Extra Sales, 
Profits aud Satisfaction 


on OIL BURNING APPLIANCES 


“Designed to eliminate servicing,” A-P Dependable Oil 
Controls, standard on leading vaporizing burner space 
heaters, water heaters or furnaces, assure more accurate 
and economical fuel flow. Precision-built for years of 
service, they offer an important sales advantage in per- 
formance satisfaction — plus adaptability to AUTO- 
MATIC TEMPERATURE CONTROL and AUTOMATIC 
FUEL HANDLING. 


A-P Constant Level Oil Control — 
standard equipment on leading Oil 
Burning Appliances. 


.. For Extra 
ptecessorgy Sates 
and Profits... 


A-P HEAT 


REGULATOR SET 
MODEL 240-ED 

Easily attached to A-P Constant 

Level Oil Control (any model made 

since 1939) for THERMOSTATIC 

TEMPERATURE REGULATION. 





A=-P OILIFTER 
MODEL 246 


Eliminates fuel handling. Attached 
to Oil Burning Appliance it carries 
oil from remote bulk storage to 
appliances as far away as 3rd floor. 


A-P FUEL OIL 
“TRAP-IT” 


Stops all impurities — to improve 
burner operation. 





Look for the A-P DEPENDABLE 
Oil Control on all the appliances 
you sell . . . Then promote extra 
sales and profits with Automatic 
Accessories. Write for prices and a 

sales information. eee 


AUTOMATIC PRODUCS COMPANY 


2442 NORTH THIRTY-SECOND STREET 
MILWAUKEE 10, WISCONSIN 


DEPENDABLE 0:4 Controle 


DESIGNED TO ELIMINATE SERVICING 
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L. S. Soule, Sarpless Dunn Salesman 
Former Editor, Hardware Age, Dies 


Llew S. Soule, sales represen- 
tative throughout the south for 
Surpless, Dunn & Co., 74 Murray 
St., New York City, died Nov. 
30th, at the age of 67. 

Mr. Soule was formerly editor 
of Harpware Ace until his resig- 
nation in 1932. He was mid-west 
editor in Chicago for HarDWARE 
Ace from 1915 to 1919 when he 
was made editor. Mr. Soule 
joined Surpless, Dunn & Co., in 
1933. 


LLEW 8. SOULE 











FREDERICK S. CHASE 


Frederick Starkweather Chase, 
85, retired president of the Chase 
Brass & Copper Co., Waterbury, 
Conn., died of a heart ailment in 
the Waterbury Hospital. Mr. 
Chase retired from active man- 
agement of the company in 1938 
but retained an interest in its 
affairs. He was a director of 
Kennecott Copper, Chase’s par- 
ent concern. Mr. Chase had com- 
pleted 50 years of service with 
Chase when he relinquished his 
position as president, but he con- 
tinued to maintain an office in 
the firm’s building. 

His father founded the Water- 
bury Mfg. Co., in 1875 which 
company Mr. Chase became as- 
sociated with in 1887. His 
brother, Henry Sabin Chase, was 
then president. Mr. Chase be- 
came secretary and director in 
1895. When the Chase Rolling 
Mill Co., was organized in 1900 
he was made treasurer and when 
a second brass mill was estab- 
lished at Waterville, Conn., in 
1915 Mr. Chase became treasurer 
of the Chase Metal Works, Inc., 
organized for its operation. In 
1917, the three companies were 
merged into the Chase Co’s., Inc. 
The next year, upon the death of 
his brother, Mr. Chase became 
president. Under his leadership, 
the concern continued to expand 
and a new home office was erect- 
ed in Waterbury. In 1928 the 
Chase Brass & Copper Co., Inc., 
was incorporated with Mr. Chase 
as president. Through an ex- 
change of stock, The Chase Co’s, 
Inc., passed to control of Kenne- 
cott Copper in 1929, although re- 
taining its corporate identity, 


and member of the executive and 
finance committees of Kenne- 
cott. He remained president of 
the Chase Companies, Inc., until 
1942. 


JOSEPH T. RYERSON 


Joseph T. Ryerson, 67, direc- 
tor of the Inland Steel Co., died 
recently of a cerebral hemor- 
rhage: He was president from 
1923 to 1929 of the Joseph T. 
Ryerson & Son Iron & Steel Mfg. 
Co. founded by his grandfather 
in 1842. The Ryerson company 
is now an Inland subsidiary. Be- 
fore joining his family’s business 
he was with the American Sheet 
Steel Co., now a United States 
Steel subsidiary, Vandergrift, 
Pa. Mr. Ryerson was a de 
scendant of a family which de- 
veloped ore deposits in northern 
New Jersey as far back as 1750. 
Mr. Ryerson is survived by his 
widow, a son and three daugh- 
ters. 


CARL WILSON 


Carl Scott Wilson, Sr., 61, as- 
sociated with his father the late 
James P. Wilson, in the Wilson 
Hardware Co., Lakeland, Fla. 
for 23 years, died at his home in 
Lakeland after a long illness. He 
was a member of the American 
Legion and the First Presby- 
terian Church. 


J. FRED RYAN 


J. Fred Ryan, 68, secretary 
and general manager of the 
Mumson-Donnegan-Ryan Co., El 
Paso, died recently in an El Paso 
hospital. He had been asso- 
ciated with the company since 





and Mr. Chase became a director 





its formation in 1913. 
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JOSEPH W. McFARLAND 


Joseph W. McFarland, 55, 
president and general manager 
of the National Gypsum Co., 
died in Halifax recently after a 
brief illness. Mr. McFarland was 
superintendent of the new Ross 
manganese mines in Canada in 
1912 and in 1921 became asso- 
ciated with the International 
Gypsum Co., Cheticamp, Nova 
Scotia, which company later be- 
came known as the Atlantic 
Gypsum Co., and recently 
changed its name to the Na- 
tional Gypsum Co., Ltd. 





MARSHALL ROSS 


Marshall V. Ross, 41, manager 
of the heating device division of 
the appliances and merchandise 
department of the General Elec- 
tric Co., Bridgeport, Conn., died 
recently at the Bridgeport Hos- 
pital after an illness of two 
months. 

He joined G. E. in 1928 and in 
1941 was appointed sales man- 
ager of the fan and sun lamp 
division. In 1943 he was made 
head of sales activities for traffic 
appliances and a year later be- 
came general manager of the 
heating device division. 





WILLIAM H. CROSBEE 


William H. Crosbee, 44, oper- 
ator of the Ace Hardware & 
Equipment Co., 9535 Bustleton 
Ave., Philadelphia, Pa., died sud- 
denly of a heart attack at his 
home. Mr. Crosbee was a mem- 
ber of the firm of Crosbee-Clarke 
Co., 3415 Rorer St., until last 


Jan. when he established his own 
business. 


ANDREW J. EPPS 


Andrew Jackson Epps, 76, 
owner and operator of the Epps 
Stove & Furniture Co., Little 
Rock, Ark., for 36 years, died 
recently at his home. He was past 
president of the Retail Furniture 
Dealers Association, past presi- 
dent of the Arkansas Hardware 
Dealers Association and for 50 
years had been a member of Im- 
manuel Baptist Church. 





J. H. SMITH 


John Henry Smith, 91, for 
more than 50 years prior to his 
retirement, a sales representative 
for the Yeomans & Shedd Hard- 
ware Co., died recently at the 
home of a daughter, Mrs. R. R. 
Patterson, Danville, Route 2. He 
was a charter member of the Lin- 
coln Methodist Church and one 
of the first members of the Half 
Century Club. 


B. C. WALKER 


Black C. Walker, 84, formerly 
hardware wholesale sales repre- 
sentative and grocery dealer un- 
til his retirement two years ago, 
died in Fulton, Ky., recently. 
He was a member of the South- 
ern Presbyterian Church. 





J. JOHN KALTERMAN 


J. John Kalterman, 54, fore- 
man of the print shop of the 
Townley Metal & Hardware Co., 
wholesalers, Kansas City, Mo., 
died recently, having been with 
the company more than 30 years. 





APPROVE REVISION 
FOR FILES, RASPS 
RECOMMENDATION 
(Washington Bureau 
of HARDWARE AGB) 

A revision of the Simplified 
Practice Recommendation for 
Files and Rasps (American Pat- 
tern, and Straight and Curved- 
Tooth Milled Files), has been 
approved for promulgation and 
is now available in printed form, 
according to an announcement 
of the National Bureau of Stan- 
dards, 

The revision adds 18 items to 
the list as contained in the super- 
seded issue. The kinds of files 
and rasps effected are Mill Files 
—l Round Edge, Square Blunt 
Files, Three-Square Files, Double 
Ender Files, Taper Files and 
Horse Rasps. 

This is the third revision of the 
fecommendation since war-time 
restrictions on the manufacture 





DECEMBER 18, 


of files and rasps have been re- 
moved. Like the two earlier ones, 


adjust if for peacetime practice. 
It is identified as R-647 and 
printed copies may be obtained 
from the Superintendent of Docu- 
ments, Government Printing Of- 
fice, Washington 25, D. C. The 
list price is ten cents per copy 
and a discount of 25 per cent 
will be allowed on orders of 100 
or more copies. 


NORTHWEST HDWE. CLUB 
THANKSGIVING STAG 
PARTY ATTENDED BY 75 


Over 75 members and guests 
of the Northwest Hardware Club 
were present at the _ recent 
Thanksgiving Stag Dinner held 
at the Curtis Hotel, Minneapolis. 
E. A. Knudtson, president of 
the club, associated with Henry 
Disston & Sons, presided and 
welcomed six new members. 
Following the social hour and 
dinner, C. J. Beilfuss, Barrows 
Lock Co., North Chicago, IIL, 
entertained the group with presti- 





it represents a further effort to 
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digitative feats. 
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WINKLER 
“DOWN-GLOW” 
HEATING 





SS es 


You’ve never seen anything dike the oil-burning Winkler 
Radiant-Air Heater! Here’s a unit which really warms the 
floors— produces radiant heat, the same kind of comforting 
warmth given off by the sun. 

The diagram shows how the Winkler Radiant- Air achieves its 
amazing floor-warming results. The greater part of radiant heat 
rays pouring from the front of the Heating. Unit are directed 
floorward by the scientifically curved surfaces of the Deflectors. 
These heat rays are absorbed by the floor, which then becomes 
a warm, radiant surface itself and re-radiates its own heat rays. 
At the same time, warm air flows 
draftlessly into the house through 
the top of the Heater — providing 
the air movement which prevents 
stagnant stuffiness. Thus dual heat- 
ing is produced which warms both 
air and floors! 

No fan is needed to produce these 
extraordinary heating benefits. 


WIN KL 
Kadtaut-7¢éz HEATER 


U. S. MACHINE CORP., Dept. AJ-38, Lebanon, Ind. 
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Clifford Foss, Vice-President of the Wooster Brush Co., presents gold watches to 10 
new members of the Wooster Brush 25-Year Service Club. Left to right: Clifford Foss, 
vice-president of the company, Mary Stoudenheimer, Harry I. Conn, Harvey E. Darr, 
Bessie B. Hughey, Ross Kistler, Glenn Spitler, Roy B. Franks, Jean Zapponi and W. R. 
Foss, president. Not shown in the picture: Morris Goldstein and Bert Sheppard. There 
are 49 living members of the club with a total of 1496 years’ service at Wooster, an 
average of 31 years per employee. The presentation was made at a special dinner and 
ceremony tendered by the company to more than 200 employees. 








U. S. Forecasts 1948 
Construction 20% Over 1947 


(Washington Bureau 
of HARDWARE AGE) 

In the first government con- 
struction ferecast for 1948, two 
agencies have estimated that new 
building will rise at least 20 per 
cent above 1947 levels to reach a 
new peak of more than $15 mil- 
lion. This will result in a new 
high of 2.1 million in employ- 
ment of construction workers by 
next September, it was estimated. 

Residential construction will 
continue to increase while indus- 
trial building will decrease, John 
L. Haynes of the Office of Busi- 
ness Economics said in releasing 
the joint estimate of the Com- 
merce and Labor Departments. 

About three-fourths of the esti- 
mated 1948 total, or about $11.4 
billion, will be privately financed, 
it was forecast, while the remain- 
ing $3.8 billion will be put in 
place with backing of public 
funds. 

More than $6 hallion of the 
total construction costs will be 
invested in residential building 
(exclusive of farm type which is 
estimated at half a billion more, 
a 10 per cent increase). This 
represents 950,000 starts for new 
homes; completions should reach 
about 985,000 units. These 
figures are now considered as on 
the conservative side, officials 
said. 

Industrial building is expected 


to drop some $350 million for a | 


1948 total of $1.3 billion. On the 
other hand, warehouse, office, 
store, garage and similar business 
construction is expected to ad- 
vance from $880 million in 1947 
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to more than $1.1 billion next 
year. 

Public utility expansion is ex- 
pected to continue throughout 
next year with estimated expen- 
ditures predicted as rising from 
$1.3 billion this year to $1.6 bil- 
lion in 1948. 

Largest proportional jump is 
expected to take place in hos- 
pital and institutional building 
which is forecast as rising from 
the current $75 million rate to 
at least $225 million. Military 
construction will rise from $195 





million to almost $250 million. 

Apartment building construc- 
tion is expected to continue at an 
increasing rate until well into 
1948 in view of the demand for 
rental housing. Little prospect 
is seen for increase in production 
of homes for the medium and 
low income families. 

Publicly financed residential 
housing will drop from the pres- 
ent $175 million rate to less than 
$100 million. 


PARKER ELECTS McADAMS 
ENGINEERING V.P. 


James F. McAdams was re- 
cently elected vice-president of 
engineering for the Parker Mfg. 
Co., Worcester, Mass. Mr. Mc- 





Adams is also vice-president of 
Snell Mfg. Co., Fiskdale, Mass, 
and for several years prior to his 
affiliation with Parker was chief 
engineer with A. S. Campbell 
Co., South Boston. 


109 SERVE MacGREGOR 
GOLDSMITH SPORT 
PRODUCTS 3075 YEARS 


Sixteen senior members and ]3 
new members of the 25 Year 
Club, comprising long-time asso- 
ciates of Sport Products, Inc. 
and MacGregor-Goldsmith, Inc, 
Cincinnati, Ohio, were inducted 
into the club at a recent dinner 
celebration, held at the Hotel 
Alsm and attending by 109 men 
and women of the two firms 
whose periods of service ranged 
from 20 to 52 years with a 
cumulative total of 3075 years. 

Philip H. Goldsmith,  vice- 
president and treasurer of Sport 
Products, Inc., and MacGregor- 
Goldsmith, Inc., and himself 
associated with the companies 
for 31 years, was master of cere- 
monies. 


MARKSTONE MFG. CO. 
MOVES TO NEW PLANT 


Markstone Mfg. Co., makers 
of fluorescent fixtures for home 
use, has recently moved to a new 
and larger plant at 1901-59 Cort- 
land St., Chicago. The move 
places all operations from raw 
steel to finished product under 
one roof. A feature of the head- 
quarters offices located in the 
new plant is an air-conditioned 
display room, fully panelled in 
solid walnut. 








The Advertising Club of Baltimore, in keeping with its custom to set aside a day 
annually in honor of a Baltimore industry, dedicated a recent weekly meeting as a special 
“Salute” to the Baltimore Paint & Color Works. Albert A. Shuger, general partner of 
the company, presided over the meeting as chairman of the day and shared the head table 
with Charles Webb, president of the Baltimore Paint, Varnish & Lacquer Association, 
Howard A. Cantwell, president of the Baltimore Paint Production Club, and the two guest 
speakers. Joseph F. Battley, executive assistant to the president of the National Paint, 
Varnish & Lacquer Manufacturers Association, spoke about the history of the Baltimore 
Paint & Color Works and its position as a factor in Maryland's industrial field. Ernest T- 
Trigg, president of the National Paint, Varnish & Lacquer Association, gave an enlighten- 
ing talk on “The Paint Industry Today.” Left to right: Messrs. Cantwell, Webb, Trigg, 
Skruck, Shuger, and General Battley and General Philip Hayes, U. S. Army retired. 
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America’s finest wholesalers 


“ 


ROYAL 
the ORIGINAL 
GLASS-TOP FUSES 


ROYAL-NOARK 
NON-RENEWABLE and 
RENEWABLE FUSES 


ROYAL 
CORD SETS 


sell the ROYAL line to 


ROYAL WIRE 


ROYAL CHRISTMAS 
LIGHTING SETS 


~~ 


ROYAL 


“SS “Seated Tight” 


TROUBLE LIGHTS 


Ol 


- 


+ ve 


America’s finest retailers 





WRITE FOR 
CATALOGS 


c 


PLUG and 
CARTRIDGE FUSES + FUSTATS 
WIRE © CORD SETS * TROUBLE 
LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET-R-1- 
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BECAUSE | DO SO MANY 
JOBS BETTER” 


--- AND IN EVERY 
HARDWARE STORE” 


There’s no other pair of pliers in the world 
like the Parallel- Action BERNARD. And 


here’s why they’re so handy to use. 





re) 


© 
AN 


Powerful cutters on the outside of 
the head, easy and convenient to 
use. They'll cut an 8-penny nail. 

















Jaws close parallel —like a 

vise. Fit snug and flat. Won't 

slip or mar the nut. 
BERNARD also makes the long 
nosed Parallel-Action Pliers #402 
shown at right. 


Place your order now with your 
distributor. Complete catalog of 
BERNARD pliers, nippers, cut- 
ters, punches, pruners and hedge 
clippers on request. 


Faithful . Quality Since 1870 


$a 


BERNARD 


TRADE MARK RECISTERED 


Af 75 
WM. SCHOLLHORN COMPANY 


1012 Chapel Street, New Haven 9, Connecticut 








PATRICK J. CAREY 


KINGSTON PRODUCTS 
NAMES P. J. CAREY MGR. 
HDWE., ROLLER SKATES 


Kingston Products Corp., Ko- 
komo, Ind., has announced the 
appointment of Patrick J. Carey 
as manager of the hardware and 
roller skate division. He suc- 
seeds J. L. Sheerin, who has been 
promoted to sales manager of the 
Kingston radio division. 

Mr. Carey has been with the 
company for a number of years 
and prior to the war, was repre- 
sentative in the mid-west area. 


GAROD APPOINTS THREE 
DISTRICT SALESMEN 


Garod Electronics Corp., 70 
Washington St. Brooklyn 1, 
N. Y., has appointed three dis- 
trict sales representatives. Al- 
bert Levine, with headquarters 
at 1222 Arkansas Ave., Pitts- 
burgh 16, Pa., will cover western 
Pennsylvania, state of West Vir- 
ginia and Kentucky. Tom Dwyer, 
operating from the Commerce 
Bldg., St. Paul, Minn., will 
travel North and South Dakota, 
Minnesota and Wisconsin. 
Gamble & Mattes Co., 322 God- 
chaux Bldg., New Orleans 16, 
La., will have its sales force 
call on distributors in Louisiana. 


UNIVERSAL BRUSH BUYS 
ADDITIONAL SPACE 


Universal Brush Corp., 114 
Worth St., New York City 13, has 
recently acquired space in an 
adjoining building at 112 Worth 
St., for warehousing of manufac- 
turing materials and finished 
stock permitting increased manu- 
facturing facilities in the present 
quarters. 

W. R. Lyon, Atlanta, Ga., has 
been appointed, with his sales- 
men, to cover North and South 
Carolina, Georgia, eastern Ten- 
nessee and Virginia. 
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AKRON NAMES PATTI 
BUYER FOR ELECTRIC 
APPLIANCE-TOY DIVS. 


Nick Patti has been appointed 
buyer for the electrical appli- 
ance and toy divisions for the 
Akron Housewares Corp., 502-12 
Flushing Ave., Brooklyn 5, N. Y. 
He terminates a 21] years’ associa- 
tion with A. C. Gilbert Co. as 
Metropolitan area district man- 
ager of the electrical appliance 
and toy divisions. During the 
war he was appointed chief of 


NICK PATTI 


the appeals section, steel divi- 
sion WPB, and administered 
Steel Control Orders M-126 and 
M-2-C. 
EMERSON RADIO ELECTS 
D. D. ISRAEL EXEC. 
VICE-PRESIDENT 


Dorman D. Israel was elected 
executive vice-president and Ed- 
ward J. Kelly vice-president and 
works manager at the regular 
board of directors meeting con- 





ducted by Emerson Radio and 
Phonograph Corp. which was 
held recently. 

Mr. Israel has been with Em- 
erson Radio for 12 years, serving 
as vice-president in charge of 
engineering and _ production. 
Prior to joining Emerson he was 
chief enginner at the Crosley 
Radio Corp. Mr. Kelly came to 
Emerson Radio last year after 
serving as vice-president of the 
North American Phillips Com- 
pany. He was associated for- 
merly with the Radio Corpora- 
tion of America for a period of 
25 years. 


HATCH ADVOCATES 

SAFETY MEASURES 

FOR USERS OF ROPE 
Capt. Aylmer R. Hatch, Colum- 
bian Rope Co., Auburn, N. Y., in 
an address given recently before 
a dinner meeting of the Central 
New York Chapter, American So- 
ciety of Safety Engineers, advo- 
cated extensive safety measures 
by users of rope to protect life 
and property. Regular inspection 
of Manila rope should be in- 
cluded in all safety programs, he 
asserted, and the storage and 
cleaning of rope after it has been 
used is of major importance at 
all times. 

Discussing the industrial uses 
of rope, Capt. Hatch outlined a 
seven-point program covering the 
important safety factors. This in- 
cluded: suggestions for uncoiling 
rope, proper storage, information 
concerning physical conditions 
affecting the strength of rope, in- 
spections, safety precautions, 
fastenings and information con- 
cerning new types of treated 
rope. 





ROBERT 8S. DEVLIN 


DEVLIN JOINS GENSCO 
AS SALESMAN 


Robert S. Devlin, formerly 
in the retail selling field with 
Montgomery Ward & Co., and 
Marshall Wells, has joined Gen- 
eral Steel Warehouse Co., Inc., 
Chicago, as sales representative in 
the northern part of Minnesota, 
Wisconsin and Michigan. He will 
supervise distribution of the com- 
pany’s imported Bushman saws, 
Swedish and Finnish hunting 
knives and wood chisels. 


500 ATTEND CHICAGO 
RETAIL HDWE. ASS'N. 
THANKSKGIVING PARTY 


The 13th Annual Thanksgiv- 
ing Party of the Chicago Retail 
Hardware Association was at- 
tended by 500 at the Merchants 
and Manufacturers Club in the 
Merchandise Mart, recently. 
After a turkey dinner, the guests 
enjoyed dancing and entertain- 
ment. Walter J. Switalski, presi- 
dent, acted as chairman. 








Consummation of the formation of the Denver Pot & Kettle Club by the presentation 
of a charter affiliating this organization with the National Associated Pot & Kettle Clubs 
of America was accomplished by Harry Davis, former national president, at a dinner meet- 
ing held at the Lakewood Country Club for all members and their wives. Kenneth J. Dahn, 


newly-elected president of the club, accepted the charter. 
club are, left to right: Cecil Boyd, recording secretary, C. D. Short, second vice-president, 
Phil Kerr, corresponding secretary, R. E. Anderson, treasurer, Kenneth J. Dahm, president, 
and H. M. McMichael, first vice-president. 


The executive officers of the 
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A SHORT LINE 








NATIONAL LOCK COMPANY 
ROCKFORD, ILLINOIS 


DISTINCTIVE HARDWARE 


ALL FROM | SOURCE 
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on your 
CUSTOMERS 


The Screwdriver 
with the easy 
% opening screw 
(&, holding clip 


Kt 





Neheony 


SCREWDRIVER 
woth 


FG COUNTER DISPLAY 


Attractive Parker “Snap-in’ Counter 
Display. Holds one Screw Driver of 
each size. Easy to set up and fill from 
stock. Attracts customers. Deal consists 
of 

5 each F-2!/2 8 each F-5 
8 each F-4 3 each F-7 
1 each “Snap-In Counter Display 


Once your customer operates the exclusive, easy 
opening, screw holding clip on a Parker Falcon Grip 
Screwdriver, and grips the semi-square Parkaloid handle 
with concave sides and smooth corners — right then and 
there you’ve made a loyal friend. Greater leverage, few- 
er slips of the hand and a driver that won't roll on flat 
surfaces are long sought features of this Parker small tool. 





PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. S. A, 


141 








_ = the Schwick- 


ert Hardware Co., Mankato, Minn. 
(pop. 15,654) remodeled its farm 
goods section at the rear of the 
store, it didn’t take long for sales 
of farm items to go up 30 per cent. 

One section which received 
plenty of consideration was the 
one devoted to steel goods. It was 
lengthened 15 ft., the walls were 
painted a light grey and ample 
lighting was provided for the area. 
The result was that farmers began 
walking down the aisle and in- 
specting the lengthy array of steel 
goods and they made more pur- 
chases. One wrapping counter at 
the rear of the store was arranged 
so that farmers would see the steel 
goods as they waited for packages 
to be wrapped. This factor aided 
sales considerably, says George 
Schwickert, owner. 


Pulleys Attract Patrons 


Farmers need plenty of pulleys 
and the Schwickert firm arranged 
for a display of these items along 
the wide doorway which leads 
from the hardware store to a new 
farm and home appliance divi- 
sion. Practically all farmers enter- 
ing the store and coming down the 
aisles see these doorway displays 
of pulleys and stop for a look. 
Belts of every length are displayed 
along the greater length of one 
wall, above the top fixture ledge, 
and make an impressive showing. 


New Setting for Farm Goods 
Gives Impetus to Sales 


Schwickert Hardware Co. gets 30 per cent more 
business from department after remodeling it 


gag 


The steel goods 
display was in- 
creased to the 
extent of 15 ft. 
and an extensive 
showing of these 
lines has been 
provided for. All 
of this merchan- 
dise is off the 
floor and is in 
clean condition at 


all times. 
oO oO 
oo 


A full line of pul- 
leys always 
catches the at- 
tention of the 
farmers as they 
pass through the 
doorway into the 
Schwickert store. 
There are many 
other articles in 
this section that 
catch the farm- 
er's eye. 


oD 
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Yoke & Cha 

in 9 styles, : 
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A PIPE VISE. 
that 
makes more money 


FOR YOU 








el 


‘ nd MUNDI 










@ Buyers look for the red yoke on a black base 
when they buy a bench vise—for this sturdy 
RitaiD of strong special mal- 
leable offers them unusual 
convenience. It has an inte- 
gral pipe rest for easier cut- 
ting and threading; it has a 
handy pipe bender. Its tool- 
steel LonGrip jaws are easy 
on polished pipe. It’s more for 
the money— repeat sales are 
easy and profitable for you. 
Ask your Supply House. 


FellZait 


“WORK-SAVER. PIPE TOOLS 
¢ THE RIDGE TOOL COMPANY ° Hirai, onlo 
iii 5 


Rizaip Vises, 

Yoke & Chain 

in 9 styles, 23 
sizes. 
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-« the tools 
good workmen +404 For 


To men who know and appreciate good tools there is 
only one make of pliers—Kleins. 

There’s sound reason for this preference among line- 
men and electricians, mechanics and radio repairmen, 
good workmen in every field. They know that the quality 
of Klein Pliers is reflected inthe quality of work performed. 

The complete Klein line includes husky side-cutters, 
long-nosed pliers, oblique-cutters—pliers for every pur- 
pose. Keep Kleins on order—they are the tools good 
workmen ask for. 


Distributed Through Jobbers 
Foreign Distributor: International Standard Electric Corp., New York 















A oe of the Klein Pocket 
Tool Guide, showing the 
Klein line and contain- 
ing valuable tool informa- 
tion, willbesentonrequest. 


Since 1857 
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ADVANCES 


Extras on some hot rolled alloy, special steels. 


One line blow torches. 


Linseed oil. Cerpets. One line barn door latches. Some radio receivers. 








Blow torches—Jobbing sources 
report that one manufacturer of gasoline 
blow torches issued a new price list, 
effective Nov. 8, showing an average 
advance of 5 per cent. Current oper- 
ations are reported to be on a 30-day 
delivery basis, representing a consider- 
able improvement since a year ago. 


’. ¢ *& 


Tin mill products advanced 
—On Dec. 5, Carnegie-Illinois Steel 
Corp. announced a new scale of prices 
for tin mill products at its Pittsburgh 
and Gary, Indiana, mills. The new 
prices for base boxes of 100 lbs. will 
take effect Jan. 1 and will continue 
through 1948. 


* * * 


Barn-door latches—From dis- 
tributor sources, it is learned that, effec- 
tive Dec. 1, one line of barn-door latches 
were advanced 25 per cent. The manu- 
facturer states this is the first price in- 
crease ever put into effect on this item. 

. - . 


Radios—List price increases of 
$5 to $10 on three console models of 
radios have been announced by Stew- 
art-Warner Corp., Chicago, Il. Increased 
costs of basic materials (heretofore ab- 
sorbed by the company) were the rea- 
son for the price advance, it was said. 

* *¢ *# 


Alloy steel “extras” changed 
—Effective Nov. 17, Republic Steel 
Corp. advanced extras for alloy content 
in certain of its hot rolled alloy and 
special steels. There has been no change 
in base prices. The company’s action, 
it was stated, reflects Oct. 1 increases 
in the prices of ferro-alloys. Some 65 
“analyses” were affected by the changes, 
with the majority of extras up an aver- 
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age of $2 to $3 per ton. Changes also 
were made in some size extras for round, 
square and hexagon alloy bars, and in 
one “range” of alloy blooms, billets and 
slabs. 

* * * 

Linseed oil advanced—Lead- 
ing crushers on Nov. 28 advanéed “ask- 
ing” prices for linseed oil one cent per 
pound, the third boost in the week, for 











ae 


ry ars 


ws Jeu 


a total increase of slightly more than 
2% cents per pound. Spot deliveries 
were quoted at 33.1 cents, Chicago, and 
33.6 cents, New York basis. The price 
increase reflected the tight flaxseed 
situation, it was said, with crushers re- 
ported unable to obtain flaxseed offer- 
ings at the market. ($7 per bushel) 
level. 
* * 

Over-all price trend — The 
Associated Press index of 35 important 
wholesale commodities on Nov. 26, de- 
clined for the first time since Nov. 15, 
and after making five new historic peaks 
in as many business days. The index 
(using 1926 prices as 100) dipped to 
203.97 from the high of 204.07 on Nov. 
25. Declining on the next day were the 
cash prices of cocoa, flour, corn, wheat, 
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Oct. 
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Bureau of the Census 


Current Wholesale Trade 


a Includes 18 reports received too late to be incorporated in Census Bureau published releases. 
b Includes reports received too late for inclusion in previous monthly totals. 
c Number does not apply in all cases to the year-to-date figures. 





States Comprising Regions: 


New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 
Middle Atlantic—I(N. J., N. Y., Pa.) 
East North Central—(Ill., Ind., Mich., Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atiantic—(Del., D. C., Fia., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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NORWICH 


The Line of Champions 
-a champ for sales, too 


New ease in casting... while they 
bring in the big ones, and hold 
them! No wonder NORWICH 
LINES are in constant demand — 
make profits soar! 


BLACK PEARL 


Supreme Silk 
BAIT CASTING LINE 





The world’s finest Bait Casting Line 
.-- holds the world’s record of a 
151 lb. tarpon onan 18 lb. test line. 
Available in 6 sizes from 12 to 36 
pound tests. 


STATESMAN 


Nylon 


BAIT CASTING LINE 





Smoother and smaller than other 
lines of equal test. Gives long life 
in both fresh and salt water. Made 
in nine tests from 9 to 50 pounds. 


ASK YOUR JOBBER SALESMAN! 


Gyypy PI WI pe 
WOSI/ICL- 
LINE COMPANY, Inc. 


The Line of Champions 


NORWICH, N.Y. 





























oats, and rye. Advancing were turpen- 
tine, linseed oil, butter, hogs, lamb, cot- 
ton and wool. A year ago, for surpris- 
ing comparison, the average of these 35 
commodities stood at 162.79 per cent. 

x * oa 

Carpet prices raised—Alex- 
ander Smith & Sons, carpet makers, an- 
nounce an average increase of five per 
cent in carpet prices, effective December 
1. Asserting higher costs made impos- 
sible the maintenance of present selling 
prices, W. C. Hammel, vice-president, 
said the increase would also affect C. H. 
Masland & Sons, whose agency Alex- 
ander Smith and Sons holds. 

* * * 

Steel output — National steel 
production cannot increase much more 
than a million tons in 1948, despite the 
industry’s vast expansion program, said 
C. M. White, president, Republic Steel 
Corp., recently. Adding that steel de- 
mand for the 12 months, beginning this 
September, will be about 66.5 million 
tons, Mr. White said: “Next year’s pro- 
duction cannot greatly exceed this 
year’s 62,000,000 tons, with the scrap 
and coal situations as they are, and the 
interruptions we will have this winter 
due to gas shortages, if the weather is 
severe.” Mr. White scored advocates of 
vast expansion of the steel industry, say- 
ing they “do not appreciate the situa- 
tion in raw materials and scrap which 
the industry is facing.” No large un- 
tapped reserve of scrap metal exists in 
the United States, in fact, the country 
was combed several times during the 
war in the search for scrap to bolster 
production of war materials. Mr. White 
predicted that the scrap situation will 
remain tight until the steel industry 


drops back from its present near-ca- 


pacity rate of production. “The cost 
of providing additional capacity is three 
to four times what it was at the time 
the bulk of our steel capacity was 
built. Due to these high costs of addi- 
tional capacity the selling price would 
have to be increased by at least $20 a 
ton over present prices,” he commented. 
As to the long-term outlook, Mr. White 
said that “my judgment at the moment 
is that two years from now we will see 
many of the war-engendered shortages 
filled.” As a result, there will be a much 
better supply of steel for the balance 
of the users. 
* ” “ 

Black market overestimated 
—In his address, and touching on the 
black market, Mr. White asserted that 
the widely publicized estimate of 2,- 
000,000 tons of sheets going to the black 
market is “absolutely fantastic.” The 
most estimate Republic can 
make, he said, is that the black market 
represents between 3 and 4 per cent of 
the 18,000,000 tons of sheet steel pro- 


duced annually. 
+ ” * 


careful 


Household washers, ironers 
—Household washer and ironer sales 
made the greatest gains in all industry 
history in October, climbing to unprece- 
dented highs, according to figures re- 
ported by the American Washer & 
Ironer Manufaturers’ Association. Sales 
of standard-size in October 
were announced as 394,649 units, an in- 
crease of 11.5 per cent over 354,094, the 
all-time record set in September, and 
59.5 per cent above 247,350, the indus- 
try’s sales in Oct., 1946. Sales of port- 
able washers with a capacity of three 


washers 


pounds, dry weight, being reported this 
year for the first time, amounted to an 











Wholesale Hardware Inventories® 
By Geographic Divisions, for October, 1947 






































| 
| END-OF-MONTH INVENTORIES (Cost) | STOCK-SALES-RATIOS b 
| = a ; a: i ae 
Percent Change 
GEOGRAPHIC October 1947 Amount (Add 000) 
DIVISION vs, 
| ETE Se 
of 
Firms Oct. Sept. Oct. Oct. Sept. Oct. Oct. Sept. 
1946 1947 1947 1946 1947 1947 1946 1947 
U. S. TOTAL 185 +42 —2 | $87,422 | $61,754 | $89,257; 154 124 178 
New England / 11 +29 +5 3,381 2,623 3,228 244 194 262 
Middle Atlantic 39 +44 -3 ,09' 6,301 9,351 126 106 143 
East North Central 34 +38 —5 15,642 | 11,320; 16,488 129 109 169 
West North Central. . 24 +39 —3 19,976 | 14,344} 20,579; 144 109 163 
South Atlantic 27 +63 +2 7,818 4,802 7,637; 143 107 155 
East South Central. . 7 +18 +1 2,446 2,071 2,430; 118 133 142 
West South Central 16 +49 —2 10,420 6,998} 10,596; 191 148 212 
Mountain.......... 9 +61 —2 1,527 9 1, 149 120 | 178 
Pacific 18 +39 —2 17,113 | 12,345| 17,388 | 212 164 | «244 





Bureau of the Census 


Current Wholesale Trade 


a Includes 13 reports received too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 
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additional 44,512 units, compared to 
43,834 in August and 50,000, the all-time 
record, in January and in February. 
Ironer sales in October aggregated 58,- 
722 units, compared to the record 53,277 
reported in September, or an increase of 
10.2 per cent, and 399.6 per cent above 
Oct., 1946, when the total was 11,754. 
Sales of standard-size washers in the 10 
months of 1947 amounted to 3,064,437, 
topping 2,023,981 in the whole year of 
1946 by 51.4 per cent. The 10-month 
total for ironers is 469,796, or 277 per 
cent greater than 124,616 in all 1946. 


* * * 


More about anti-freeze — 
Warnings against the use of injurious 
radiator anti-freeze solutions have been 
sounded by the American Automobile 
Association. Many harmful compounds 
are expected to make their appearance 
because of the anti-freeze shortage that 
has been forecast for this Wirter. In 
pre-war years, with motor vehicle regis- 
trations roughly at 32,000,000, peak 
anti-freeze production was 70,000,000 
gallons. Today, with 37,000,000 vehicles 
registered only 69,000,000 gallons are 
expected to be available. 

* * * 


Expect peace-time steel peak 
—Ingot steel production in 1947 will 
reach 85,000,000 net tons, a new peace- 
time record, according to The Iron Age. 
The expected cutput will be 34% per 
cent above the former record set in 1929, 
and enly 5.1 per cent below the 1944 all- 
time record of 86,900,00 tons. 


* * * 


Steel products exports curb- 
ed—tEarly this month, the administra- 
tion clamped rigid export controls on 36 
more iron and steel products, even as 
Congress leaders were moving to force 
the President to tighten up such con- 
trols, as an anti-inflation measure. The 
control order issued by Secretary of 
Commerce Harriman, will become effec- 
tive January 1. Along with present con- 
trols, it will place 95 per cent of all 
U. S. iron and steel exports under gov- 
ernment regulation. Only such “spec- 
ialty” items as surgical instruments will 
be exempted. Commerce Department 
officials said the action was taken be- 
cause of the steel shortage, and the high 
domestic demand which combine to “bid 
up” prices. They hope it will help stamp 
out the “gray market.” 

* * + 

“Me, too”—say the railroads 
—On December 3, the nation’s railroads 
asked permission to add another 3 per 
cent to the 27 per cent permanent freight 
rate increase they previously have been 
seeking. The petition filed by the Asso- 
ciation of American Railroads with the 
Interstate Commerce Commission said 
the additional increase is necessary to 
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Distributors Wanted 


for 


Packaged Steel Shutter Awning 


Manufacturer in business for more than three-quarters of 
a century, wishes to contact distributors for a new steel 


shutter awning. 


It is planned to distribute this as a package, with complete 
instructions for home installation, through hardware and 


department store outlets. 


Distributors with the facilities and organization to cover 
adequately these fields will be given an exclusive territory 
and effective merchandising cooperation. 


Fortunately, we have no supply problems. We know that 
the demand will be heavy and we are ready for it. 


Address Box L-591, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 




















FOR $28.90 YOU GET: 


1—S shelf rack 
1—WW 1326—1i1326 Washers 
11 sizes wrought steel washers from % to 
1” bolt sizes 
s 
10 sizes USS SF Hex Nuts from %%,4" to 1" 
bolt sizes 
1—HN 255—255 Nuts 
8 sizes USS Hex Jam Nuts 
8 sizes SAE Hex Jam Nuts 
from %%,"" to %"' bolt sizes 
1—HN 388—388 Nuts 
S sizes SAE Castie “-x Nuts 
8 sizes SAE SF He. nuts 
from 1%" to %" bolt sizes 
i1—SC 140—140 Screws 
16 sizes Socket Hd Cap Screws 
(Alten Type) 


For yo 


SATISFIED SHARON DEALERS! 


Le 


ANOTHER 
fast-selleng 
SHARON GROUP 


for 
IMMEDIATE 
DELIVERY 








1 FOOT 
$28.90 
Total Profit $30.35 


Every item is electro galvan- 
ized and clearly marked. 
Easy to find—always in place. 


Total Space 


Total 
Investment 











GROUP “B” ASSORTMENT 
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STRIP-SEAL 
SELLS! 


This little Strip. Seals out cold! 


7 






can 1 
“just PRESS <i /; , 





INTO PLACE ds / 4 
wwooors Ano OUT | { 

to stop goP* 4 
or cracks. 
Keeps ovt 
drafts, cold 
and dirt. In 
sures o wormer 
healthier home- 






Mastic weather: 







cord stays pliable, 
won't harden oF 
fall out. In packets 


' 
or cartons Cost low 












THE SATURDAY 
EVENING 


POST 


The Strip-Seal ad- 
vertisement above is 





now appearing in.. 


Sells in cellophane packets. . $.29 


Sells in cartons 
(pkg. of 5 packets)... . $1.35 
(For West slightly higher) 














Here’s a real stopper! Die-cut 
hole accurately shows customers 
how much heat is lost when 
windows are not tightly fitted 
or sealed with Strip-Seal! One dis- 
play is packed in every shipping 
case you buy (13 cartons). 


Improve customer service — 
glaze with Mastic-Glaze 


TREMmCO 


MANUFACTURING CO 
CLEVELAND 4, OHIO 





148 











Wholesale Hardware Collections 
on Accounts Receivable® 


By Geographic Divisions, for October, 1947 








| 


T 
| 
} 





Percent Change 


GEOGRAPHIC October 1947 

DIVISION vs, 
i: 

of | 
Firms Oct. | Sept. 
1946 | 1947 

——— _—_ __ | “| - | 
U. S. TOTAL 246 +28 +9 
New England...... 16 +23 +14 
Middle Atlantic...... | 57 +29 +15 
East North Central... | 38} «+32 | «+11 
West North Central... | 33 +32 | +11 
South Atlantic........ | 32 +31 | +7 
East South Central. . 13 +32 | +10 
West South Central... | 22 +23 0 
Mountaln.......... a +18 + 6 
_, ee ee 26 | +19 +5 


ACCOUNTS RECEIVABLE 





| 
| 





Collection Percentages b 





Amount (Add 000) 








J cee eciemmticil 
Oct. | Oct. Sept. Oct. Oct. Sept. 
1947 1946 1947 1947 1946 1947 

| | 

$61,848 | $48,447 | $56,773| 97 107 95 
806} 1,468; 1,580/ 83 102 85 
10,191} 7,915) 8855; 95 | 98 91 
11,039] 8,369) 9,943; 97 | 111 92 
12,729| 9,659] 11,495; 104 124 105 
5,812| 4,423 429; 97 | 104 96 
3,049; 2,308) 2,780; 93 | 99 92 
5,429| 4,397/ 5,429) 106 113 102 
1,106 934) 1,040; 96 | 88 101 
10,687} %,974] 10,222; 89 | 96 90 











Bureau of the Census 


Current Wholesale Trade 


a Includes 16 reports received too late to be incorporated in Census Bureau published releases. 
b Collection percentages are obtained by dividing the collections by the accounts receivable for an identical 


group of firms. 








cover rising costs, including the meet- 
ing of the 15% cents an hour wage 
boost granted two non-operating rail- 
road brotherhoods, this Fall, and to 
offset the still further costs of similar 
increases, new pending, are given three 
other rail unions. 
* - * 

New price peak—At the No- 
vember month-end the Associated Press 
composite of 35 wholesale commodities 
rose to a new peak of 204.90, after a 
brief slump to 203.97 a day earlier. 
Prior to that, the index had advanced 
to new highs for five consecutive late 
November days. 

* * x 


Record month for radio — A 
total of 2,002,303/ radio and television 
receivers were produced in October by 
members of the Radio Manufacturers 
Association. The October output 
brought to 14,364,218 the number of sets 
turned out thus far during 1947. 151,- 
244 FM-AM receiving sets and 23,693 
television sets were manufactured in 
October. Television set output for the 
month represented a 110 per cent in- 
crease over the average monthly output 
for the previous nine months. 

* . * 


Record rubber consumption 
—The Rubber Manufacturers Associa- 
tion says that rubber consumption for 


the first nine months of 1947 increased 
10.42 per cent to a record high of 828,- 


569 long tons, cohmpared with 750,390 
tons in the like period of last year. Use 
of reclaimed rubber was 213,018 long 


tous, or 6.13 per cent more than used in 
the similar months of 1946. The use of 


American-made rubber totaled 431,589 
long tons, compared with 396,980 tons 
of natural rubber. 

* J oo 

Furnace shipments gain — 
An industry report states that shipments 
of warm-air furnaces from Jan. 1 to 
Sept. 1 totaled 505,584 units, compared 
with 376,081 units in the corresponding 
1946 period. Furnaces burning solid 
fuel (coal or coke) numbered 199,977, 
oil units totaled 181,261 and gas units, 
124,346. Coal units declined from 224,- 
338 a year ago, but oil and gas unit 
gains more than offset the deficiency, 
rising from 34,730 and 117,013 units, 
respectively. 

* oF * 

New records in “home” 
goods — All branches of America’s 
home goods industries are setting new 
records in 1947, a survey released by 
L. H. Whiting, president of Chicago’s 
huge American Furniture Mart, showed 
recently. It further revealed that 
neither manufacturers nor dstributors 
see any change of the supply of home 
goods overtaking demand in 1948. 
American furniture makers and retail- 
ers will reach the highest dollar volume 
in their history this year, as high sales 
of individual furniture pieces make up 
for the decline in volume of “complete 
outfits.” The survey shows manufac- 
turers sales up 32 per cent from last 
year wholesalers 20.6 and retailers 15 
per cent. These increases are all the 
more remarkable because 1946 was a 
record year with a gain of 33 per cent 
over 1945. “Complete outfit” sales are 
falling behind, according to the survey, 
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‘¢...and tell the new man to be sure to put plenty of 
emphasis on Federal Practical Housewares. You and I! 
found them mighty profitable sellers...and so will he!’’ 




















“Just look at the record’’, says Santa, and ol’ Mr. 1947 
agrees! Dealers everywhere have rung up some 
really profitable all-year volume on Federal Practical 
Housewares; and in 1948, with the help of in- 
creased production and some outstanding new items, 
sales results are going to be even more impressive. 
Plan now to get your share of this business! Start 
right by visiting Federal’s display at the National 
Housewares Show in Chicago, January 15-22... 


TOOL CORPORATION, 400 N. LEAVITT ST., CHICAGO 12, ILLINOIS, U. e 


Representatives in 


. NEW YORK e ST. LOUIS 


MEMPHIS ¢@ SEATTLE @® DENVER ¢ DETROIT @ PHOENIX 
MINNEAPOLIS @® KANSAS CITY © LOUISVILLE ¢ PITTSBURGH e DALLAS e ATLANTA 











SKILLMAN LOCKSETS 


NOW READY FOR PROMPT SHIPMENT 
No. 90 Tubular Cylinder Night Latch 


5-Pin Brass Cylinder, Brass Plug 


Can be keyed alike or master keyed 
With All Skillman Cylinder Locksets 
Case |" Diameter by 3!/g" long, Backset 


2/5". 











PROMPT SHIPMENTS 
A Reliable Manufacturer For 66 Years 


SKILLMAN HARDWARE MFG. CO. 


TRENTON 4, N. J. 
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FINEST HOME AND HOBBY SAW 
EVER MADE 


@ Made of Finest Alloy Steel 
@ Heavy Gauge 


@ Correctly Tempered to Withstand Heavy 
Factory Use 


@ Each Blade Attractively Packaged & Labeled 


RIP CROSS CUT & COMBINATION °* 
6 to 10"' Diameter 


Deliveries Made from Stock, Mail & Phone 


Sell These Saws at COMPETITIVE PRICES AND 
Make a GREATER PROFIT! 


LAFAYETTE SAW & KNIFE INC. 


Established 1910 


115 Banker Street Brooklyn 22, N. Y. 


Manufacturers of Circular Saws, Band Saws, H. S. Planer & 
Jointer Knives, Moulding Blanks, Beveled Edge Shaper Steel. 








149 













































No. 7696 
With “Baco 
floor protection - - 
wheel bearings - 

floating ball bearin 






” soft rubber nee for 
_ self-lubricating 
full- 






. two- level, 






9 swivel. 






















Top quality casters perform perfectly 

. give you your most valuable 
asset SATISFIED CUSTOMERS ... 
and at the same time, more profita- 
ble sales. 


Check your stock of Bassick 
“‘Diamond-Arrow”’ Casters... order 


from your jobber. 


THE BASSICK COMPANY, Bridge- 
port 2, Conn. Division of Stewart- 
Warner Corporation. Canadian Div., 
Stewart-Warner-Alemite Corpora- 
tion, Ltd., Belleville, Ont. 





Sell “Diamond-Arrow” Casters— 
No other quite so fine 

As these steady profit-makers 
Of the famous Bassick line. 














MAKING MORE KINDS OF CASTERS 
. .« MAKING CASTERS DO MORE 
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Estimated Sales 
Of Wholesale Hardware Distributors* 


Monthly 1939, 1941, 1946 and 1947 


(Expressed in millions of dollars) 





























Month 1947 1946 1941 1939 
January $138 $100 $56 $39 
February 142 104 55 37 
March 164 116 64 48 
April 170 126 76 47 
May 160 129 80 52 
June 148 126 80 51 
July 146 130 82 45 
August 148 139 84 50 
September 162 139 89 60 
October 186 170 92 60 
Total First Ten Months $1564 $1279 $758 $489 
November 152 79 54 
December 143 80 49 
Grand Total for Year $1574 $917 $592 





*Estimated by the Office of Business Economics, U. $. Department of Commerce. 








reflecting probably the critical housing 


situation, and the consequent piecemeal 
buying by families not definitely settled. 
Upholstered furniture slumped during 
the first six months of this year but 
latest figures show a gain of 14 per 
cent over 1946. Estimates based on the 
pickup of the last four months and the 
rate of current orders indicate the in- 
crease will be higher by the year’s end. 
Kitchen furniture manufacturing is 19 
per cent ahead of last year in dollar 
volume, while dining room and bed 
room furniture show a 30 per cent in- 


will also set new production records this 
year. Appliance manufacturers are sell- 
ing out their production, but the steel 
shortage holds down their sales poten- 
tial, says the report. 
* . 

Aluminum for washer tubs— 
R. A. Bradt, president of the American 
Washer & Ironer Manufacturers Asso- 
ciation, said recently that producers of 
these products have been in some cases 
using aluminum, because they could not 
obtain steel. He commented: “Manu- 
facturers who never before had used 
aluminum for washer tubs are turning 








crease. Floor coverings and bedding 

Sales of Hardware Wholesalers . 
Millions Millions 
of Dollars of Dollars 
200/° oc 200 
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Source: Office of Business Economics; U. S. Department of Commerce. 
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to it now... they can get aluminum 
and they cannot get steel. One washer 
manufacturer partly insured a continu- 
ing supply of aluminum by purchasing 
1,000,000 Ibs. of aircraft propellers, sal- 
vaged from an Army wrecking depot.” 
Mr. Brandt said that, in the face of 
severe materials and parts shortages, 
production of home laundering appli- 
ances is at record levels. 

. sd . 


Construction contracts — In- 
vestments in construction amounting to 
$793,286,000 in October in the 37 states 
east of the Rocky Mountains pushed 
the chart lines upward to a level 22 per 
cent higher than the volume shown for 
last month and 38 per cent higher than 
in October of last year, to bring the 
cumulative total for the first 10 months 
of 1947 to $6,419,397,000, almost even 
with that reported for the correspond- 
ing period of last year, it was made 
known recently by F. W. Dodge Corp., 
a fact-finding organization for the con- 
struction industry. The strongest ad- 
vances were in residential building con- 
tracts, October gains of 30 per cent over 
September and 49 per cent over Octo- 
ber of last year being reported, with the 
cumulative volume of the first 10 months 
of the year being 3 per cent below that 
reported for last year. 

* “ * 


Agricultural aims — National 
goals for 1948, calling on farmers for 
top production not greatly different 
from wartime totals, were announced 
Nov. 21 by Secretary of Agriculture 
Clinton P. Anderson. The goals seek a 
total of 356 million acres, of which 296 
million are for cultivated crops and the 
balance for hay crops. This exceeds in- 
dicated actual acreages for 1947 by 
about 9 million acres and continues the 
high total sought through last year’s 
goals. With the exception of a few 
commodities for which the desirable 
1948 output is still indefinite, the 1948 
goals round out the production pattern 
recommended to farmers as a guide for 
next year. In some cases, as for poultry, 
goals are slightly revised from those 
announced earlier this year. Underlying 
the continuing high goals is a recogni- 
tion of the world need for food and this 
country’s own high domestic-consump- 
tion requirements. This is particularly 
evident in the goals for wheat, feed 
grains, rice, and dry beans. To prevent 
the waste of production facilities 
through output in excess of demand, 
however, some shifts from war crops are 
indicated, in line with changing needs. 

* a 7 


Factory sales rise sharply— 
A general report of the U. S. Depart- 
ment of Commerce, covering September, 
shows sharp increase in manufacturers’ 
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2%” deep, %” knock- 
outs, ears attached. 


2%" deep, romex 
clamps, ears attached. 











Electric Switch and Outlet Boxes 
Available for Immediate Shipment 


Aluminum electric switch and outlet gummon 


boxes .. . approved by Underwriters 
Laboratories, Inc., Chicago, and REA. 


Immediate Delivery of any quantity 
desired. All boxes guaranteed against 
defective workmanship or material. Check 
these features: 


<3] @ Precision made. Die stamped, press 


formed from .091 gauge sheet aluminum. 
Conform to all building codes and re- 
quirements. 


@ Longer lasting—rust & acid resistant. 


@ Light weight—easy to handle, inexpen- 
sive to ship. 


@ Sturdy construction—will not bend or 
break. 


@ Easy knockouts. 


Write today for information and jebber discount. 


W. T. DRIVER, Manufacturer 
2646 37th Ave. So. Mpls. 6, Minn. 
Distributors: 
East Coast: Clymer Products, 
655 Seneca St., Harrisburg, Pa. 
West Coast: West Coast Agencies, 
129 Ist Ave. W., Seattle 99, Wash. 















Ne. 3. 
deep, %” knockouts, 


ears attached. 


No. 4, 


4” Octagon, 1%” deep, 
three %” knockouts and 4 


knockouts and 4 loom 
knockouts in sides. One 
piece draw. 




















PEACEFUL AND PROSPEROUS 


BERKSHIRE PAINT COMPANY 


MAKERS OF FAMOUS DARI-GLO 
Box 251, Highland Station 


AND A 


NEW YEAR. 


THE MAKERS 
OF 


Berkshire 


Aluminum Paint 


FOR YOU 
A MERRY CHRISTMAS, 
A HAPPY HOLIDAY SEASON 


Springfield, Mass. 
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Drop-Forged ¢ Heat Treated ° 2 Sizes 
Durbin-Boomer F-1—2 swivels, %, 4% or 44" chain 
Durbin-Boomer F-2—2 swivels, 1%, 14 or %’ chain 

Malleable fron ¢ Heat Treated « 5 Sizes 


No, 1—1 swivel, 4" chain 
% or 4" chain 


MIDGET 
ey No, 1—1 swivel, 





WIRE STRETCHERS 
STEEL CONSTRUCTION 












Construction 


12 ¥%” | 2000 6 lbs. | Drop Forged Hook 
13 %’ 1000 | 2% lbs. | Malleable Hook 
Shipped with or without rope. 


Write for Catalog 
DURBIN-DURCO 


6611 Olive Street Road + St. Levis 5, Me. 


Size | Cap. | Ship. Wt. 
No. Rope Lbs. 


























ARMSTRONG-BRAY 
GEAR ahd WHEEL 
PULLERS 






























Quickly and easily pull gears, 
wheels, pulleys and bearings 
off of shafts without damage 
or breokage. 


improved designs make them 
easy to set up and safe in use 
—the harder the pull the 
tighter the grip. 

12 types, 40 sizes—2-arm, 
3-arm, standard and special 
STEELGRIP Pullers with drop 
forged arms and heat treated 
screws as well as CHAINGRIP 
Universal Pullers that reach to 
considerable distances from 
end of shaft. 


Write for Catalog 


ARMSTRONG-BRAY 

& COMPANY 
5348 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 











sales and new orders, along with an up- 
ward swing in the book value of inven- 
tories. An 11 per cent rise in the 
average value of daily shipments, a 
similar increase in new order volume, 
and a $300,000,000 increase in the value 
of manufacturers’ inventories were all 
greater than the expected increase over 
August. Two-thirds of the increased 
sales occurred in non-durable goods, 
with food industries taking the lead. The 
non-durable increase was about $600,- 
000,000, and in durable goods it was 
estimated at $350,000,000. Automobile 
makers reported shipments up 16 per 
cent, with machinery as a whole ad- 
vancing 10 per cent. The greatest order 
increases among durable goods indus- 
tries were reported for electrical ma- 
chinery, lumber, furniture and non- 
ferrous metals. In non-durable goods, 
the largest advances were in chemicals, 
textiles, and apparel. 
+ 2 - 

New electricity use peak — 
In the week ended Nov. 22, the nation’s 
production of electrical energy soared to 
another new peak, of 5,180,496,000 kilo- 
watt hours, the Edison Electric Institute 
announced. The greatest year-to-year 
percentage changes were noted in the 
west central and central industrial areas, 
but, the country over, total production 
rose 8.7 per cent from the similar week 


a year ago. The Federal Power Com- 
mission confirms that the U. S. is con- 
suming more electric power than at the 
height of war production and power 
shortages may be expected to last 
throughout 1948. “When war produc- 
tion in 1944 was keyed to its highest 
pitch, the country’s demand for power 
reached 39,400,00 kilowatts,” the Com- 
mission said. “Today it has reached 
46 million kilowatts, an increase of 17 
per cent over the war time high.” 
* * * 

Building in October — Total 
construction contracts in October, in the 
states east of the Rockies, rose to $793,- 
286,000, a gain of 22 per cent over the 
preceding month and 38 per cent over 
a year earlier, according to F. W. Dodge 
Corp., fact-finding organization for the 
industry. 

s = - 

The purchasing agents’ view 
—November business expanded, the Na- 
tional Association of Purchasing Agents 
reported, saying that 46 per cent of the 
executives from whom information was 
sought, reported business “good.” “The 
indications are, however, for a flattening 
out at the high production and sales 
levels attained in the last three months,” 
the Association continued. “Some mem- 
bers report a larger rate of production 

(Continued on page 154) 








Hardware Dealer and Mayor 





Tom Getzwiller, whose time is divided between operating his hardware 
store in Deming, N. M., and serving the community as mayor of Deming, is 
shown between Governor Thomas J. Mabry, New Mexico, and Brig. Gen. 
C. G. Sage, adjutant general of New Mexico. Both gentlemen were visitors 
in Deming during a recent fair and livestock show. As Mayor, he not only is 
responsible for Deming's welfare, but also acts as host to visiting dignitaries. 
After such occasions he returns to his hardware store again, showing that 


members of the hardware fraternity can be versatile. 
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Amazing new Brush-Mop Handle is a fast seller! 


etc., and it’s ready for use. This 
is the handle that needs no 
selling—it sells on sight. Put 
them in and watch them go! 
They’re priced right to move 
fast... retailing at 75c each. 
Packed 1 dozen to a carton. 


Priced to you at... . 6 


per dozen 
EAST OF THE ROCKIES 


Here’s the item to boost your 
HOUSEWARES sales—a multi- 
purpose Brush-Mop Handle 
that really works! Its patented 
viselike grip holds brushes, 
wax applicators, polishing 
cloths, wet and dry mops, etc., 
securely. No slipping, no trou- 
ble with toggles or tightening 
outs and bolts. Push the collar 
down, pick up the brush, mop, 
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The Brush-Mop 
Handle is a quality 
product... made of the 
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finest materials available. 
Clear, lacquered handle is 





“Vp smoothly turned from wood. 
All metal parts have a rust- 
§ proof plated finish. There’s 
s nothing to wear out or re- 
‘ 
5 
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place. No wonder they're fast 
sellers! Write for illustrated 
circulars. 
















Here's the line of tank heaters stockmen want. Thou- 
sands sold every year because this heater has every- 
thing necessary for efficient, trouble-free performance. 
This nationally advertised line of oil burning tank 
heaters is in big demand. Now is the time to cash in. 


Efficient! Economical! Oil Burning! 
“A Favorite With Stockmen Everywhere” 


Standard the country over! The 
favorite water tank heater for stock- ‘ 
men everywhere, because they pro- 
vide the greatest possible heat 
radiation below the water line. All 
the heat Is applied to the floor of 
the water tank—where it should be. 
All steel or cast iron construction. 
No bolts or packing. All con- 
nections are welded solid to the 
heater. Burns all kinds of fuel oil. 
Used also for brooder stove, hot dip 
tanks, space heater, feed cooker, etc. 


MODEL 
Cs-5 


SELF- SINKING 
all cast iron 
model with 5" 
flue. Models for 
every purpose. 
Retailing from 
$18 up. 





Order Now! Cash in at the peak 
season! Write for descriptive liter- 
eture and prices. 


SIERING MFG. CO. 


200 Main St., GEORGE, IOWA 


DECEMBER 18, 1947 


WAN 











T 

SPRING 
Extra PROIEE 
FEATURE THE GEYER LINE 


You'll get extra volume and extra 
profits this spring by featuring 
the Geyer Line of quality gar- 

den cultivators. Easy sales 
to America’s thousands of 
home gardeners make satis- 

fied users with this line 
of popular-priced, sturdy- 
built cultivators. 





Geyer makes a full 
line of attachments 
too, for every culti- 
vating need. 


EREES Write today for new “‘Geyer-Gram” that explains why 


you can get extra profits this spring with this line of 
quality cultivators. See our advertisement in Hardware Age. 
Directory page 784. 


MFG. 


GEYER “co: 


ROCK FALLS ¢ ILLINOIS 
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Immediate de- 
livery in lim- 
ited quantities 


























MINNOW BUCKET 


A well made. popular priced min- 
now bucket that has lots of fisher- 
man eye appeal. 2 piece, non- 
floating type, 8 quart capacity. 
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NON-RUST 
Aluminum 


TACKLE BOX 


This compact tackle box rates high 
with fishermen the country over. Fresh 
and salt water rust-resisting. Handy 
compartment removable 
partitions. Space .for vacuum bottle. 


wk HANDY % CONVENIENT 


tray with 








Sold through 
leading jobbers 
from coast-to-coast. 


METAL FABRICATING CO. 


WILKES-BARRE, PA. 








would be justified by present demand if 
labor and scarce materials (principally 
steel) could be obtained.” “A feeling 
of uncertainty is developing over the 
effects of threatened wage demands on 
prices already too high, and the unde- 
termined action of congress on aid to 
Europe. There is much concern about 
which and how much more materials 
important to domestic production will 
be diverted to Europe.” The Association 
said the over-all price trend appears to 
be leveling off. Increasing competition 
was reported in evidence, especially in 
fabricated items. Buying is more selec- 
tive. It said that a longer range 
view with respect to buying could be 
adopted if the uncertainties of impend- 
ing governmental controls could be 
cleared. The Association found an op- 
timistic spot in reports from executives 
on better labor productivity. 
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They “guessed” too safely— 
Observers in the furniture and home 
furnishings field say that retailers of 
these lines are now paying the bill for 
last summer’s wrong guess. They can 
look for price increases and continued 
allocations in the new year, mostly be- 
cause the factories are overloaded with 
orders which came in late. Retailers 


| found out in the fall that consumer de- 


mand was unabated by skyrocketing ~ 


prices of food and other necessities, but 
their previous overcautiousness had al- 
ready done its damage. If orders had 
been spread over the summer months in 
normal fashion, many manufacturers 
agree, some furnishings lines would now 
be in free markets and the price line 
could be held without a strain. In- 


stead, price increases of 5 to 10 per 
cent are now the general rule, or will 
be after the first of the year. There are 
other factors, of course, which are hav- 
ing heir effect on prices. Textile users 
of all kinds are competing with up- 
holstered furniture manufacturers for 
the short supply of piece goods. Lum- 
ber, leather, steel and packing prices 
are all up. 
a o e 

Some lines not “cramped”— 
A few lines, mostly accessories, will be 
in a free market at the oncoming 
mid-winter furniture and furnishings 
“Marts.” Wallpaper promises to be in 
good supply and the price line will be 
held. Lamps are plentiful and price 
changes will likely be a few isolated 
and minor increases. Mirrors and pic- 
ture frames wil] likewise be free, al- 
though manufacturers say they cannot 
fill orders as rapidly as the 30-day pre- 
war norm. Large household appliances 
will be in just slightly better supply, but 
still under allocation. Refrigerators, 
ranges, water heaters and dish washers 
are in greatest demand. Small appli- 
ances, mixers, coffee makers and the 
like, will still be on quota. 

” * * 

Synthetic rubber planning— 
In Washington, a House subcommittee 
on armed services has begun hearings 
on legislation for disposal of the gov- 
ernment’s war time 700 million dollar 
synthetic rubber industry. For some 
time, it has been industry’s plea that 
private enterprise be allowed hence- 
forth to develop America’s rubber needs. 
Evidently any monopoly which controls 
the manufacture of a product 100 per 

(Continued on page 156) 











INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 15 CITIES IN THE UNITED STATES 





October, 1947, Comparisons 





Percent Change 


Oct., 47 10 Mos.,’47 Oct., °47 
Cities compared with compared with compared with 

Oct., °46 10 Mo., °46 Sept., °47 
California—Los Angeles ........+..0<- +23 +14 + 2 
I ci 85 oo acing Me we naa eNen — 4 —14 0 
Se III: «5 5-0-0: 9 cess’ osesneaine wees — 5° +7 +10 
CemeeadO—DPOBVET oc ccccicccccsccccees + 2 +9 +1 
SE NED - 5 op dxipawee ckepier ove +13 +11 +11 
Indiana—Indianapolis ...............- +35 +29 +1] 
Kentucky—-Louisville ..............4- + 6 +17 + 1 
Michigan—Detroit ............eee00% +30 +12 + 4 
Missouri—St. Louis .....ccccccccccece —4 + 3 +5 
New York—New York..........-se00e +13 +17 +19 
ee ee Cree ern ree + 2 + 8 + 9 
Ne eee + 6 +29 +12 
er — 6 + 9 — 2 
Pennsylvania—Philadelphia .......... + 6 1. 7 +16 
SINS. Gi ato srrecltewak <cuidesace ws +7 = 2 + 5 





Compiled by Bureau of the Census, U. S. Department of Commerce. 


Editor’s Note: Monthly Retail Trade Reports of the Bureau of the Census are 
now limited to cities and other local areas, because appropriations available for 
the next fiscal year are not sufficient to develop and maintain valid data on a 


state-by-state basis. 


HARDWARE AGE 














Doubt is 
Gladding 
ACTION 
Company} 
in the Gl 


Point 1 
it with c 
a sale. A 
tant, asst 
so essenti 
good-will 

Yes, tl 
Gladding 
skilled cr 
of ‘‘know 
truly out 
sell natio 
famous ( 
confidenc 
in stock? 


poset 





NATI 
Saturday 
Field and 
Outdoor Li 


DECEMI 





of 5 to 10 per 
ral rule, or will 
year. There are 
, which are hav- 
s. Textile users 
yeting with up- 
inufacturers for 
ce goods. Lum- 
packing prices 


t “cramped”— 
essories, will be 
the oncoming 
nd_ furnishings 
omises to be in 
ice line will be 
tiful and price 
a few isolated 
irrors and pic- 
se be free, al- 
ay they cannot 
the 30-day pre- 
hold appliances 
tter supply, but 

Refrigerators, 
d dish washers 

Small appli- 
akers and the 
a. 


r planning— 

subcommittee 
egun hearings 
al of the gov- 
million dollar 
y. For some 
ry’s plea that 
llowed hence- 
rubber needs. 
vhich controls 
»duct 100 per 
ge 156) 


E SALES 
TATES 


Gct., °47 
ompared with 
Sept., °47 





ay 
+16 


+95 


Census are 
vailable for 
data on a 


RE AGE 








to them.. 










Feature 
Gladding 
Action-Tested 
Fishing Lines 









World Famous 
Gladding Lines 


Doubt is out . . . when you sell ’em 
Gladding Fishing Lines. They’re 
ACTION-TESTED. U. S. Testing 
Company’s Award of Merit is right 
in the Gladding box. 


: : Invincible 
Point to this Award proudly. Stress Blue Ribbon 
it with confidence. It clinches many Dauntless 





@ CASTING LINES 


a sale. And still more impor- 

tant, assures that satisfaction that’s 
so essential for winning and holding 
good-will. 

Yes, this Award is proof that 
Gladding’s top quality materials, 
skilled craftsmanship, and 132 years 
of ‘“‘know how” go together to make a 
truly outstanding line. Proof you can 





: ‘ @ FLY LINES 
sell nationally-advertised, world- tneteent 
famous Gladding Lines with complete Whip-Slik 
confidence. Sure you have enough Dauntless 


in stock? Better order more... today. 









GLADDINGS 
DONEGAL 


ae 






@ SALT WATER LINES 
Donegal 








Carney 

Dundee 

Coastal 

Sligo 

Catalina (Braided) 





NATIONALLY ADVERTISED 
Saturday Evening Post, Collier's, Holiday, 
Field and Stream, Sports Afield, Outdoors, @ALL PURPOSE LINE 
Outdoor Life and other leading magazines. Otselic | 





B. F. GLADDING & CO., INC. 
Established 1816 
SOUTH OTSELIC, NEW YORK 





DECEMBER 18, 1947 
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a man who comes into your $ 
~ACTIONS SPEAK LOUDER 


There isn't 
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THAN WORDS! 


i its all-round better 
Champion proves its a 
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performance with actual ph 
amazing" Motor Magic’ tests- 


%, unproved claims go out the window. " 
%. And the men who come into your store : 
a among the millions who will end = rapes 
ae Magic” ad in America’s leading ov _. 
Be men's magazines. So take advantage of it! 


phs and a 


Write for on-the-spot photogra 
d statement covering this test. 
ell more of 


copy of the signe 
They're FREE! And they'll help you s 
948 Champions! 





these great new | 











ON July 14th, 1947, at Minnesota's 
famed Lake Minnetonka, an Aluma- 
Craft rowboat and Champion Deluxe 
Single (weight 37 Ibs.) were hitched, 
as shown, to this 18 ton, 45 foot 
cruiser. Twelve cheering passengers 
were aboard. In upwind and down- 
wind towing tests, the tiny, sturdy 
Champion averaged approximately 3 
miles per hour! 

This great little motor has been 
asked to do many things. It’s been 
dropped through the ice of a frozen 


lake, frozen at 18° below zero, 
drenched with a 3 day rain, yet every 
time it has started almost instantly and 
run without missing a beat.* 

See the great new 1948 line of 
weatherproofed Champions, includ- 
ing the powerful new Deluxe Twin 
and Silent Singles. Buy a Champion 
and enjoy years of fun afloat! 


*Every Motor Magic demonstration is attested 
by sworn statements and on-the-spot photos. 


CHAMPION MOTORS CO., MINNEAPOLIS, MINN. 
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Co-skipper steering, 
dual rotary valves, forged 
steel connecting rods 
with pressure lubricated 
needle bearings. 


Full reverse, Pull-O-Matic in- 
stant starter. Quiet 100% 


: Speeds to 18 miles per 
underwater exhaust and all J 

i] 

1 


hour. Full reverse, Pull-O- 
Matic instant starter and all 
the features that have made 
Champion famous. 


the famous exclusive 
Champion features. 
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ROOFING 


IMMEDIATE DELIVERY 


IN CARLOAD LOTS 
ORL. C.L. 

@ Light Weight! 

@ Easy to Use! 

@ 5 Sizes! 


%" — 7" — 1“ —1%” — WA" 


Made of Heavy 9-Gauge Aluminum 
... Barbed .. . %” Head. 


Write or Wire Today 






















cent, fixes the selling price, and then 
compels others to buy, is assured of 
tidy profits. Such a product is syn- 
thetic rubber; such a monopoly, our 
government. The manufacture of syn- 
thetic is federally controlled. To get 
back its wartime plant investment of 
700 millions, the government sets a price 
on its product which, it is estimated 
would yield a 50 per cent profit under 
efficient operation. Still, automobile 
tires, size 6.00-16 and smaller, must use 
67 per cent man-made rubber. J. J. 
Newman, vice-president, B. F. Goodrich 
Co., estimated that without the eco- 
nomic balance of synthetic plants, natu- 
ral rubber would now be selling at $1 a 
pound compared to the present 24 cents. 
The temporary law controlling rubber 
production expires on March 31. Con- 
gress, therefore, has four months in 
which to answer these two important 
questions: Should Uncle Sam pull out 
of the rubber business? If so, how? 
* ” * 


Some suggestions from in- 
dustry—H. W. Fisher, of Standard Oil 
Co. of New Jersey, told the House 
subcommittee that the synthetic rubber 
industry is “not only ready to stand on 
its own feet, but can give natural rub- 
ber a real race.” He urged immediate 
release of government-held plants to 
private-firms. J. L. Collyer, president, 
B. F. Goodrich Co., said his company 
recommends that the government con- 
tinue only such stockpiling and produc- 
tion of rubber as is deemed essential for 
military security. Above such quanti- 
ties there should be the widest possible 
latitude for development by private 
enterprise. “Our greatest long range 
military security in terms of rubber will 
come through establishment of a private 
American rubber industry, just as pri- 
vate enterprise has achieved military 
security in terms of steel, aluminum, 
textiles, and many other strategic ma- 
terials,” Mr. Collyer testified. He sug- 
gested that government powers to con- 
trol production and use of rubber be 
extended for no more than two years be- 
yond next March 31, and be confined to 
interim participation in production, 
distribution, and standby facilities, but 
only to the extent required by military 
or security needs. 


. * * 


Synthetics threaten shellac— 
From New Delhi comes news that the 
government of India has warned its lac 
industry, which produces 40,000 to 50,- 
000 tons annually, that it faces serious 
competition from the new thermoplastic 
materials. One of these, it says, “sells 
at less than half the current price of 
shellac. “As compared with the un- 
predictable composition of natural shel- 
lac, which varies considerably because 
of climatic conditions and inherent im- 











































purities, the new material is a cheap 
synthetic resin which can be continu- 
ously reused.” Lac is produced chiefly 
in northern India and its exports have 
totaled a considerable amount. 

a * a 


Urge restraint in oil use — 
Leading oil companies are beginning to 
get under way in earnest with moves to 
curtail fuel oil deliveries and reduce 
consumer use. Some contemplate hold- 
ing deliveries to the amount used last 
heating season, one or two are report- 
edly considering a 90 per cent basis. 


Ed * * 


Sales in October — Manufac- 
turers’ sales during October rose $l,- 
000,000 over September to $15,700,000,- 
000, the Commerce Department reported 
recently, but it said the increase was 
chiefly due to a longer work month. The 
daily average of sales was about the 
same as September. The value of 
manufacturers’ stocks on hand rose $23,- 
400,000,000, an increase of $350,000,000. 
The Department also announced that 
sales of independent retailers were 9 
per cent higher in October than a year 
ago. The biggest gain by far was made 
by lumber and building materials deal- 
ers, whose dollar intake rose 41 per 
cent. Auto dealers registered an in- 
crease of 26 per cent. Department store 
sales were 8 per cent higher and those 
of independent food stores rose 5 per 
cent. 

* . * 

Some November reports — 
Sears, Roebuck & Co. and Montgomery 
Ward & Co. reported record November 
sales. Sears’ sales last month totaled 
$226,048,392, an increase of 29.1 per 
cent, compared with Nov., 1946. For 
the first 10 months of the company’s 
fiscal year, sales were $1,688,220,001, up 
23.8 per cent. Ward’s November sales 
reached $129,206,246, an increase of 21.5 
per cent over a year ago. In the first 
10 months of the fiscal year, sales were 
$1,017,858,531, an increase of 19.6 per 
cent. Butler Brothers, reported No- 
vember sales declined 10.1 per cent to 
$13,534,551. 

* o + 

Department stores gain—De- 
partment store sales rose 10 per cent, 
both in the week and four weeks ended 
Nov. 29, as reported by the Federal Re- 
serve Board. 

* * os 

Oil-burner shipments rise— 
Oil burner factory shipments in Sep- 
tember totaled 127,591 units, according 
to the U. S. Bureau of Census. This 
was an all-time peak, exceeding by 4 
per cent the previous high, and being 
twice the September, 1946 total. Resi- 
dential type units made up 96 per cent 
of the whole. Unfilled orders Sept. 30 
were 576,829 units. 
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PARKER 


Builders’ Hardware 


“PARKER” ADJUSTABLE SHELF STAND- 
ARDS and brackets for a thousand and 
one uses . . . Book shelves * Cupboards 
* Stockrooms * Store fixtures « Linen 
closets * Medicine chests ¢ China closets, 
Ole GR «oe 


“PARKER” ADJUSTABLE 
SHELF STANDARDS are easily 
and quickly installed. Brackets 

| snap in and out easily and re- 
quire no tools. Shelves can be 
raised or lowered instantly as 
required. Alternate slots are 
numbered for easy lining up 
of shelves. 





Made of heavy gauge steel, 
electro plated rust- resistant 
finish. Made in 12 ft. lengths. 
Can be furnished in any length 
to order. LOW IN COST. 

Immediate shipment 
from stock! 








Are you on our mailing list? 









a | 
S. PARKER HARDWARE MFG. CORP. 


From Foundry to Finished Product 
27 LUDLOW STREET - NEW YORK 2,N. Y. + Phone CAnal 6-1680 


STAY. AHEAD 
OF COMPETITION... 





There's no price competi- 
tion from chain stores and 
mail order houses when you 
stock and sell Rogers “Goril- 
la Grip” glue. Rogers glue is 
sold exclusively to independent hardware retailers. 

There’s no quality competition from other glues, either, because 
Rogers “Gorilla Grip” is the most powerful adhesive on the 
market— holding power of more than 3885 Ibs. per square inch! 
That’s why glue users everywhere ask for ROGERS. 


Stay FREE of competition— 
Ask your Jobber for ROGERS TODAY 











the bedt LIQUID FISH GLUE 





GLOUCESTER, MASS. 


DECEMBER 18, 1947 





"DU-ALL’ anv PEPPY-PAL’ 


GARDEN TRACTORS 


Snowplow 


and Bulldozer 








(Also Pulls Lawn Mower) 


MFG. CO. 













DOES DOZENS OF JOBS 
QUICKLY AND EASILY 


These handy, versatile riding and 
walking tractors plow, cultivate, 
disc, seed, harrow, saw wood, cut 
grass, plow snow and do nearl 
any other job around the s 
farm or orchard. 


NEW FEATURES BUILD SALES 
Patented tool control, variable 
speed and power take off pulley, 
roller bearings, high center clear- 
ance, “Jiffy Hitch” for easy attach- 
ment changing, and many more 
outstanding features help bring 
immediate sales. Adjustable for 
wide or narrow rows and uneven 
hills. Operates on as little as a 
pint of gasoline per hour. 


ATTRACTIVE PRICES AND 
PROFIT MARGINS 


Shaw Tractors are “priced-to-sell.” 
Mass production and quantity buy- 
ing assure attractive retail prices 
and long dealer profit margins. 


SPECIAL OPPORTUNITIES 
FOR LARGE DISTRIBUTORS 


Special prices scaled for quantity buyingare 
offered distributors serving large territo- 
ries. Write for complete information today. 


MANY GOOD DEALERSHIPS 
STILL OPEN 


Opportunities for big and immediate prof- 
its await those who apply first. Dealerships 
in several large and lucrative territories are 
open now. Write direct to manufacturer 
at address below for complete details. 































































8612 Front St. 
Galesburg, Kan. 
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By GRAHAM PATTERSON 
Publisher 
Pathfinder News Magazine 


HERE has been a great rumbling 

of resentment against the Taft- 
Hartley labor law. Labor leaders 
swear vengeance against those Con- 
gressmen who voted for the measure. 

But the law is by no means a 
“slave labor” bill, as many union 
leaders have termed it; actually it 
gives the individual worker a greater 
measure of freedom than he pre- 
viously enjoyed. And, if the labor 
leaders who so vigorously denounce 
the Taft-Hartley law are sincere in 
their condemnation, it is proof they 
do not fully comprehend its work- 
ings; if they do, they are misinform- 
ing their constituents. 


Research Made 


Several months ago an indepen- 
dent research organization made a 
survey among a representative num- 
ber of workers, both union and non- 
union, to determine their reaction to 


various features of the new labor 


Understanding the Labor Law 


law. Surprisingly, while those ques- 
tioned considered the law itself as a 
slave labor bill, they expressed ap- 
proval of the principal features of 
the bill. In other words, the work- 
ers wanted what was in the law but 
they were unaware that the law con- 
tained it. 

The survey disclosed that more 
than half of all the workers ques- 
tioned were against the new labor 
bill, and among the union members 
queried two-thirds violently disap- 
proved of it. 

But when the various features of 
the law were explained in detail and 
workers were asked their opinion of 
each one, most were in favor of every 
feature. Union members as a rule 
approved of every feature of the new 
law except the one outlawing the 
closed shop, yet they did not realize 
that the bill approved the union 
shop. 

Among the union members ques- 
tioned, 70 per cent were in favor of 
the 60-day cooling-off period; the 
same number agreed that unions, as 
well as employers. should be subject 
to suits; 85 per cent approved of 
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SALES GUARANTEE 
Order a sample... 
if not ey 
satisfied wit 

ity and sales value, 
send it 
Money refunded. 


Send for copy 
of new 1947-48 
catalog and 
price list. 





THE 


PREMIER 
P-20 


ELECTRIC WATER 
HEATER 


qual- 


back! 


Approved 







®@ High Profit 
@ Popular Selling Price 
@ Hot Water by the Pailful 
@ Underwriters’ Laboratories 


A revolutionary, new immersion-type water 
heater! Not a gadget . .. finest quality unit. 
ie housing cadmium plated and painted 
red. Heating unit solid copper with her- 
metically sealed brass tube. Automatic con- 
tact switch operates only when pail is hung 
on switch arm. Retails at $16.50. Full dealer 
discount allowed. Order from your distri- 
butor or direct from this ad. Dept. HA 22. 


THE NATIONAL IDEAL COMPANY 


TOLEDO 4, OHIO 





the feature requiring union financial 
reports; 77 per cent favored prevent- 
ing Communists from holding union 
office. 

Half of those questioned approved 
prohibiting of union political contri- 
butions; 74 per cent would permit 
the check-off only with the workers’ 
consent; 77 per cent favored the 
union shop only by a majority vote, 
while 48 per cent thought the closed 
shop should be outlawed. 

Too, 70 per cent were in favor of 
delaying strikes in industries affect- 
ing the welfare of the general public, 
and 61 per cent agreed that employ- 
ers should have the same freedom of 
speech granted the unions. 


Not Properly Informed 


These figures would certainly not 
indicate any widespread disagree- 
ment with the concept of the new 
labor law on the part of the worker, 
but rather that the worker has not 
been properly and sufficient'y in- 
formed on the provisions of the bill. 
As a matter of fact, only 54 per cent 
of the workers questioned were able 
specifically to name any one feature 
of the new law to which their lead- 
ers were opposed. They had gained 


MYERS dealers share the popu- 
larity that stems from 77 years 
of progress in the manufacture 
of highest quality pumps and 
water systems. 
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Beading 


STOVE PIPE 
FURNACE PIPE 


FOR EASIER, FASTER WORK 


DEALERS! 
HIGH EXTREME 
QUALITY PRODUCTS LOW PRICES Write 


HEAVY DUTY BUILT FOR YEARS OF SERVICE 
Manufactured and Sold By 


CHARLES E. KRAUS MFG. co. 


122 S. 8th ST. LOUISVILLE 2. EY. 











Supreme on 
every point— 
3 to 4 hours 
longer burning 
time... greater 
shelf life... 
heavy duty metal 
top .. . full brighy- 
ness throughout 
burning life! Truly 
a perfected post-war 
bottery—the finest 
quality on the market. 
Packaged in self-selling 
display units, they're 
priced for top dealer 
For Added profits! 
Seles—feature Write for full specifica- 
tions and price list. 
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BATTERY COMPANY, INC. 





BIG SALES TO— 


*HOME OWNERS * PLUMBERS 
* CONTRACTORS oO 


WELECTRICIANS * BUILDERS 


WRITE FOR LITERATURE 


SuPER TooL COMPANY 
Carbide Tipped “Pools 


21650 Hoover Rd., Detroit 13, Mich. 5210 San Fernando Rd., Glendale 3, Col. 














35 Meadow Street, Brooklyn 6, New York 


DECEMBER 18, 1947 








WALTON TOOL BOXES 


THEY SELL AND SATISFY— 
PAY GOOD PROFITS 
MADE FOR MECHANICS 


Twenty years’ experience in making metal boxes guerantees 
Walten quality. Mechanics prefer these stoutly i 
compact boxes with numerous exclusive improvements. 


Special Features 
Rounded corners. Extra length for long handled wrenches, 
wrecking bars, other long tools. 24 gauge steel. Built-in 
continuous hinges. Sturdy suitcase bolts, and handles. Wrinkle 
enamel two-tone finish. Smooth enamel trays. 


HIP-ROOF 
CANTILEVER 
MODEL with 

4 TRAYS 





FAMOUS WALTON GRIP-LOC BOXES FOR FISHER- 
MEN AND MECHANICS ARE AVAILABLE AGAINI 


Order from your jobber. Write direct te ws for new Ceteleg Sheet 
Ilustrating and listing ell styles ead prices. 
WALTON PRODUCTS, INC. 

218 Madison Street Dept. 65 Weoedstock, Hi. 








159 































Racing, Fairs, 4-H Clubs, Cir- 
Sales — wherever horses, 


colts, cattle, calves, dogs, and HAIR 
RESsiWe 
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pet 
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A superior 
shampoo. 


SHEPS ANIMAL 


Hair Dressing 
Made Especially for 


SHOWTIME 


s are featured. 


Sho 


| Shampoo 


Concentrated) 


Wet animal's hair. Apply 
shampoo. Wash thoroughly in 
circular motion with brush, 
cloth or sponge. Rinse and dry. 


and economical 
A non - irritating 


cleaner for hair and skin. 














Makes all oe hair slick 
and glossy. 


Economical — Only a 


amount required. 
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Liquid Saddle Soap 
A Leather Cleaner 


Highly concentrated. For saddles, 

shoes, boots, leather jackets, go!f 

bags, riding and harness squip- 

ay ment—all fine leather. Cleans— 
Softens—Preserves. 

A Superior Soap for the Shine Trade 
Sold by jobbers everywhere 

Manufactured by 


Neatslene Co., Omaha 8, Nebr. 


ROY W. SHEPARD, “SHEP” 














































The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





e METAL OR WOOD TRIGGER 
e FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 














the impression that the law was a 
“slave labor bill” and rested their 
resentment on that false assumption. 

The Taft-Hartley law was designed 
to correct some of the inequities ex- 
isting under the old Wagner Act, and 
certainly no fair-minded worker will 
deny that the employer should have 
the same rights as the union. Most 
workers will agree that ldbor unions 
have duties as well as rights, and 
labor leaders should not be em- 
powered by law to exercise tyran- 
nical power over others, either their 
own members or the general public. 

The new law deserves a chance to 
function before it is condemned and 
resisted as something designed to 
take away labor’s rights. Workers 
themselves would endorse it if they 
were given an honest opportunity to 
understand its provisions. 

It is the responsibility of the press 
to see that they do understand the 
law’s various features, to counteract 
the false propaganda to which they 
have been subjected. 


Radios and Phonographs 
—Top Priority Gifts 
For the Ladies 


VALUABLE aid for retailers 

in planning Christmas gift 
promotions is a survey reported in 
Sales Management magazine for 
November which shows radios and 
phonographs to be first choices of 
women as the gifts they would like 
most to receive on Christmas morn- 
ing. 

In a ten-city survey of 1,005 wom- 
en, 8.3 per cent of them named ra- 
dios and radio-phonograph combina- 
tions as their most desired single 
gift as compared with 7.1 per cent 
who picked furs and fur coats. 

Among men, only automobiles 
and coats and suits outrank radios 
as top Christmas gift choices. 10.4 
per cent of them selected radios as 
against 13.2 per cent who chose 
automobiles and 12 per cent who 
preferred coats and suits. 

Electrical appliances as a group 
led the list as the type of gift women 
would like most to get as presents. 
15.8 per cent of them ranked the 
appliances in this order: refrigerat- 
ors, washing machines, electric mix- 
ers, toasters, irons, vacuum clean- 
ers and ironers. 

Coats and suits, automobiles, mis- 
cellaneous jewelry and personal ac- 
cessories followed furs and fur coats 
as the next most popular single gifts 
for this year. 











OFFERING 
REGULAR PRODUCTION 
SHEET METAL SCREWS 
(Type Z) 


MACHINE SCREWS 


Address Box L-592, eare of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














78 types to cover all price 
available. Complete line ee of "AMERICAN" 
Incandescent lampe—our 


own product at best 
factory discounts. 
JOBBERS—send fer catalog and prices. 


THE SAVE LAMP CO., Baltimore 11, MD. 


IGHTS 








| International Steel Woo! Corp., Springfield, Ohio 





STEEL WOOL 


Preferred by master —— ny 
keener bite and longer life . . A 
uniform, resilient strands of finer qual- 
ity steel. Big 16 unit pkg. or { tb. 
tube. Order from your jobber or direct. 
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Changes 


New products and new 
trade names are constantly 
being added to the list- 
ings for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y. 
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Salesmen Kept Posted 
'On New Merchandise 
By Daily Report 

ITH the thousands of items 

sold in a hardware store it is 
impossible for a salesman who sells 
in all parts of the store to know just 
what is “in” and “out” of stock at 
any time. 

Sales are often lost because the 
salesmen are under the impression 
that a fast-selling item is currently 
not in stock, when as a matter of 
fact a shipment may have been in 
the receiving room for a day or more, 
waiting to be unpacked and placed 
on the shelves. Or, it’s often the 
case that popular items are already 
on the shelves and beginning to 
gather dust because nobody had 
bothered to inform the salesmen of 
the fact. 

This problem has been solved by 
the Shannahan & Wrightson Hard- 
ware Co., Easton, Md., by its “What’s 
New” file. As merchandise comes 
into the receiving room the men 
record on a ruled, mimeographed 
sheet all the goods received during 
the course of a day. At the end of 
the day this sheet is posted on a 
file which is kept in the handiest 
spot in the store where it can be 
studied by all the salespeople at the 
start of work the next morning. In 
this way each person connected with 
the store is in a position to know 
what items have been added to the 
stock from day to day. 

The ruled sheet provides four col- 
umns for the quantity; kind of mer- 
chandise; selling price and location 
in the store. 

When new products, which have 
never been sold in the store before, 
are received the salespeople are told 
all the pertinent facts about them at 
the weekly sales meeting, which is 
held every Tuesday, for only half an 
hour, at the close of business. 


Red Cross Needs More 
For 1948 Campaigns 


HE 1948 fund campaign of the 

American Red Cross reminds the 
public that “this year greater sums 
are needed for an equal job.” To 
estimate a campaign goal takes a lot 
of figuring, based in part on statis- 
tics of the past, in part on unpre- 
dictable needs of the coming year, 
and, most important, on definite 
plans for community well-being. 

In its steadily increasing emphasis 
on a peacetime program, the Red 
Cross is expanding its work for vet- 
erans and their dependents, while 
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at the same time maintaining its 
traditional services to the armed 
forces and to civilians. 

Red Cross beneficiaries in 1947 
were legion. Nearly 100,000 persons 
received emergency help and re- 
habilitation following disasters of 
the past fiscal year. In the first 10 
months of 1947 alone, Red Cross 
disaster relief appropriations were 
approximately $9,500,000. Financial 
assistance to veterans, servicemen. 
and their dependents totaled $11,- 
944,365 for the year. Numberless 
persons were served by Volunteer 
Special Services workers, who gave 
2£,000,000 hours of their time. 

Benefits from Red Cross services 
are two-way. Instruction in water 
safety and first aid not only provides 
skills that prevent many accidents 
from occurring to the individual but 
also provides a knowledge of what 
to do for others when accidents do 
occur. Since the Red Cross in 1914 
began its program to “waterproof” 
America, the nation’s drowning rate 
has been cut in half. Similarly, the 
11,230,000 certificates issued since 
the first aid program was instituted 
in 1910 are impressive evidence of 
the number of beneficiaries of these 
services. 

The National Blood Program when 
fully established will make whole 
biood and its derivatives available 
without cost to all people of our na- 
tion. Its beneficiaries carry in their 
very veins a token of neighborly ser- 
vice. 

Events of the year 1948 are uncer- 
tain and unpredictable. Yet stand- 
ing by, ready for any emergency, is 
the Red Cross with millions of or- 
ganized workers to carry on its mani- 
fold services. 

Remember—this year greater gifts 
are needed for an equal job! 
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MECHANICS 
PLUMBERS 
ELECTRICIANS 
KD Tools vor 
EVERYONE 





99 Saw Frame “cuts around corners” with 
short blades—in narrow openings any 
size. Features quick blade changes for 
3, 414, 6, 10, 12” blades. All steel, one 
piece frame. Ideal for Electricians, 
Mechanics, etc. Cuts 3 %j¢” deep. 





20 Ratchet Wrench Set—tough alloy steel 
wrenches in 4 popular sizes. No heads 
to change, reversible ratchet. Close teeth 
permit short stroke. Box socket construc- 
tion holds screw or nut for starting in 
close places. Sizes 3” to 414” long. 





10K Pliers Kit—alloy steel pliers, right for 
small jobs in tight places. Accurately 
forged, tempered to correct hardness, 4 
types milled jaws as shown, handles 
knurled, Packed in pocket size roll. 
Handy for Craftssnen, Modelmakers, 
Electricians, Mechanics, Home Owners. 
5B Tool Kit—good 
universal _ seller. 
Two K-D Pliers 
plus 3-in-1screw- 
driver packed in 
pocket size kit. 
Alloy steel pliers, 
brass screw driv- 
er, all correctly 
tempered. Not a 
toy. Handy for 
everyone! 





Write for a description of the K-D Line 


@ K-D TOOLS 


K-D MFG. CO., LANCASTER, PA 
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FASTEST-SELLING LINE OF 
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DECORATIVE METAL 











MAKE YOUR 
WALL SPACE 
PROFIT SPACE 


GKS wall brackets, wall shelves, are de- 
signed to sell in your store. If you are 
not yet handling this fine line of profitable 
metalcraft, WRITE FOR DETAILS TODAY! 


george koch sons, inc. 
evansville.indiana 











Coming Conventions and Events 
Corrected Each Issue According to Latest Data 


Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 25-28, 1948, at 
the Hotel Sherman, Chicago. E. G. Lin- 
quist, vice-presidnt and secretary of 
the Ace Hardware Corp., 1319 S. Michi- 
gan Ave., Chicago, is in charge of the 
convention, 

Alabama, Retail Hardware Associa- 
tion of, annual convention, May 13-14, 
1948, at the Admiral Sims Hotel, Mo- 
bile, Ala. Mrs. J. H. Crowe, 509 No. 
19th St., Birmingham 3, Ala., secretary- 
treasurer. 

Air Conditioning Exposition, 8th 
International Heating and Ventilating 
Exposition, Feb. 2-6, 1948, at the Grand 
Central Palace, New York City. 

Albany Sportsmen's and Boat 
Show, Feb. 28-March 7, 1948. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 

American Hardware Supply Co. 
annual dinner meeting and exhibit, Jan. 
26-28, 1948, at the company’s warehouse. 
41-43 Terminal Way, South Side, Pitts- 
burgh, Pa. William M. Stout, executive 
vice-president and general manager. 

American Toy Fair, New York 
City, two weeks beginning March 8, 
1948, at 200 Fifth Ave., 1107 Broadway, 
and other permanent offices nearby as 











MINIMUM 
INVENTORY 


Only three Sets of Glass—ALL 
Parts Interchangeable. 

















Order from your jobber 
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well as the Hotel McAlpin. Sponsored 
by Toy Manufacturers of U.S.A., Inc., 
200 Fifth Ave., New York 10. H. D. 
Clark, secretary. 

Arkansas Retail Hardware and Im- 
plement Assn., convention and exhibit, 
Feb. 16-18, 1948, at Little Rock, A. W. 
Porter, Lafayette Hotel, Little Rock, 
secretary. 

Bicycle Institute of America, an- 
nual convention, Jan. 19-23, 1948, at 
the Flamingo Hotel, Miami Beach, Fla. 
Association headquarters, Room 1215, 
10 Rockefeller Plaza, New York 10, 
MN. 2. 

Buffalo Sportsmen’s and Boat 
Show, April 17-25, 1948. Retails from 
Campbell-Fairbanks Expositions, Inc., 
Park Square Bldg., Boston, Mass. 

Canadian National Sportsmen’s 
Show, March 13-21, 1948, at Toronto. 
Details from Campbell-Fairbanks Ex- 
positions, Inc., Park Square Bldg., Bos- 
ton, Mass. 

California Gift and Art Show, 
Jan. 25-30, 1948, in Los Angeles, Calif., 
at the Brack Shops Bldg., Brockman 
Haggarty Bldg., Merchandise Mart and 
the Alexandria Hotel. 

California Retail Hardware Asso- 
ciation, annual convention, Feb. 16-18, 
1948, at the Western Merchandise Audi- 
torium, San Francisco, Calif. LeRoy 
Smith is manager-treasurer with head- 
quarters at the Western Merchandise 





Mart, Suite 262, 1355 Market St., San 
Francisco 3. 

Coast-to-Coast annual meeting and 
exhibit, Feb. 9-11, 1948, at the com- 
pany’s quarters, 29-43 Main St., S. E. 
Minneapolis 14, Minn. 

Connecticut Hardware Association, 
annual convention, Feb. 10-11, 1948, at 
the Hotel Taft, New Haven, Conn. Ned 
Russell, Harris Hardware, Southpert, 
Conn., secretary. 

Detroit Sportsmen’s Congress 
Show, Nov. 29-Dec. 7, 1947. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 

Franklin Hardware & Supply Co. 
annual stockholders’ meeting and ex- 
hibit, Feb. 3, 1948, at the company’s 
offices and warehouse, 918-928 N. Dela- 
ware Ave., Philadelphia, Pa. F. Leon 
Herron, general manager. 

Hardware Golf Association, 22nd 
annual tournament Sept. 9-11, 1948, at 
the French Lick Springs Hotel, French 
Lick, Ind. Ditz Lusk, Henry Disston & 
Sons, Inc., Kansas City, Mo., secretary- 
treasurer. 

Illinois Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 24-26, 1948, at the Hotel Sher- 
man, Chicago, Ill. William F. Ewert, 
1194 Merchandise Mart, Chicago 54, 
Ill., managing director. 

Indiana Retail Hardware Associa- 
tion, annual convention and exhibit, 
Jan. 27-29, 1948, at the Murat Temple, 
Indianapolis, Ind. G. F. Sheely, 333 No. 
Pennsylvania St., Indianapolis 4, Ind., 
managing director. 

Iowa Retail Hardware Association, 
50th annual convention and hardware 
show, Feb. 10-13, 1948, in Des Moines, 
Iowa, Hotel Savery, is convention head- 
quarters, exhibit held in Coliseum 
Building, Philip R. Jacobson, Mason 
City, Iowa, secretary. 

Kentucky Hardware and Implement 
Association, annual convention and ex- 
hibit, Jan. 19-23, 1948, at the Seelbach 
Hotel, Louisville, Ky. Morris Jones, 501 
Republic Building, Louisville 2, Ky., 
secretary. 

Louisiana Retail Hardware Assn., 
annual convention and exhibit to be 
held jointly with the Mississippi Retail 
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No. 325 


No. 176 


No.175 No. 175 No. 1752 


Non-corrosive ¢ Stronger than cast iron 
All items available in finishes of Brass, Nickel, 
Chrome, Bronze, Cadmium, and Black. 
Wholesale Only * Catalog available to dealers 


FANARC MANUFACTURING CO. 
1115 West Whittier Boulevard 
Whittier, California 














M A GIC AP * the patented automatic 
N 


silent watchman” for 


extra safety. 





6% QT. SIZE 


‘See us at the National 
be he Show — 
Booth #752. 


NOW SHIPPIN 


TRAUBEE PRODUCTS, INC., 924 Bergen St., B’klyn 16, N. Y. 





* Reg. U.S. Pat. Office 
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LEADER IN 
THE FIELD! 


e Syncro-mesh gears. 
e Operates in 3 locked positions. | } 
y= 


e Gears, cutting disc, and drive- 
.» shaft are floating — assuring 


Individually packed 
12 to carton. Wgt. 1534 Ibs. 


Retail price... .. . $2.25 

















COMPLETE LINE 

SOLID POLISHED BRASS, PLATED AND 
BLACK AND BRASS ANDIRONS, FIRESETS, 
SCREENS. FIRELICHTERS, WOODHOLDERS, 
ALSO GRATE BASKETS AND LOC REST COVERS 








Increase you sales volume with the 


PROFITABLE LINE OF 
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CHATTANOOGA IMPLEMERT & MFG. co. 


CHATTANOOGA 6&6 TENN 








OPENS ODD 
SHAPED, ODD 
SIZED —EVEN 
DAMAGED 
CANS 


Sell the 


eyyinioh 


longer life. 


STEEL PRODUCTS 


MANUFACTURING CO. 
$T. LOUIS 16 


ORDER 
MODEL 507 





Swine: 


CAN OPENER 








It’s an 
eye-opener, 
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FAST SELLERS 


TO @ Homeowners 
© Hobbyists 
@ Mechanics 
© Farmers 
© Auto Body Men 
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Every tool buyer is a prospect ( 
for these new sanding disc ( 
holders. For power sanding. 

New type head clamps paper ‘ 
discs better, prevents marring 
the surface. Fair price with 
dandy discounts assure fast ( 
profits from fast sales. 


—_— 


ae 


a a EE 


Buy direct from manufacturer. 
Write for bulletin A122. 


cox METAL PRODUCTS CO. 


3014 W. Hopkins St. © Milwaukee 10, Wis. 











TOASTOVE 





SILENT AUTOMATIC POP-UP TOASTER 
combined with hot-plate and warming 
oven. Size 13'4," long, by 9%" wide, 
7!" high. 

White Porcelain $21.95 ea. 


Deluxe Chrome $24.95 ea. 


Less 35% to dealers 
F.0.B. Chicago 
Weight 16 Ibs. ea. 


Larie Hardware Co., Ine. 
552 West Lake Street 
Chicago 6, Ill. 
WHOLESALE ONLY 
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Hardware and Implement Assn., June 
7-9, 1948, at the Hotel Buena Vista, 
Biloxi, Miss. David O. Mansfield, 226 S. 
State St., Jackson, Miss., secretary of 
both associations. 

Marshall-Wells Association Stores 
Congress, joint Billings and Duluth 
branches meeting, March 8-10, 1948, at 
Duluth, Minn., and joint Spokane and 
Portland branches, April 12-14, 1948, 
at Portland, Ore. Details are tentative. 

Metropolitan Home Show, April 
17-24, 1948, at Grand Central Palace, 
New York City. Details from Campbell- 
Fairbanks Exposition, Inc., Park Square 
Bldg., Boston, Mass. 

Michigan Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 24-27, 1948, in Grand Rapids, 
Mich. Pantlind Hotel is convention 
headquarters, exhibit ot Civic Audi- 
torium. Harold W. Schumacher, 1112 
Olds Tower, Lansing 8, Mich., manager. 

Mill Supply Joint Regional Meet- 
ings of the American Supply & Ma- 
chinery Manufacturers Assn., 1108 
Clark Bldg., Pittsburgh, Pa.; National 
Supply & Machinery Distributors’ Assn., 
505 Arch St., Philadelphia, Pa., and the 
Southern Supply & Machinery Distrib- 
utors’ Assn., 712 Volunteer Bldg., At- 
lanta, Ga., will be held as follows; No- 
vember (date to be announced) at 
Newark, N. J.; Jan. 8, 1948, at the 
Edgewater Gulf Hotel, Biloxi, Miss.; 
Jan. 14, 1948, at the Copley-Plaza Hotel, 
Boston, Mass., and March 23, 1948, at 
the Palmer House, Chicago. 

Minnesota Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Jan. 27-29, 1948, at the St. Paul Audi- 
torium, St. Paul, Minn. C. J. Chris- 
topher, Nicollet at 4th, Minneapolis 4, 
Minn., manager. 

Mississippi Retail Hardware and 
Implement Assn., annual convention 
and exhibit to be held jointly with the 
Louisiana Retail Hardware Assn., June 
7-9, 1948, at the Hotel Buena Vista, 
Biloxi, Miss. David O. Mansfield, 226 
S. State St., Jackson, Miss., secretary of 
both associations. 

Missouri Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 24-26, 1948, at the Jefferson Hotel, 
St. Louis, Mo. Louis C. Kreh, 1189 
Arcade Bldg., 812 Olive St., St. Louis, 
Mo., secretary. 

Mountaine States Hardware and 
Implement Association, annual conven- 
tion, Jan. 14-15, 1948, at the Cosmo- 
politan Hotel, Denver, Colo. Mrs. Mar- 
garet A. Bartlett, 637 Pine St., Boulder, 
Colo., secretary. 

National Housewares Show, Jan. 
15-22, 1948, at the International Amphi- 
Theatre, Chicago Stockyards, sponsored 
by the National Housewares Manufac- 
turer’s Association, 1402 Merchandise 


Mart, Chicago, Ill. A. W. Buddenberg 
is executive secretary of the association. 

National Retail Hardware Asso- 
ciation, 49th annual Congress, July 
12-15, 1948, Chalfonte-Haddon Hall 
Hotel, Atlantic City, N. J. Sessions at 
Haddon Hall, Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis, Ind., 
managing director. 

National Sportsmen’s Show, Feb. 
14-22, 1948, at Grand Central Palace, 
New York City. Details from Campbell- 
Fairbanks Expositions, Inc., Park 
Square Bldg., Boston, Mass. 

Nebraska Retail Hardware Associa- 
tion, annual convention and_ exhibit, 
Feb. 25-27, 1948, at Omaha, Neb. Meet- 
ings at Hotel Paxton, exhibit at City 
Auditorium. C. A. McCoy, 325 Insur- 
ance Bldg., Lincoln, Neb., secretary. 

New England Electrical Show, 
April 3-10, 1948, at the Mechanics 
Bldg., Boston, Mass. Complete informa- 
tion from Campbell-Fairbanks Expo- 
sition, Inc., Park Square Bldg., Bos- 
ton, Mass., and 139 E. 47th St., New 
York City. 

New England Hardware Dealers 
Association, annual convention and ex- 
hibit, Feb. 24-26, 1948, at the Hotel 
Statler, Boston. Russell Mueller, 185 
Dartmouth St., Boston, 16, secretary. 

New England Housewares Show, 
Feb. 16-20 at the Parker House, Boston, 
Mass. Show committee has offices in 
Room 282 of Parker House. Robert 
Uek is chairman. 

New England Modern Homes 
Show, May 24-29, 1948, at the Me- 
chanics Bldg., Boston, Mass. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 

New England Sportsmen’s and 
Boat Show, Jan. 31-Feb. 8, 1948, at 
the Mechanics Bldg., Boston, Mass. 
Details from Campbell-Fairbanks Expo- 
sitions, Inc., Park Square Bldg., Bos- 
ton, Mass. 

New York State Retail Hardware 
Association, annual convention and ex- 
hibit, Feb. 17-19, 1948, at Buffalo, N. Y. 
Convention headquarters at Statler 
Hotel, exhibit at Memorial Auditorium, 
Nicholas H. Kiley, 58 Hills Building, 
Syracuse 2, N. Y., secretary. 

North Coast Retail Hardware Asso- 
ciation annual convention. Feb. 8-10, 
1948, at the Multnomah Hotel, Port- 
land, Ore. D. D. Stewart, 714 American 
Bank Bldg., Seattle 4, Wash., secretary. 

North Dakota Retail Hardware As- 
sociation, annual convention and ex- 
hibit, March 23-25, 1948, at Fargo, 
N. D. Convention headquarters at 
Hotel Gardner, meetings at the Town 
Hall, exhibits at the Fargo Auditorium. 
Miss Clarine Sherwood, 21 Clifford 
Building, Grand Forks, N. D., secre- 
tary. 
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JACKSON 


Backed by 70 years’ 
reputation for quality 


The name ‘‘Jackson"’ has 
stood .for strength, stamina, 
utility and economy for over 
seventy years. Thus Jackson 
products can be depended on 
in the future as in the past for 
meeting users’ needs regard- 
less of the exacting service re- 
quired of them. 


Dealers handling the Jackson 
line can cash in on Jackson 
reputation for performance. 


_ GOW 


9s Om 





e ee coe | Ask us for the 
es fe int name of the 
en ee es ; nearest Jackson 
me nora wholesaler. 
N MFG. CO. Harrisburg, Pa. 
Est. 1876 











Don't Miss That 
"Golden Opportunity” 


For securing desirable Sales Representa- 
tives, Sales Accounts, or for Business Op- 
portunities of any kind use the Classified 
Opportunities Section of Hardware Age, 
which covers the Hardware Trade thor- 


oughly. 

Hardware Age will tell your story to the 
right “CLASS”—reach the greatest num- 
ber of Hardware readers of any hardware 


paper and is noted for securing quick, 
tangible RESULTS for its advertisers. 


Send your copy with remittance to— 
HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 
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CLOTHES LINE POLES 
and Clothes Line Props 


THE ONLY Po; ¢- 


Sa WITH PATENT 


E 
Xo) a Kole HOOKs, 


3 LINE POLE 


2 inch steel tubing . . . 
overall length is 8 feet, lac- 
quered green finish. Three 
cadmium plated patented 
ROP-LOC hooks attached to 
the top of the pole. 


4 LINE POLE 


2 inch steel tubing or 1'2 
inch galvanized square bar 
with ground box . . . over- 
all length is 8 feet. Four 
cadmium patented ROP-LOC 
hooks attached to the 36 
inch wide cross arm. 


CLOTHES PROP 


An outstanding new prop—with a positive grip top, and an anti- 
skid bottom. One piece steel tubing 8 feet long, lacquered green. 
Light in weight—sturdy . . . easy to handle. 


If your jobber cannot supply you, send us his name with your inquiry. 
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REPAIR PARTS 
Assortments of 


PINIONS, PAWLS, ROLLER 
HANGERS, SCREWS, PINION 
COVERS, BEARINGS, ETC. 


Parts in stock to repair all makes 
Order Catalog No. 3 


A. Mm. COLLOT SUPPLIES 


221 f. W. Sth AVE. - MIAMI 36, FLA. 











The Junior Extension Light 


20 ff. opproved cord, shockproof rubber socket 


& plug !O8BERS PRICE—75 cents 
THE SAVE LAMP CoO.. 
?. O. Box P Baltimore 11, Md. 




















American Standard one and two-hand 


rotary or slide type corn planters. 


American Standard staff and tubular 
type potato planters are manufac- 
tured by American Planter Co., Burr 
Oak, Michigan, and sold by jobbers 
from coast to coast. 


Write for circular if your jobber 
cannet supply you. 


AMERICAN PLANTER CC. 
BURR OAK, MICHIGAN 
Established 1881 





New England Housewares Show, 
Feb. 16-20 at the Parker House, Boston, 
Mass. Mrs. Dorothy Davison, Room 282, 
Parker House, is show committee scre- 
tary. Show sponsored by Housewares 
Club of New England. 

Northern Wholesale Hardware 
Co., annual dealer meeting during 
month of February in company’s own 
quarters, 805 N. W. Glisan St., Port- 
land, Ore. 

Ohio Hardware Assn., annual con- 
vention and exhibit, Feb. 3-6, 1948, at 
the Cleveland Public Auditorium, 
Cleveland, Ohio, John B. Conklin, 198 
S. High St., Columbus, Ohio, secretary. 

Oklahoma Hardware and Implement 
Association, annual convention and ex- 
hibit, Feb. 3-5, 1948, at Oklahoma City, 
Okla. Meetings and exhibit at Munic- 
ipal Auditorium. R. K. Thomas, 711 
Wright Building, Oklahoma City 2, 
Okla., secretary. 

Panhandle Hardware and Implement 
Association, annual convention Feb. 9- 
10, 1948, at the Herring Hotel, Ama- 
rillo, Tex. Mrs. C. L. Thompson, Can- 
yon, Tex., secretary-treasurer. 

Pennsylvania and Atlantic Sea- 


| board Hardware Association annual 
convention and exhibit, Feb. 9-12, 1948, 


at Convention Hall, Philadelphia, Pa. 


| W. Glenn Pearce, 400 N. Broad St., 














Templeton, Kenly & Co. 
Chicago (44) Il. 
Better, Safer Jacks Since 1899 




















WHEN YOU WANT TO BE HEARD 


Speak to the right ‘‘class’’—in the right paper—in 
the right way. HARDWARE AGE will toll your story 
te the greatest number of hardware men in the hard- 
ware trade. its Classified Opportunities Section Is the 
piace te put your want ad for quick, tangible results. 


HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St. New York 17, N. Y. 
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Philadelphia, Pa., managing director. 

Rochester Sportsmen’s and Boat 
Show, March 27-April 4, 1948. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 

South Dakota Retail Hardware 
Assn., annual convention and exhibit, 
March 16-18, 1948, at the Sioux Falls, 
S. D., Coliseum. Convention head- 
quarters at the Hotel Cataract. Ear! 
Erlandson, Cottonwood, S. D., secretary. 

Southern California Retail Hard- 
ware Association, convention and ex- 
hibit, Feb. 17-19, 1948, at Long Beach. 
A. C. Kammeier, 416 W. 8th St., Los 
Angeles 14, secretary. 

Sportsmen’s Shows, Detroit, Nov. 
29-Dec. 7, 1947; Boston, Jan. 31-Feb. 8, 
1948; New York, Feb. 14-22, 1948; Al- 
bany, N. Y., Feb. 28-March 7, 1948; 
Toronto, March 13-20, 1948; Rochester, 
N. Y., March 27-April 4, 1948; Buffalo, 
April 17-25, 1948. Complete informa- 
tion available from Campbell-Fairbanks 
Expositions, Inc., Park Square Bldg., 
Boston, Mass., and 139 E. 47th St., 
New York City. 

Tennessee Retail Hardware Associa- 
tion, annual convention, Feb. 23, 24, 
1948 (tentative), at the Andrew Jack- 
son Hotel, Nashville, Tenn. Morris 
Jones, 501 Republic Buldng, Louis- 
ville 2, Ky., secretary. 

Texas Hardware and Implement As- 
sociation, convention and exhibit, Jan. 
26-28, 1948, at Dallas. Meetings at 


Baker Hotel; exhibit at Adolphus Hotel. 
R. M. Souder, 814-15 Texas Bank Bldg., 
Dallas, secretary. 

Triple Mill Supply convention, 
April 26-28, 1948, at Atlantic City, N. J. 
Sponsoring associations are the Amer- 
ican Supply & Machinery Manufactur- 
ers’ Assn., Inc., general manager, R. 
Kennedy Hanson with headquarters at 
1108 Clark Bldg., Pittsburgh 2, Pa.; Na- 
tional Supply & Machinery Distribu- 
tors’ Assn., secretary-treasurer, Henry 
R. Rinehart with headquarters at 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Machinery Distributors’ Assn., 
secretary-treasurer, E. L. Pugh, 712 Vol- 
unteer Bldg., Atlanta 3, Ga. 

Virginia Retail Hardware Assn., an- 
nual convention and exhibit, March 23- 
25, 1948, at Roanoke, Va. Meetings at 
Hotel Roanoke; exhibit at City Audi- 
torium. G. T. Amohundro, Jr., Scotts- 
ville, Va., secretary. 

Western Retail Implement and 
Hardware Association, annual conven- 
tion and exhibit, Jan. 20-22, 1948, at 
Municipal Auditorium, Kansas City, 
Mo. Hardware and farm equipment 
forums will be held Jan. 19 at 8:00 
p. m. Frank H. Spink, 322 Scarritt 
Building, Kansas City 6, Mo., secretary- 
treasurer. 

West Virginia Hardware Associa- 
tion, convention, Feb. 16-17, 1948, at 
Clarksburg. James C. Fielding, 1628 
McClung St., Charleston 1, secretary. 

Wisco Hardware Co., 2lst annual 
merchandising school and sales show, 
Feb. 9-11, 1948, at 15 So. Brearly St., 
Madison, Wis. 

Wisconsin Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Feb. 3-5, 1948, at the Milwaukee Audi- 
torium, Milwaukee, Wis. H. A. Lewis, 
Stevens Point, Wis., secretary. 

World Hobby Exposition, Feb. 21- 
28, 1948, at the Coliseum, Chicago. 
Sponsored by World Hobby Exposition, 
Inc., 331 Madison Ave., New York City. 
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It’s back again! 


FAVORITE OF HOME OWNERS, HOBBYISTS 
AND CRAFTSMEN FOR 20 YEARS! 


ee 





Ss 

Here’s the all-purpose sprayer a page 
your customers have been waiting 4 », 7 times ane Gen brush 
for! Famous for its clean, oil-free ing! Sprays inside and outside 


air, Speedy Sprayer is an entirely paint, enamel, varnish, insec- 
P ticides, etc. Diapbra 
portable outfit—built to endure. compressor does Poe with oily 
One of the most reasonably priced rings and cylinders. Delivers 2 
sprayers on the market, it’s popu- © ft. free air per minute at 80 
J to 40 Ibs. pressure. 

lar in homes and workshops—a by any 4 H.P. Motor with %” 
source of sure profits! shaft. Equipped with pressure 

feed, internal mix gun plus 


Write for SPEEDY SPRAYER round and fiat spray nozzles 
Catalog and Price Lists and quart cup. Retails without 
Cable Address “BROWNSPRAY” motor, $26.95 


5722 Armitage Ave. 














WW. R. BROWN CORP. ciicase 39. , 














CONSUMERS ASPHALT 
TILE CEMENT 


Easy application makes it perfect for home use. For concrete or wood 
floors. For use over felt paper or underlayment. Non-inflammable and 
non-explosive. Sets tacky under normal conditions in about 45 minutes. 
Just the right troweling consistency for the non-professional asphalt 
tile layer. In quart and gallon cans and 5 gallon kits. 





Consumers Paint Remover 


Outstanding among paint removers because of its speedy 
action. Stays wet while working, yet dries quickly after 
scraping or wiping. Treated surface can be painted without 
further preparation. Noninjurious to hands or clothing. 





Order Now from Your Wholesaler 


CONSUMERS GLUE CO. 


ISIS N. HADLEY ST. ST. LOUIS 6, MO. 
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PIPE JAWS EMOVARLE HARDENED STEEL 


~ HARDENED 
STEEL JAW 
INSERTS 


PART OF VISE a CUT OFF TOOL 











STEEL HANDLE vienna nts 
AND SCREW 
STEEL CHANNEL 
‘ 2 SLIDE PROTECTS 

aiites bit aiken Sat SCREW 


ELECTRICALLY 

WELDED ENDS 
MACHINIST'S 
TYPE SWIVEL 
LOCK LEVER 


SWIVEL Rage 


slide protects 
All sizes have 
iaws. Specify 
obber does 
his name. 


co. 
DESMOND oe NA. OHIO 94 N. Clinton St. 


74 Murray St. Chicage- mM. 
“ces! New York City & Cutters 
Sales Offices: . 


Also manufacturers of Grinding Wheel Dresse! 


Exclusive steel chanee” 
crew from dirt and pore “i 
hastened steel jaws and Pp 


- ises—if YOUT j 
Simplex nd give 
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ONE-COAT t 
te, pv 


Popular 
INTERIOR. ENAMELS 


18 BEAUTIFUL COLORS @ WOODWORK, WALLS, ETC. 
* ° = e * 





Popular PAINTS 
THERE’S A BIG MARKET FOR THIS FAST-SELLING LINE 


Now with increased facilities, we can adda SS 
few new dealers for Donley paints, enamels 
and varnishes. Priced to meet all compe- 
tition. Available in 4 oz., 10 oz., pint, quart 
and gallon sizes. 
CHOICE TERRITORIES OPEN FOR SALESMEN 


Write for Color Cards and Price Lists 


Se ‘tame I . 
en See my oe ee ee 
2 Rs ne Sg s Bee 
a Bis Ree ak 


CLEVELAND 5, OHIO 
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Over 25,000 retail hardware stores serviced \ 
through established well-rated wholesale dis- 
tributors give your product consistent nation- 
wide sales. No credit risk . . one contact 
with Tru-Test means a complete over-all 
marketing and merchandising program for 
you. Write today for details. 





















TRU-TEST esos°cuark st. cuicaco's, IL 











FOR NATIONALLY 
ADVERTISED 
POCKET KNIVES 


ge 











cw 
SF, t\ 
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_ 
CAMILLUS 
has the cage” 









Established 1876....- Factory at Camillus, N. %. 


“AN \ CAMILLUS CUTLERY COMPANY, New York 17, N.Y. 








Send for 1948 Catalog 
M. GRUMBACHER 





464 WEST 34th STREET, NEW YORK 1, NEW YORK 


M. GRUMBACHER OF CANADA LTD., 179 KING STREET W.. TORONTO. ONTARIO 





AMEL HA 
Artists BrusHEes 





JUMBO Model No. 801 













For LARGE FLOOR AREAS 


Now another model of the famous Cellulose Sponge Minute Mop as 
Drainer -the No 8! Jumbe Model, for homes, stores, offices, 

560% more sponge—bigger head—bigger drainer. List price. ane 
model, $2.98 Complete with new Drainer, 54” handle and handle 
tight clamp. (List price regular mode] No. 101—$1.95 complete). 
Write or phone your jobber today. 





13 E.23rd.St. 
CHICAGO 16 ILL. 


TE MOP (0. 

















ABESTO 
ROOF ADHESIVES 
-jand COATING MATERIALS 


ABESTO HAS NO EQUAL 


. . it's the best in “value-received" quality for patch 
jobs as well as for larger maintenance work and new 
construction. Competitively priced to build big volume 
- « « gives you more profit per sale. Write today for 
dealer information, descriptive booklets and specifica- 
tion sheets. Address Dept. 65. 


ABESTO MANUFACTURING CORP. 
MICHIGAN CITY, INDIANA 












* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY 














* MARSHALLTOWN, IOWA 











CINCOLW 


LUBRICATING EQUIPMENT 
"It's The Finest That Money Can dl 
Model 1035 Lever Gun . 






Lincoln makes a complete line of Lubri- 
cating Equipment and Grease Fittings— 
Hand-Operated Grease Guns, High-Pres- 
sure and Volume Type Bucket Pumps, 
Transfer Pumps, Kleenseal and Button 






Mode! Head Grease Fittings in a full range of 

types and sizes for tractors, trucks, pas- 

TIO1A senger cars, farm implements and farm 
Push Type 


Grease Gun Write for Complete Information. 


C46-11 


LINCOLN ENGINEERING COMPANY 
5701 Natural Bridge Ave., St. Louis 20, Mo. 
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When You Know 
The Trade-Name— 


of a certain product and want to know "Who Makes It?" 
look in the General Directory Section of the "Who Makes It?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-narme you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your “Who Makes It?” 
Number close at hand where it will sera your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 
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SELL AT LEAST 2 ON EVERY JOB 








LOUVERS 


rust 
free 


x OLD AND NEW CONSTRUCTION 


In all installations they give 
ample ventilation to insulated 
attics. 
and no exposed metal eliminate 


Lumite plastic screens, 


and corrosion—keep walls 
from streaks and stains. 


Quickly installed. Last the life 





118 Franklin Street 








of the average building. 


Over 30 types and sizes. 
Write for full details. 


A. D. HEMPHILL CO. 


Lake City, Minn. 








OUBLE 


D 
rena 


Dealers — Don't Miss the Extra Sales 
advantages—the “Double Locking” CHICAGO LOCKS 





LOCK 
BOTH 
SIDES 


OF SHACKLE 







give you... assure more sales, Good Will, Repeats ... 
Investigate. Ask your Jobber. 


Zove 14 


CHICAGO LOCK CO. ?72iictts"h" 











DECEMBER 18, 





Building 
, Necessities 


e@@002000810210i0m—. 


ry 


FUELLESS INCINERATOR 


Low-Cost Convenience for Every Home 


The Majestic No. 30 Home Incinerator operates with- 
out fuel, fumes, or fuss, and costs the owner noth- 
ing to use. It is the easy, sanitary way to dispose 
of garbage and waste—especially where automatic 
’ heating prevents rubbish- 

burning in the furnace. 
Burns wet or dry garbage 
and rubbish; downdraft 
action constantly dries 
Bs the waste. Taps to flue 
in basement or utility 

room; does not affect 

heating plant. Holds 


about 3 bushels, and is 
only 2 ft. in diameter, less 
: ~ \than 3 ft. high. Neat 








silver-and-blue duotone 
finish. Write for more 
details. 


e e 
The Majestic Company 
836 Erie Street, Huntington, Indiana 
Mojestic Building Products 
Nationally Known and Advertised for Over 40 Years 





1947 











THANK YOU! 


We approach the new year with a feeling of 
appreciation for the many new friends our prod- 
uct has earned for us during 1947. 








WINDOW CLEANERS 


Quality and right prices will continue to be our 
rule in 1948 and the years to come. 


Send for folder giving complete details 
Dept. H.A. 














a oe oe 


SPECIALITIES omen. ua: me 
Phila. 4, Pa. 


METAL 
626 N. 34th St. ° 
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4 MAY ARE YOU OPENING THE 
*|\WINDOWS ? ITSCOLDIN 
ae HERE / —_ 


NZ 
« Z a 










TO 00 SOME GLUING, AND 











YOU SAID You WERE GOING 


YOU KNOW I CAN'T STAND THE 
ODOR WHEN YOU USE GLUE. 


[NO FEAR OF CHILLED JOINTS, EITHER, WITH FRANKLIN GLUE!) 


a NATIONAL ADVERTISING SAYS, 










CLOSE THE WINDOWS _ 
AND BANISH YOUR FEARS. 
[M GOING TO 


“AT YOUR HARDWARE DEALER” 


FRANKLIN 
Genuine HIDE GLUE 


READY-TO-USE 


Sample sent when request 
is en business letterhead 








THE FRANKLIN GLUE CO. 
LUMBUS 1} 


OHIO 














YOU CAN'T BEAT 
mil PLASTIC-METAL 


FORMULA 
Speedy Drying @ Perfect Feather Edging 
Weld Like Adhesion © Won’t Loosen or Crack 


Easy Working @ Priced Right 
GOOD PROFITS 
, SWISS PROTECTS THE JOBBER 


LABORATORY 
1533-35 Hamilton Ave., Cleveland 14, Ohio 


















BRING HIGH QUALITY 
TO THE LOW PRICE FIELD 


LeBus Type ‘‘A’’ Load Binders are drop 
forged of alloy and carbon steels, fully heat- 
treated, fully guaranteed and they have the de- 
pendable LeBus forged ‘‘ball-and-socket’’ 
swivel that cannot bind or deferm .. . yet, 
they retail si prices that will appeal to 
farmers, light mdustrial haulers and others whe 
demand quality at low cest. Stock them for 
additional sales . . . greater profits. 


Also available are Type 
“C’ and Type “L"’ Load 
Biuders for beavier ser- 
vices. Complete informe- 


tion furnished upon re- 
quest. 


SOLD ONLY THROUGH RECOGNIZED 
JOBBERS AND DISTRIBUTORS 


LEBUS ROTARY TOOL WORKS ™ 


P. O. BOX 2352 LONGVIEW, TEXAS 


a 




















A GREAT LINE! 


ELECTRIC RANGES + ELECTRIC WATER HEATERS - 


A. J. LINDE 


<° 
£e, Oy MI 


OIL RANGES + PORTABLE OVENS «+ OIL HEATERS + WICKS 


MANN & HOVERSON COMPANY 
LWAUKEE 7, WISCONSIN 






















Equipped with 
HOSNAP (ca snap on 
coupling.) Sled-type 
base will not upset 
or pick up wet soil or 
sod. 

Adjustable head 
permits low, high or 


stationary sprinkling. 





PAT. PENDING ON ALL CRESCENT PRODUCTS 


os Se) THROUGH YOUR JOBBER 
CRESCENT STEEL CO 1573 EAST LARNED ST DETROIT 7, MICH 


Manutacturers of FINE LAWN SPRINKLERS HOSNAP COUPLINGS AND NOZZLES 





‘“VITAL CAULKING GUNS 


HAVE NO EQUAL” 








AND 
CARTRIDGES 


The complete original Ist 
line of guns and cartridges 
rotary style single unit handles, all styles; sizes 1 pt. 
to 24% qts. Nozzles from 1/16” up. Vital Caulking Guns feature the 
new “Clear-flow” one-piece tapered nozzle—no strain, no slipping, no 
excess weight. Vital-Pak top grade compound cartridges keep guns 











clean, eliminate messy filling. List: from $4.00 to $17.00. Cartridges 
at current prices. Liberal terms. Call your jobber. 


The VITAL Products Mfg. Co. 


7500 Quincy Ave. Cleveland, Ohio 












There are no substitutes for quality 
stock and sell genuine RED DEVIL tools. 
Complete Catalog Available 


RED DEVIL TOOLS. Irvington 11,N.J.,U.5.A. 





ELECTRIC FENCER 
. EFI 






POINTS 


HARDWARE AGE 
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Quick-Load 
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@66 U.S PAT. OFF, 








Wieden lees Adjustab e S Sprayer 


ONLY ONE OF ITS KIND 


SPER on = eel Think of it! — now you can sell one sprayer to do all garden spraying jobs. Attach the 


Cleanswell Auto 


Brass or chrome 


yore 


Sulh- o- Spray, 





WRITE 


Direct Garden Hose Spray Co., Inc. 


Arnold Sprayer to regular garden hose, insert one of 12 different insecticide cartridges (or 


Wash Cartridge) — turn on and spray! No mixing or mess. Not only that, 


the Arnold Sprayer controls insects while watering — 2 operations in 1! Adjustable nozzle 
adjusts for 30 foot very 7 or mist for close range use — meets every spraying requirement. 
in 


plated finish — quality construction throughout. The Arnold Spray is the 


practical tool home gardeners want. Stock them, sell them for extra profits! Carry replace- 
ment cartridges for profitable r-neat business. 


RETAIL PRICES— 


DDT- ~Sorey, Pe -R (Pyrenthium-Rote- 


0-Spray, rsenO-Spray, Coeeereera, 
. : . CHROME 

Vitamin RETAIL S50 00. $4.00 dex. FINISH — —$5 50 
7 UPLAND ROAD BRASS 


FINISH ~ —*5,.00 


CAMBRIDGE 4O, MASS. 

















IMMEDIATE 
DELIVERY |; 
— if you order 4 


promptly through 
your wholesaler 














The cutter with a “golf club” balance and feel. Curved 
blade (regular or serrated edge)—an efficient cutting tool 
—36" over all length. 

Detachable blade gives you extra profit in sharpening 
or replacing. This is the only cutter using Elastic Stop 
Nuts—can’t loosen or freeze to the bolt. Blades may be 
purchased separately. 


Packed 6 to a carton, 1 display carton FREE with every dozen ordered. 


fo} ais /-\ 4) | tele] Rie ok 


OAKLAND, MAINE 

















Aly HOLM’'S QUALITY 


TS 


LADDER 
MM — | JACK 





PROMPT DELIVERY 
SIX SAFETY FEATURES 


2 | a 4 slip off 

orrect designing makes adjustment easy 
. Sturdy, heavily riveted construction 

r Extra deep and wide rung hooks 

&. Great ity from double supporting bar 

6 Easily and safely adjusted 


HOLM'S MANUFACTURING COMPANY of Ohio 
106 N. MAIN STREET AKRON 8, OHIO 




















THE 





BINDER TWINE 
BALER TWINE 


YOU CAN TRUST 




















AT GUN POINT - 


iat 


Caulking Compound 
There's no better material to have at your 
caulking gun point — and no more con- 
venient and economical way to get it there than by a Flexiseal 
Quick-Load Cartridge. Saves time and bother. Flexiseal is easy 
to apply, adhesive, ,and dependably non-staining. Dries to a ff 
tough surface skin but remains flexible 
underneath. In cartridge and cans in Bril-) 
liant White, Alba White, and Limestone’ 
Gray in cans only. 4 


LANDEN PUTTY WORKS § 


Malden, Massachusetts 

























45 Irving Street 


i ceonen LINE 


of FLIES, LURES, SNELLED HOOKS 
and TACKLE SPECIALTIES 


@ QUICK TURNOVER 
® COMPETITIVELY PRICED 
®@ GOOD PROFIT ITEMS 


SEND FOR 1948 CATALOGUE 


Bennett Millard Fishing Tackle Inc. 


130 Washington Street BINGHAMTON 10, N. Y. 














CVD) =) top do A Rollfast aa 


ES - VELOCIPEDES - ROLLER SKATES 
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Classified Advertising Rates 

















Help Wanted. Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set ont, sam. 50 words....... $5.00 
ch additional word......... 10 


Positions Wanted 
(Sportal Rate) set solid, maximum, 2.08 
ED crttsecsccccegcceoocces GNM 


Allow Seven Words for Repel Address 
or Your Address 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
"DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more lasertions 

No Agency Commission allowed on Classified 
Advertising. 


REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to 
postage for remailing. 
RAISES O98 & elie’ wey 

Th Classified 
previous to date of publica 

Address your correspondence and replies to 


100 East 42nd St., New York 17, N. Y. 


boz sumber 
by sufficient 


forms ois 
= ‘ian 


HARDWARE AGE 


Classified Opportunities Dept. 














net curreney er stamps. 





a Help Wanted | 


TWO CLERKS WANTED for a Well Estab- 
lished Hardware and Mill Supply Company. Age 
ne Object. Experienced or semi-experienced. 
Apply to Lilien Hardware & Supply Corporation, 
49-06 Vernon Blivd., Long Island City 1, New 
York. 














Sales Manager 
Wanted 


EXPERIENCED IN SALES AND DISTRIBUTION 
OF SCREEN CLOTH IN THE HARDWARE AND 
RETAIL LUMBER AND BUILDING SUPPLY 
FIELDS. IF YOU ARE A FIRST-CLASS SALES 
EXECUTIVE HERE IS A REAL OPPORTUNITY 
BECOME ASSOCIATED WITH ONE OF THE 
COUNTRY’S OUTSTANDING COMPANIES, 
PRODUCING A S-NAT PLASTIC 
SCREENING. IN REPLY GIVE IN DETAIL YOUR 
EDUCATION, EXPERIENCE AND SALARY RE- 
QUIREMENTS. 


Address Box 1-607, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


[Sales Representatives Wanted 


SALESMAN WANTED 


By a large manufacturer of a full line of 
leather dog collars, harnesses, leads, muzzles, 
etc., to call on hardware, sporting goods 
house furnishings, and variety dealers an 
jobbers. Protected territory. Liberal commission. 


Address Box L-6i!, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 























Sales ives Wanted 


WANTED, VIRGINIA AND 


SALESMEN 
Michigan, New 


WEST VIRGINIA, Ohio and 


York State, and Eastern Canada, Manufacturers 
Agent. Must have established clientele hardware 
jobbers. Good educa’ and 


personal a 
car prerequisites. ‘Address Si L 56, care of 
ie AcE, 160 East 42nd St., New York 17, 





SALESMEN WITH FOLLOWING WANTED 
TO SELL Yard Stick Beam Compasses, Maul 
Sticks, Pounce Wheels, Layout Pencils, Stencil 
Knives, Other Cutlery Items and Small Toois 
to hardware and paint stores. Exclusive territory 
and good commission. Unusual opportunity to 
make money. Address Box L-595, care of Harp- 
warE Ace, 100 Fast 42nd St., "New York 17, 








SALESMEN TO CALL ON Hardware, Pawn 
Shop, Sporting Goods and General Store Trade 
with Cutlery and Novelties, wanted, for following 
territories: Maine, Vermont, New Hampshire, 
Washington, Oregon, Montana, Idaho, Utah, 
Nevada, New Mexico, Wyoming, Colorado, Texas, 
North Dakota, South Dakota, Nebraska, Kansas, 
Minnesota, Iowa, Oklahoma, Arkansas, Florida, 
Mississippi. Territories may be split—sideline or 
full time. Mitchell Mogal, Inc., 195 Canal Street, 
New York 13, N. Y. 











SALESMEN, CARRY SIDE LINE 


Add more to your Ings with our popular priced 
line of display aids. Good territories still open. 
Highest commission arrangement. Experience not 
by our extensive direct-mail 


necessary. Backed up 
promotions. Write giving territory by present 
lines. 


RONNIE DISPLAY CO. 
32-01 57th St., Woodside, New York 

















| 100 East 42nd St., 


SALESMEN—FULL TIME OR SIDE LINE 
for Philadelphia. Hardware Jobber handling 
named brands and some exclusive representation. 
Complete stock of Sargent, Republic Drill and 





Tool Co., Mall Tool, etc. Liberal commission. 
Territories open anywhere in U.S.A. Write, 
Richter Hardware Co., 411 Commerce St., Phila- 
delphia 6, Pa. 





SIDE LINE SALESMEN WANTED: Small 
town covereas: Hardware, Housewares, Appliance 
Stores. Liberal Commission. Quick selling qual- 
ity products. Catalog includes tubular steel stools, 
chairs, electrical appliances, plastic toilet seats, 
play yards, curtain stretchers, gas heaters, pearl 
top hampers, stainless steel flatware, aluminum 
cookware, coffee-makers. Write Box L-605, care 
of > Acer, 100 East 42nd St., New York 
17, N. 





SALESMAN WANTED—Who is now calling 
on Hardware Dealers and Lumber Yards in Cen- 
tral and Western Pennsylvania to sell Builders’ 
Hardware, on a liberal commission basis. Imme- 
diate deliveries are being made of high grade 
builders’ and shelf hardware, priced to meet 
competition, and manufactured in Pennsylvania. 
Only experienced and well established salesmen 
need apply. Give full particulars in first letter. 
Address Box L-602, care of i Ac, 
New York a0; Gs 








SALESMEN WANTED 


Leading manufacturer, complete line of leather 
dog furnishings, has a few choice p 
territories open for experienced men with fol- 
lowing among retailers, chains and jobbers. 
Liberal Commission. 


Address Box 1-306, care of pAnewARe AGE 
100 East 42nd St., New York 17, N. Y. 

















PAINT SPECIALTY MANUFACTURER 
WANTS EXPERIENCED SALESMAN 


FULL TIME OR SIDE LINE 
ARRANGEMENT FOR 


GREATER CHICAGO 

OHIO — KENTUCKY — INDIANA 

KANSAS — MISSOURI 

OKLA. — TEXAS TERRITORIES 
Core oot y 5 liberal oa. > 
wilh clare ond industrial —. Give aan 
and resume of experience in first letter. 

ILLINOIS BRONZE POWDER CO. 

2016-29 S. Clark St., Chicago 16, Ill. 








TOP-NOTCH SALESMEN 
WANTED 


Represent long established concern of 
popular-priced line of Sporting Goods, 
such as baseball gloves, balls, bats, foot- 
balls, basketballs, boxing gloves, etc. To 
call on retail and department stores. Must 
travel by car. Can be carried with non- 
conflicting sideline, All territories open. 
Give full particulars in first letter. Only 
top salesmen with following need apply. 
Commission basis. 


Address Box L-586, care of HARDWARE aoe 
100 East 42nd Street, New York {7, N. 














SALESMEN WANTED 


PROMINENT NATIONAL PAINT BRUSFI 
MANUFACTURER HAS OPEN TERRI- 
TORIES FOR MEN NOW CALLING ON 
PAINT AND HARDWARE DEALERS, 
LUMBER YARDS, DEPARTMENT STORES, 
INDUSTRIALS, ETC. SIDE LINE MEN OR 
MANUFACTURERS' AGENTS CONSID- 
ERED. GOOD COMMISSIONS. TERRI- 
TORY PROTECTED. WRITE DETAILS OF 
EXPERIENCE TO 
Box L-566, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
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[ Chassihied Oppotumilien Section... | 








Sales iwes Wanted 


PLUMBING SPECIALTY FIRM IN NEW 
YORK CITY HAS VARIOUS TERRITORIES 
OPEN for representatives to sell to Hardware and 
Plumbing Supply Jobbers. Address Akron Supply 
- ge 437 East 6th Street, New York 3, 
N. Y. 





SALESMAN WANTED FULL TIME TO 
SELL POWER TOOLS to franchised dealers for 
immediate delivery. Exclusive territories open. 
commission basis. No objection to one or two 
lines if not conflicting. Car necessary. State full 
particulars. Address Box L-597, care of 
7 Acz, 100 East 42nd St., New York 17, 





SALESMAN WANTED TO HANDLE FULL 
LINE of Plumbing and Heating Specialties for a 
New York Concern. Commission basis. All terri- 
tories open. Address Box L-613, care of Hard- 
ware Age, 100 East 42nd St., New York , Wa a 








$10,000 PER YEAR—PLUS 


National Mfgr. Aluminum and Tin Housewares, also 
Galvanized, has unusual opportunity for several sales- 
men calling on Established Accounts, Hardware Job- 


many manufacturers you now represent, etc. 
Address Bex L-596, care of HARDWARE AGE 
(08 East 42nd Street, New York 17, N. Y. 

















MANUFACTURER'S 
REPRESENTATIVE 


J 
Te sell a Deluxe line of well merchandised canvas 
tarpaulins, steel auto top carriers and allied products. 
State first letter territory cevered, references, ete. 
Liberal Comm. immediate Delivery. Write or call, 
H. Carter, Sales Mgr.; Atias International Ce., 4418 
W. Madison St., Chicago, It. 











WANTED 
MANUFACTURERS AGENTS 


To sell — patented Ball Bearing Shears to 
stores. Inquiries invited from all U. $., Cana- 
dian and Mexican Territories, except New 
England. State territory covered, number of 
men, lines carried, commission required. 
Address Box 1-608, care of qanowans AGE 
100 East 42nd Street, New York 17, N. Y. 








| — Accounta Wanted =| 





DISTRIBUTORS AND REPRESENTATIVES 
WANTED TO HANDLE QUALITY LINE OF 
ALUMINUM MOULDINGS. Attractive terms. 
Many territories open. Complete information and 
references in first letter. Wilson Metal Products 
Company, P. O. Box 2876, Ricky River 16, Ohio. | 








| 
REPRESENTATIVES WANTED FROM 
THE MANUFACTURER OF GLASS PUSH- 
PLATES. Several territories open. Apply, give 
references. Address Box L-612, care of Hard- 
ware Age, 100 East 42nd St., New York 17, N.Y. | 








Old Established Brush Manufacturer and Distributor 
Requires Experienced Sales Representation in the 
following States: Maine, New York, New Jersey, 
Penna., District of Columbia, Virginia’s, Carolina’s, 
Michigan and Florida to sell a competitively priced 
line of brushes to paint, hardware, department, and 
general store trade. Automobile necessary. Write fully, 
stating qualifications, experience and background to 


Box L-614, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















PAINT BRUSH SALESMEN 


EXPERIENCED MEN ONLY WITH DEALER 
FOLLOWING FOR COMPLETE BRANDED LINE. 
MOST TERRITORIES OPEN. WRITE FULL DE- 
TAILS. LIBERAL COMMISSION. 


Address Bex L-3i8, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 























ATTENTION MANUFACTURERS 


WE wEse GOOD LINES FOR CHAIN | arenes. 


t 5 
JOBBER PRICES WHOLESALE ONLY. REFER- 
ENCES SUITASLE TO ALL. 


WOLFELAND'S 
©. BOX 375 MONROE, N. C. 


























TO MANUFACTURERS’ AGENTS 
SEEKING ANOTHER GOOD NUMBER 


Our nationally advertised HEDGE-KLIP port- 
able electric hedge trimmer has excellent profit 
mark-up, strong sales following, and is dis- 
tributed by leading national firms. We would 
like to tie-up with manufacturers’ agents visit- 
ing the hardware, electrical appliance and 
seed trades, and carrying garden tools and 
similar appli Cc issi basis. Write, 
stating details, lines carried, and references, 
to ACCMATOOL CO., Inc., 102 W. [0lst St., 
New York 27, N. Y. 











IMPERATIVE 


NEW ENGLAND FACTORY 

SALES REPRESENTATIVE 
ee BOSTON OFFICE, NEEDS AT | | 
ONC LINE of MARINE HARDWARE TO 
SELL 10 ESTABLISHED WHOLESALE AC- 
COUNTS IN THIS TERRITORY. 


Address Box 1-604, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















Top notch sales organization with enviable 
reputation in the wholesale hardware and 
building trades will consider additional 
kindred lines. Complete distributing and 
invoicing facilities available. National 
or sectional coverage. 


Address Box L-598, eare of em qe 
100 East 42nd Street, New York 17, 














ATTENTION MANUFACTURERS. WANT 
REPRESENTATION OF PRODUCTS WITH 
MERIT, that need intelligent merchandising and 
thorough sales distribution, in Cleveland market. 
L. Robert Wittrock, 8510 Linwood Ave., Cleve- 


| land 6, Ohio. 








NATIONAL DISTRIBUTORS 
Established—Reliable—Aggressive 
ANCO CORPORATION, Pittsburgh 22, Pa. 
Branch Offices 
New York® Philadelphia * Detroit * Cleveland * Louisville 
Covering all classes of jobbers. We will carry the 

accounts or you can bill direct. 
Write for further information and references 

















OPPORTUNITY FOR MANUFACTURERS! 

SALES EXECUTIVE SEEKS MAJOR LINE AS 
EXCLUSIVE REPRESENTATIVE 

Midwest or Southwest. Knows trade well. Experienced 
in selling, promotion, marketing many lines. 20 yrs. 
with one firm. Straight comm. or other basis. Capable, 
reliable, financially responsible; excellent references. 
Owns new car. 

Address Box L-593, care of HARDWARE age 

100 East 42nd Street, New York 17, N. 

















DETROIT MANUFACTURERS’ AGENT 


WANTS ONE MORE LINE OF MERIT AND 
tee ae fe gr COVERS MICHIGAN 
OHIO ELECTRICAL AND HARD- 
WARE NiOsBERS, DEPT. STORES, CHAINS. 
Address Box 1-594, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














NEED REPRESENTATION IN 
NEW ENGLAND? 
Hardware, Housewares, Electrical, and Auto- 
motive lines for Jobbers, Chains and Depart- 

ment Stores. 
Inqairies invited from responsible 








manufacturers 
LOUIS Y. PERKINS COMPANY 
41 Egremon? Rd., Brookline 46, Mass. 











GET INTO THE 


ARGENTINE 
MARKET 


WELL ESTABLISHED MANU- 
FACTURERS AGENT ACCEPT- 
ING A FEW ADDITIONAL 
HIGH QUALITY HARDWARE 
ACCOUNTS. 


Address Box L-603, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
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| — fxccounts Wanted =| 


| | Basiness Opportunities | 





DO YOU WANT TERRIFIC SALES REP- 
RESENTATION IN MIDDLEWEST calling on 
All Paint and Hardware Accounts. Write Box 
L-588, care of Harpware Acz, 100 East 42nd 
St., New York 17, 





LINE WANTED FOR NEW ENGLAND 
Can put steady sales effort behind your products. 
Well acquainted with hardware trade. Send your 
correspondence for prompt attention to Box L-599, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y 





MYSELF AND SALESMAN ARE COVER- 
ING THE STATES of Oregon, Washington, 
Idaho and Montana regularly twice a year, And 
are selling practically every good retail hardware 
and variety store accounts in the four states. 
If line accepted will send you business the first 
day out. Might consider carrying some _ stock. 
Address W. M. Clark, P. O. Box 2248, Port- 
land 14, Oregon. 





MANUFACTURERS AGENT DESIRES 
LINE OF Hardware and Tools. Hardware Spe 
cialty Items, for Twin City, Minnesota, Iowa: 
Wisconsin; North and South Dakota Territory. 
Contacting Lumber and Hardware Jobbers, also 
Contract Tnssdvere Jobbers. 20 years 
Builders Hardware Sales. Address Box L-524, 
care of Harpware Acz, 100 East 42nd St., New 
York 17, N. Y. 





SALESMAN DESIRES LINES OF QUAL- 
ITY MERCHANDISE at competitive prices, 
from manufacturers or distributors having co- 
operative policy. Lines suitable for any of follow- 


REPRESENTATIVE COVERING WASH- 
INGTON, OREGON, calling on Hardware and 
Appliances, wholesale and retail trade wishes con- 





nection with manufacturers. Address Box L-601, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 

TO MANUFACTURERS LOOKING FOR 


REPRESENTATION and salesmen looking for 
quality lines. The proven way to secure high 
volume at low cost is through sales agents. Let 
us tell you of our complete supervised sales ser- 
Manufacturers Agents 


vice. Established in 1932. 
Exchange, 213 Palace Building, Hartford 3, 
Conn. 





MANUFACTURERS REPRESENTATIVES | 
DESIRE ADDITIONAL QUALITY LINE for 
New Jersey, Eastern Pennsylvania, Delaware, 
contacting Lumber Yards, Hardware Dealers, Mill 
Supply Houses. Now traveling 4 men, Ex 
mced representation, aggressive coverage. 
nission basis. Address Box L-549, care of Harp- 
vareE Ace, 100 East 42nd St., New York 17, 





| —s- Positions Wanted =| 





OPPORTUNITY FOR SALES MANAGER, 
AVAILABLE JAN. Ist. Capable, 25 years’ ex- 
perience in the hardware line, plumbing supplies, 
electrical appliances and supplies, also household 
wares. Will go anywhere. Position must pay 
$4,000 yearly, plus bonus. Reply to Opportunity, 
Box L-615, care of Harnware AGE, 190 East 42nd 
St., New York 17, N. Y. 





ing dealers in lumber, builders’ supplies, hard- 
ware, electrical, plumbing, auto supplies, house- 
wares. Have over $3,000,000.00 common mail 
orders, need supplier. Providence resident. Ad- 


dress Box J.-610, care of Hardware Age, 100 East 
42nd St., New York 17, N. Y. 





SALES REPRESENTATIVE: MAKING 
DAILY CONTACT AMONG CHAIN STORE 
SYNDICATES, AND WHOLESALE  DIS- 
TRIBUTORS, wishes to represent a_ reliable 
manufacturer in Greater New York. Carries no 
other lines at present. Will give hundred per 
cent of his time. Maintains New York Office. 
References furnished. Address Box L-606, care 





[ Business Opportunities | 








HARDWARE MANUFACTURERS — DOU. | 
BLE YOUR BUSINESS. Sell through auto ac- 

eessory chain stores. The fastest growing hard 

goods distributors. Our specialized organization It 
has a long connection with this field. We_ wil’ | 
sell, and finance or advertise if desired. Your | 
brand or private brand Investigate in confidence | 
without obligation. Address Box L-527, care of 
Harpware Acz, 100 East 42nd St., New "York 17 
n.. %. 





of Harpware Ack, 100 East 42nd St., New York 
W, Bi. % 








Sales Organization covering Southeastern 
States. Have six men and three thousand 
accounts who need good lines. Can furnish all 
sales services and increase your present busi- 
ness. Members of Hardware Association. Fol- 


ACCOUNTS WANTED | 
| 





lowing in Sporting Goods ‘and Hardware. Best 

of references. | 
FREELANDS 

P. O. BOX 130 MONROE, N. C 

















AAA 
REPRESENTATION AVAILABLE 


Additional lines wanted for middlewest states by 
agency with over thirty years experience in hardware 
and related flelds. Only interested in financially re- 
sponsible firms. We know every important buyer in 
our territory. 


Address Box L-495, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 




















| Accounts Wanted _J| 


|TREMENDOUS EARNING 


HARDWARE, PAINTS, AND HOUSE. 
FURNISHINGS STORE, Union County, N. J., 
average $600.00 weekly, long lease, approximately 
$13,000 in stock, no good will money. Address 
| Box L-600, care of Harpware AcE, 100 East 
| 42nd St., New York 17, N. Y 





FOR SALE 100,000 ALUMINUM PIPE 
FITTINGS 4%” AND %” ELLS AND TEES. 
Ideal for awnings and certain manufacturing pur- 
poses at .05c each F.O.B. Phoenix, Arizona. Con- 
tact All Western Hardware & Supply, Inc., 2030 
West Fillmore Street. 





ADD PROFITABLE BOTTLED COOKING. 
HEATING GAS BUSINESS to your present 
lines. Maintenance and retail service should be 
given to your community. No hardware or appli- 
ance store should be without this complete in- 
formation in our $2.00 book. Literature free. 
Ensco, Box 73J, Pasadena 16, California. 





FOR SALE—DEPENDABLE SERVICE BY 
THE ONE C. W. (CLIFF) ALLEY—Experi- 
enced. Bringing Together Buyers and Sellers of 
Retail Businesses, hardware, appliances, farm 
equipment and lumber. If you want to sell, ask 
for our Listing For Sale Provosal and reasonable 
terms. Prospective buyers, afforded full informa- 
tion regards businesses listed with us for sale 
and Free of Charge, upon inquiry. Territory 
Arkansas, Colorado, Iowa, Kansas, Missouri, 
Nebraska, New Mexico, Oklahoma and Texas. 
Let us serve you. Alley Listing & Sales Agency, 
307 Central Building, Wichita, Kansas. 


EXCLUSIVE UNITED STATES DISTRIB- 
UTOR, EXCLUSIVE 15 YEAR CONTRACT, 
POSSIBILITIES. 
Screw holding screw drivers! 
screws hard-to-get places. 
New patent. pending. Must have national sales 
force covering hardware, automotive, electrical, 
radio, mill supply jobbers, chain and dep’t. stores. 
Distributor carries own accounts, does own billing 
and shipping, we ship to distributor only, Will 
negotiate only with financially sound company. 
Tremendous market, good repeats. Full details 
must be given. Millen Mfg., 761 Miller Bldg., 
Boston 10, Mass. 


Amazing Invention! 
Remove, hold, insert 








FOR SALE 

HARDWARE STORE 
Sunny Southern California. Aggressive town; perfect 
location; 5 year lease; 58 miles from Los Angeles. 
Clean stock, modern, $90,000.00 volume last year. 
Complete stock, modern fixtures and equipment, ap- 
proximately $25,000.00. Reason for selling, other busi- 
ness interest. 

CONOVER'S REALTY 


1181 “E" Street, San Bernardino, Calif. Ph. 70542 





Located SOUTHERN CALIFORNIA 
FOUNDER WILL SELL 
380-YEAR OLD BUSINESS 

Mfg. and Whse. Ranch and Garden Implement and 
Supply Business. Approx. 2,000 dealer accounts. Well 
organized and steady sales force. Rapidly moving in- 
ventory and complete machinery for manufactured 
items. Exceptional lease. Reason for selling retiring. 
Located in Los Angeles area. $50,000 will handle. 
Address Box L-608, care of lad AGE 








100 East 42nd Street, New York 17 


























SURPLUS TOOLS AND HARDWARE 
AT BARGAIN PRICES 


SOLD IN SMALL OR LARGE QUANTITIES— 


WRITE: TO 

MAC WINNIG 
153 FRANKLIN ST. NEW YORK 13, N. Y. 
FOR SURPLUS LiIST—OR CALL BE 3-7354-5 











FOR SALE 


Well established wholesale hardware jobbing business 
in city with over 50,000 population. The only strictly 
wholesale hardware business in the city. Located on 
good railroad siding. Own property. Operating in 
Eastern Carolinas. Well stocked with quality mer- 
ehandise, doing a nice volume of business, opportunities 
unlimited. Write for particulars to 

Box L-574, care of HARDWARE pay 

100 East 42nd St., New York 17, N. 












HARDWARE AGE 
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Simplify Your Stock Taking with the 





HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 93 by 12 inches over all; writing area 
8/2 by 11/2 inches. Sheets printed on both sides of white 
paper, with 28 entry lines on each side. PRICE $1 for 200 
sheets (400 pages) plus 25¢ mailing charge. 





























































































You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of good white bond paper, this means you really get 400 pages 
of inventory record sheets. Each side of the sheet has room 
for 28 items. Your $1.25 investment provides inventory space 
for 11,200 items. 

During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 


Inventory Sheets because they found them simple, convenient 
and handy to use. The WHITE INVENTORY SHEETS are 

















the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thou- 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out. 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 

Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today, 


cecsccnscccccceccecscccecesescesUSL, THIS COUPON... .cccccccnccccccececceecceccce 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
Gentlemen: 


ee P 


Please send me......... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 


charge). Also send me........... Binders (50¢ each). Send these to me by return mail. 








1947 


FIRM NAME .. 





































No. C 141 C 


No. C 141—2 Shelves... 

No. C 141 C—2 Shelves 
and Casters ......... 

Send for Catalog 








$8.40 ea. 
$9.90 ea. and Casters ....... $12.85 ea. 
F.0.B. our plant in Philadelphia 
PHONE — WIRE — WRITE 
1581 W. Indiana Ave., Phila. 32, Pa. 


BAY INC. 


STEEL TOOL AND WORK STANDS 


IMMEDIATE SHIPMENT 


Made from 14 ga. steel with heavy 


angle iron legs. Casters are 2!” 


diameter and are made of cadmium- 
plated steel. Choice of two or three 
reversible shelves. Each shelf attached 
to legs by 16 bolts, lock washers and 
nuts, giving exceptional rigidity to 
the assembly. Knocked down, one in 
a carton, with or without casters. 
Size 18” wide, 30” long, 30/2” high 
without casters, 34” with casters. 
Baked green finish. Other sizes and 


styles available. 


No. D 141 C—3 Shelves 


Telephese: BAldwin 9-1805 


No. D 141—3 Shelves..$11.35 ea. 















Set New Records 


IN RENTAL PROFITS 









* LOW UPKEEP 


REID-WAY a . 


MEE FLOOR SANDER ST”, > ‘tS 


Only One Moving Part 
¢ LOW ORIGINAL COST 
Means A Good Investment 
Write Dept. HA for Full Details 











REID-WAY, INC. 


2917 Fan Ree. 82. Ave., S.E. 
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Cedar Rapids, Tare 

























(Join with GARDINER Solder! 





METALS DIVISION 


AMERICAN SMELTING & REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 


Federated Gardiner Brand AciID 
CORE SOLDER is scientifically al- 
loyed from the purest metals, 
resulting in a precise composition 
which will give strong, lasting 
bonds. For automotive and general 
work. Comes in 1b. & 5 Ib. spools. 

















































Genu'"® DOMES 2 SILENCE 


- SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


mes of Silence 


Cushion Glides 


Noiseless, 
chairs and al 









fe A 
Bib yeu? Jobber. 


DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. 










If he is not supplied write fo 








Donley Paint Co. ..¢..--.----00+- 167 
EW EN AGB conc scssveosoes 153 | Driver ag WES Be Sede Sancicinwcen 151 
Abesto Mfg. Corp. .............. 16g | Dumore Co., The .............++. 49 
| Acme Sash Balance Co. ......... 11g | Durbin-Durco .............-.e0-es 152 
Air Express Division ............. $05 
Alabama Mfg. Co. .............. 47 F 
Allied Chemical & Dye Corp..... 37 Fenare Mig. Co., Inc. eee 163 
Aluminum Company of America. .!6-17 Federal Tool Corp. iene 149 
American Cabinet Hdwe. Corp.... 135 | Federated Metals Division ....... 176 
American Chain & Cable Co..... 60 Ferry Cap & Set Screw Co........ 56 
American Planter Co. ............ 166 | Fireline Stove & Furnace Lining 
American Smelting & Refining Co. 176} Co, 2.2... .c ce eeeeec cece neces eres 38 
Archer-Daniels-Midland Co. ...... 34 Foster Aluminum Alloy Products 
Armstrong Bray & Co. ........... 152} Corp. .....++-00+-+- creccewese 124 
| Armstrong Bros. Tool Co. ........ 108| Franklin Glue Co. ..............66 170 
| Automatic Products Co. .......... 136 | Fresh'nd-Aire Co. ........--++++++ 22 
Fulton Bag & Cotton Mills ...... 7 
B 
PO TS: oinccccnceccccsasne 36 6 
TE DUNO: oon iiseecncrccsces 106 | Garden Hose Spray Co., Inc....... 171 
Barcalo Mfg. Co. ................ 113 | Geyer Mfg. Co. ........--seeeee 153 
Garmet We; Ga. oo. cccccccccccces 9 | Gilbert Clock Co., William L..... 125 
Barrett Division, The ............. 37 | Gladding & Co., Inc., B. F....... 155 
| CE 0, TNO sis os cncecnsoncs 150 | Globe Sporting Goods Mfg. Co... 145 
a a a eee 176 | Goulds Pumps, Inc. ............-- 131 
Ss TE oon isipcvcccce eons 48 | Great Neck Saw Mfrs., Inc. ..... 120 
Bennett-Millard Fishing Tackle, Inc. 17] | Grumbacher Inc., M. .......-+-++ 168 
Berkshire Paint Co. .............. 151 | 
Billings & Spencer Co. .......... 57 H 
oe 8 6 Hager & Sons Hinge Mfg. Co., C. 11! 
Crowe CNP, We R. -00e00e revere 167 | artis Hdwe. & Mfg. Co., D. P.. 17! 
Hassall, Inc., John ........-----++ % 
Cc Hemphill Co., A. D. ........-++ 169 
Camillus Cutlery Co. ............. 168 | Hill-Shaw Co. ........--eeeeeeee 143 
Carlson & Co., A. B. ............ 126| Hodell Chain Co. ........-.+.+++ n 
Champion Motors Co. ............ 155 | Hollymade Hardware Mfg. Co. .. 122 
Chattanooga Implement & Mfg. Holm's Mfg. Co. of Ohio........ 171 
RSS REESE Pind Se 163 | Hudson Mfg. Co., H. D....... 31, 103 
CMamge Leck Go. oo. .cccscccsces 169 
Chicago Saw Works ............. 126 i 
Clayton & Lambert Mfg. Co. ... 178 
Clemson Brothers, Inc. ........... 112 International Salt Co., lnc. ..... ” 
Cleveland Chain & Mfg. Co....... 89 International Stee! Wool Corp.... 160 
Collot Supplies, PT fenscctredn 166 
Colorado Fuel and Iron Corp. ... 26 3 
Columbian Vise & Mfg. Co....... 178 | Jackson Mfg. Co. ..........00006 166 
Committee on Steel Pipe Research 93 
Congress Die Casting Division .... 178 K 
Consumers Glue Co. ............. 167 
SE eee tll al healt - 
Country Gentleman ............. 101 Kay-Tite CO. ...-2+-00e--eeseees al 
Cox Metal Products Co. .......... 164 Klein & Sons, Mathias ........... 143 
Crescent Steel Co. ............... 170 Koch Sons, Inc., George ......... . 
ONOONT FOOT GD, cisicccccccscoess 91 Kraus Mfg. Co., Charles E. ...... - 
| 
D L 
Davis & Newcomer Electric Ele- | Lafayette Saw & Knife Co., Inc. .. 149 
CY das enoeckcascscceesone 177 | Landen Putty Works ..........-.-- 71 
Dayton Pump & Mfg. Co. ........ 3 | Lebus Rotary Tool Works ........ 178 
Desmond-Stephen Mfg. Co. ...... i ee 127 
Detroit Lubricator Co. ............ 44 | Lincoln Engineering Co. ......... 168 
Diamond Calk Horseshoe Co. ... 42/| Lindemann, A. J., & Hoverson Co. !70 
Disston & Sons, Inc., Henry...... 95 | Lockwood Hdwe. Mfg. Co........ 63 
Doehler-Jarvis Corp. ............. ok ee ee 107 
Domes of Silence ................ 176 | Lurie Hardware Co., Inc. ....... 164 
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INCREASE YOUR 
PROFITS 


BY $1000.00 A MONTH! 


You can increase your profits by 
$1,000.00 per month with the 
Modern Lawn Mower Sharpener. 
Make more money the Modern 
way. Increase your profits. Stim- 
ulate trade. Send for FREE bul- 
letin No. 27A for details. 


Modern Manufacturing Company 
160 N. FAIR OAKS * PASADENA, CALIF. 











9 OZ. 
TOPPER 


8 OZ. 
GIANT 


6 OZ. 
MIDGET 






HOSE PRECISION 
NOZZLES MACHINED 


Deerledss INDUSTRIES 


5141 MILITARY 











DETROIT 10, MICHIGAN 











DON'T KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 


“Lifts from 1000 te 2000 tbs, with easc” 
ELEVATOR POWER UNITS 
ELECTRIC ELEVATORS 
DUMB WAITERS 

















M ] Russell, Burdsall & Ward Bolt & 
SSE ete 169 | WME ais savcasenchageessenss 12-13 | 
Se ee 3 Russell & Erwin Mfg. Co. ......... 52 | 
Malleable Iron Range Co......... 45 
Manning, Bowman & Co. ........ 23 s 
Marshalltown Trowel Co. ......... 168 | Sager Lock Works ............... 27 
Master Appliance Division ...... 106 | Samson Cordage Works ......... 177 
RI CRN TIING ss sordasewncsiais 5 | Sandvik Saw & Tool Corp......... 109 
Master Rule Mfg. Co., Inc....... 19 | Save Lamp Co., The ......... 160, 166 
McGill Metal Products Co....... 160 | Schollhorn Co., William .......... 139 
Midwest Mower Corp. ............ 102 | Shapleigh Hardware Co. ........ 180 
Miller, Inc., Robert E. ........... 176 | Sharon Bolt & Screw Co. ........ 147 
Milwaukee Lace Paper Co. ..... 125 | Shaw Mfg. Co. ............... co a 
ee 168 | Sheffield Bronze Paint Corp. ..... 9 
SOIR TERE. TI neve siecivesoses 177 | Shelton Plane & Tool Mfg. Co... 178 
Morrone Mfg. Co. ................ 156 | SON BIE: Gs. okie osc cccesees 153 
Morton Industries ................ 115 | Simonds Abrasive Co. ........... 43 
Moto-Mower Co. ................. 46 | Skillman Hardware Mfg. Co. ... 149 
Myers & Bro. Co., F. E. ........... 158 | Slaymaker Lock Co. .............. | 
Socony-Vacuum Oil Co., Inc. 123 
N | Stanley Tools .............-0-00- 30 
National Gan Co., Inc. ......... 1g | Star-Lite Battery Co., Inc. ....... 159 
National Enameling & Stamping | Steel Products Rs GI. scccccses 163 
Er sevens eieniinbbessetacooseee 24 | Steeicote Mfg. Co. .............. 133 
National Ideal Co., The......... 158 | Stevens Level Co., E. A. ......... 127 
National Lock Co. .............. 960 PGaper Teel Ce. 20. cdcccecccvcceses 159 
National Mfg. Co., Portland, Ore. 39 | Swiss Laboratory 170 
National Mfg. Co., Sterling, Ill... 6 
National Screw & Mfg. Co. ..... 179 T 
STE. Sssnvcsevesecesswsse 160 
Taub & Co., Albert .............. 165 
North Wayne Tool Co. .......... 71 - 
Norwich Line Co., Inc. ........... 146 nist ctipge so ecenlpeeegnimaaaaiaas ' 
ners OW GR. 6s sic ciccces 119 Se ey Se a teerenens po 
SE Se eee 28 
Treadwell Tap & Die Co. ........ 53 
° Tomlee Tool & Engineering Co. .. 29 
Ox Fibre Brush Co. .............. 48 | Traubee Products, Inc. ........... 163 
Woames WG, Go. ccccccccsccccses 148 
P Telples Serew CO. ..0655200050000. 121 
Parker Hardware Mfg. Corp., S.. 157 Tru-Test, Division of Oakes & Co. 168 
Pe TN TI dees ticccccusss 141 | Turner Brass Works, The ......... 42 
Peerless Industries ................ 177 
Peerless Pump Div., Food Mach. U 
ald 38 | Union Pacific Railroad ........... 117 
Penn Metal Fabricating Co. ..... 154 y. $. Modine Gem. ......-..<<< 137 
Phoenix Table Mat Co. ......... 14 Utica Drop Forge & Tool Corp. .. 104 
ee 99 
NN EIS Sonisctcnetsnceoeesis 7) 
Plymouth Cordage Co. .......... 171 é 
Popular Mechanics Magazine .... 55 Valentine Equipment Co. ......... 156 
Precision Metal Specialties Co. .. 169| Veco Products, Inc. ..........--- - 
Prentiss-Wabers Products Co. .... 8 | Vital Products Mfg. Co., The .... 170 
Vichek Tool Co. ......cccccccceces 16 
R 
Railway Express Agency ......... 105 bad 
Red Devil Tools .................. 170 Walton Products Co. .......... . 159 
Reed & Prince Mfg. es 10 Welmaid Products ...........--+. 50 
NN BB ccisccnnpsnsvanecs 176 | Wickwire Spencer DE wiwvessen~ 26 
Remington Arms Co., Inc......... gs | Wilcox Crittenden & Co., Inc. ... % 
Reynolds Metals Co. ........... 40-4, | Wirebound Box Manufacturers 
Richards-Wilcox Mfg. Co. ........ 21 PRP REEETEEY letenwnsssenersrnenins vad 
Reta Mit Wie oak casvececees 143 Wood Shovel & Tool Co. ......... 58 
— i eee ee ne em sear er eenenns . 
Rogers Isinglass & Glue Co....... 157 
SEE Aciinscovenesacconbaesagts 171 | v 
Royal Electric Co., Inc. .......... 139 | Youngstown Manufacturing, Inc... 18 
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Davis & Newcomer Electric Elevator Co. 
Write fer Infermation and prices. P FOSTORIA, O. 
SPOT SASH CORD 
PHOENIX SASH CORD 
AETNA SASH CORD 
WHALE CLOTHES LINES 
SAMSON SMALL LINES 
¢ Ks 3 
= You know them, your + 
customers know themby = 


name and quality. 


s SAMSON CORDAGE WORKS, BOSTON 10, MASS. 


177 









WISHING ALL OUR FRIENDS A VERY 


Merry Christmas! 
FY Do 


Nw a 


* 
y ) 
py 
Whe b - 


SHELTON PLANE & TOOL MFG. CO. 
SHELTON, CONNECTICUT 


















WE TELL 'EM — 
YOU SELL ‘EM! 


In millions of advertising messages 
we have said "Go to your hard- 
ware store for Congress Pulleys!" 
Take advantage of this! Remind 
your customers that they need 
pulleys by displaying prominently 
the handsome 3 color display 
below. 








Have your jobber send you our 
special assortment—50 pulleys, all 
popular sizes—and get the profit 
building display FREE. 





CONGRESS °*:x0° DRIVES 


3750 E. OUTER DRIVE, DETROIT 12, MICH. 











PROVED 
PERFORMANCE 





| 

| 

| G., almost 60 years, the superiority of 
| C&L Blow Torches and Fire Pots has been recognized 
by good mechanics everywhere. Experienced work- 
manship, engineering skill and quality materials assure 
complete dependability and smooth, efficient per- 
formance. Mechanics who know the value of good 
tools — and who demand the best— always insist on 


C &L Blow Torches and Fire Pots. 


CLAYTON & LAMBERT MFG. CO. 


1718 DIXIE HIGHWAY ¢ LOUISVILLE 10, KENTUCKY 
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For Sheet Metal Fastenings... 


Here are 6 big reasons why “National” Tap- 
ping Screws, types A and B, are tops for sheet 
metal fastenings: 1. Made of carefully selected 
and tested materials. 2. Expertly case-hardened 
to assure strength without brittleness. 3. Threads 





are sharp, smooth and hard, accurately dimensioned 
for driving and holding power. 4. Heads are con- 
centric, free from burrs and with true seating surface 
on all types. 5. Slot or Phillips Recess is correctly 
centered, and dimensioned for ample driving torque. 
6. Points are properly shaped—equally important 
on both gimlet and blunt point styles. 








Sold by leading distributors. 





National 


Poiteettrg 


These new, easy-to-read labels quick- 
ly show the style of head and type of 
tapping screw each package contains. 
Makes stock handling much easier. 


COLOR SCHEME of Labels 





Black = Flat Head 


Red = Round Head 

Blue = Oval Head 

Maroon = Pan Head (Binding Head) 
Green = Truss Head (Stove Head) 


attona 








THE NATIONAL SCREW & MFG. COMPANY, CLEVELAND 4, OHIO 





















